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Rate Drops to Half That of Other Groups... 


Small Dealer in Profit Squeeze 


By Robert M. Lienert 
Associate Editor 

HE smaller new-car dealer is 

finding the sledding increas- 
ingly tough, according to profit 
figures detailed last week in 
NADA’s Business Management 

Survey. 

Dealers in Volume Group I 
(one to 149 new units retailed 
in the previous year) showed a 
net profit of only 0.5 percent. 
While dealers in 

groups (Group II, 150 to 399 units; 
Group III, 400 to 749 units, and 
Group IV, 750 units and more), 
reported profit of 1.2 percent, 1.2 
1.0 _Bercent = respec- 





Car r Output Maintaining 
21,000-a-Day Pace 


= production pace held steady | truck plant, but said the move was 


at about 21,000 cars a day last| not due 


week, amid growing prospects 
that this 
through 1956 model runouts. 


An estimated 106,604 cars were 


rate would prevail | 


assembled by four manufacturers. | 


American Motors was idle, having 
halted its Rambler line for the 
week. 

However, AMC’s resumption of 
assemblies today (June 11) will 
be offset in the industrywide pic- 
ture by a five-day cessation at 
Ford division’s St. Paul plant. 

Back in production last week was 
Studebaker, which had taken a full 


to scheduled production 
cutbacks. 

Last week’s scheduling sup- 
ported the outlook for a June 
production of approximately 450,- 
000 cars, off from May’s 471,531. 
Truck output this month is likely 
to match the May total of 95,599. 


Car production for the year to| 


| date will just miss the three million 


mark after the present week. The 


| three millionth car seems certain 
|to be produced next Monday. 


week off during the Memorial Day | 


week. The holiday itself, plus| 


longer shutdowns at various Lin- | 


coln and Mercury plants, held the 
output total for the week ended 
June 2 to 77,435 cars. 

x e x 


ITH all truck manufacturers 
busy, an estimated 22,446 
trucks were built last week. This 
compared with 17,230 the previous | 


week, when the holiday and the | 
Studebaker stoppage were the only | 


deterring factors. 

International Harvester an- 
nounced a layoff of 300 to 400 
workers at its Springfield (O.) 


Higher °57 Prices 
Called Threat by 
NADA’s Fribley 


ARRIMAN, N. Y.—The “gravest 
threat” facing ,the automobile 





retailing industry is*the possibility | 


of increased prices on 1957 models, 
Carl E. Fribley, 
president 
NADA, said last 
week. 
Speaking 
fore the 1956 Con- 
sumer Credit 
Management Pro- 
gram sponsored 
by Columbia Uni- 
versity Graduate 
School of Busi- 
: ‘ness, Fribley said 

C. E. Fribley the price increase 
on 1956 models was absorbed en- 
tirely by dealers. 

He said dealers could not ab- 
sorb any more price increase and 
flatly stated that a volume mar- 
ket in 1957 was impossible with 
higher price tags. 

Fribley said that dealer profits 
were reduced during the first quar- 
ter of 1956 to 0.8 percent on sales 
before taxes as compared to 3.1 

(Continued on Page 4, Col. 5) 
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be- 
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ENERAL MOTORS raised its 

car production from 45,263 in 
the Memorial Day week to an esti- 
mated 55,949 last week. 

Chevrolet planned to build 30,100 
last week, compared with 24,605 | 
the previous week; Buick, 9,552, 
compared with 7,619; Oldsmobile, 
7,487, compared with 5,970; Pontiac, 
5,550, compared with 4,409, and 
Cadillac, 3,260, compared with 2,- 
660. 

Ford Motor divisions reverted 
to pre-holiday levels, reaching an 
estimated 25,260 for Ford, 5,271 
for Mercury, 753 for Lincoln and 
15 for Continental. The previous 
week’s totals were 19,920 for 
Ford, 672 for Mercury, 326 for 
Lincoln and 12 for Continental. 
Chrysler Corp., having produced 

9,632 cars during the June 2 week, | 
raised its sights to 17,365 last week. | 
| Plymouth’s target was 8,750 last | 
| week, Dodge’s, 3,985; Chrysler divi- 


| sion’s, 2,750, and DeSoto’s, 1,880. 


Studebaker expected to build 1,- 
371 cars last week and Packard, 
(Continued on Page 54, Col. 3) 


other volume | 


tively, there were enough small 
dealers to pull down the industry 
average to 0.8 percent. 
* * ” 
. percentage figure, moreover, 
only begins to teli the story. 
Dollarwise, Group I dealers in the 
|first quarter had an _ operating 
| profit of only $24 per new unit 
* 
| 
| 


* * 


Epitor’s Nore: 


The following figures are 


retailed, compared with the indus- 
try average of $40. 

A year ago, while their profit 
percentage was smallest of any 
group, dollar profit was slightly 
above the industry average. 

With an industry- average profit 
last year of 3.1 percent in the first 
quarter, Group I dealers reported 


* * * 


taken from the NADA bulletin, 


the Automobile Retailing Industry.” 


FIRST THREE MONTHS, 


Pct. Total Sales 


3 


TOTAL SALES .... 

GROSS PROFIT 
Selling Expense .... 
Operating Expense 

TOTAL EXPENSE. ......... 

OPERATING PROFIT 
Including Finance Reserve . 


| 
Group II, 


By William Ullman 

Washington Correspondent 
ASHINGTON. Senate auto 
investigators raced against the 
clock last week to get action this 
session on two NADA-backed bills 
aimed at putting dealers on more 
equal footing with their factories. 
Passing up hearings on the 
| O'Mahoney “day-in-court” bill, 


the Senate Judiciary Committee | 


unanimously approved the meas- 
ure and reported it to the floor. 

In his auto marketing subcom- 
mittee, Senator A. S. Mike Mon- 
roney, Oklahoma Democrat, closed 
hearings on his “ground-rules” bill 
after only three days. 

Ford Motor Co. and General 
Motors Corp. executives, however, 
| will be permitted to testify tomor- 
| row (June 12) and Chrysler Corp. | 


| will file a written statement. 
*~ a * 


O FAR, the Monroney bill has| 


drawn little support except from 


Inside Automotive News 


Installment credit for auto purchases rises $141 
million in month, compared with $429 million in 
year-ago period. Page 6. FRB’s position. Page 9. 


Text of the factory-dealer relations bill intro- 


duced by Senator A. 


S. Mike Monroney. Page 16. 


Will the free-piston engine be combined with gas 
turbine for engine of future? Page 2. 

Stocks of used cars held by franchised dealers 
shrink a bit, but stay above the 30-day level. 


Page 3. 


New-truck registrations and new-car prices, 


Page 38. Detroit 


auction, Page 6; other auctions begin on Page 40. Vehicle 


production by 


makes, Page 53. 


1956 
. 100.0 
14.6 


14.1 


1956 - 
OPERATING PROFIT BEFORE TAXES 


GROUP I GROUP 


Pct. Total Sales 


3 Mos. 3 Mos, 
1956 1955 


100.0 100.0 
14.5 15.3 
3.9 3.8 
9.4 8.2 
13.3 12.0 


*GROUP I 


3 Mos. 
1956 


100.0 
13.6 
3.9 
8.5 
12.4 


Mos. 3 Mos. 3 


1955 
100.0 
15.7 
3.4 
94 
12.8 


3.2 


5 29 1.2 3.3 1.2 


* Groups are based on the volume of 1955 retail deliveries of new cars and trucks as follows: 
150 to 399 units; Group III, 400 to 749 units, and Group IV, 


NADA. William H. McGaughey, 
American Motors vice-president, 
said he feared that several provi- 
sions “would be harmful to the in- 
terests of dealers, factories and the 
public generally.” 

McGaughey’s attack was cen- 
tered on those two sections of the 
bill which would require auto 
makers to buy back surplus cars 
from dealers and to assume re- 
sponsibility for liquidating the as- 
sets of cancelled dealers. 

On the first point, he said he 
didn’t think it fair to require a 
manufacturer to assume all the re- 
tailing risk as well as the risk in 
scheduling, building and _ whole- 
saling new cars. 


Production at American Motors | 


j}already is based on dealer projec- 
tions, he explained, but dealers are 
not required to order on the basis 
of their projections. 
+ o* oe 
| MycGAUGHEY said that neither 
American Motors nor its 
|dealers face a problem in bootleg- 
|ging of its cars, but “both . . 
are gravely concerned with the | 
bootlegging of competitive makes.” 
He also said he thought it unfair 
|to require an auto maker to “bail 
|}out” a cancelled dealer who may 
have entered into contracts and 


|leases about which the manufac- | 


| turer knows nothing. 
“Such a provision,” McGaughey 
testified, “would encourage some 
dealers to make committments 
beyond their normal financial 
means and to grow lax in the 
exercise of due business caution.” 
The factory witness admitted that 
|the Monroney hearings had helped 
|bring about “a searching reap- 
praisal” of industry practices, but 
jhe said he thought the changes 
| already made by manufacturers 
| obviated the need for legislation. 
Senator Monroney disagreed. 
“This is a beautiful, many- 
splendored thing the auto industry 


Pct. Total Sales 


1955 
100.0 


* 


Ot ee 


TERARY 


an operating return of 2.9 percent. 
| Their dollar profit, however, was 
|$142 per new unit retailed, com- 
| pared with an industry average of 
| | $141. 


pus year’s operating profit in 
other classifications was $58 
(Continued on Page 50, Col. 1) 
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How Dealers Fared on Expenses, Profits 


“Operating Averages for 


1955 


INDUSTRY 
AVERAGE 


Pet. Total Sales 


3 Mos, 3 Mos. 
1956 1955 


100.0 100.0 
14.3 15.3 
3.6 3.7 
9.9 8.5 
13.5 12.2 


GROUP IV 
Pct. Total Sales 


3 Mos, 3 Mos, 
1956 1955 


100.0 100.0 
13.1 14.2 
4.3 4.3 
6.9 
11.2 


Mos. 


14.7 
4.0 
7.5 

115 12.1 

1.0 3.0 38 3.1 


Group I, 1 to 149 units; 


3.2 


750 units and more. 


Day-in-Court Bill Goes to Floor 


said, adding that 
he wondered if a tough market 
situation might not lead one 
factory to backtrack, forcing other 
makers to abandon their new 
philosophy. 


has done,” he 


* * 


ees replied that the 
4+" new marketing climate in the 
only five 
1) 


industry was still 
(Continued on woe 4, Col. 


Top- -Level Drive 
On Bootlegging 
Opened by GM 


By Joseph M. Callahan 
Staff Writer 

ENERAL MOTORS is making 

a new top-level effort to stamp 
out bootlegging of GM cars by 
tracking down each report of a 
| bootlegged car. 

The new action, taken by each of 
the five car divisions, resulted from 
|dealer concern expressed through 
ithe new GM office of dealer rela- 
tions, headed by Ivan L. Wiles, 
| executive vice-president. 

The action was announced to 
the 18,000 GM dealers in almost 
identical letters sent out during 
the last week of May. Signing 
the letters were five divisional 
general sales managers: Chev- 
rolet’s W. E. Fish, Pontiac’s 


(Continued on Page 4, Col. 3) 
* * * 
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GM Reduces Discounts 


To Factory Executives 
By John K. Teahen dr, 
Staff Writer 
(= ERAL MOTORS has reduced 
F discounts to factory executives 
on new cars purchased for their 
own use, AUTOMOTIVE News has 
learned. 
The effect of the ruling is to put 


(Continued on Page 4, Col, 5) 
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Most from ‘Lemon’ Owners .. . 


Only 200 Answer 
NADA ’s Gripe Call 


By William Ullman 
Washington Correspondent 

WASHINGTON. — Several weeks 
ago on the Dave Garroway TV 
show, NADA’s Frederick J. Bell in- 
vited customers with complaints 
about dealers to send them along 
to the dealer association. 

Of the estimated 2,000,000 viewers 
who watch the early morning show, 
only about 200 took advantage of 
the offer. That’s a pretty low com- 
plaint ratio in any business. 

Discounting the communcations 
from cranks—and there was a 
sizeable number of these — the 
gripes were about equally divided 
between new and used-car buyers. 
The majority of letters came from 
people who had bought “lemons.” 

Typical was the letter from a 
housewife whose used car devel- 
oped some serious symptoms of 
mechanical disease after but a few 
days of driving. When she returned 
to her dealer seeking some sort of 
satisfaction, she got the old brush- 
off. No one would even talk to her, 
she wrote. 

Finally, the unhappy lady took 
her car to a dealer in the same 
make located some 20 miles from 
her home. His mechanics put the 
auto in splendid running condition, 
and his charge was reasonable. 

Result: The housewife is warn- 
ing all her friends to stay away 








Dealer Is Facing 
Bankruptcy After 
$300,000 Judgment | 


AKRON. DeWitt Motor Co. 
(Dodge-Plymouth) faced bank- 
ruptcy proceedings last week after 
a jury in a Cleveland court ordered 
the firm to pay $300,000 to Carl 
Berry, 8, who was struck by a car 
driven by a LeWitt salesman June 
24, 1955. 

The Berrys had sought $1 mil- 

lion in a suit brought under an 
Ohio law which makes an employer 
responsible for the acts of his 
employes. The $300,000 was said to 
be the largest personal-injury 
award in Ohio history. 
_ The child's parents charged that 
the injury had left their son per- 
manently paralyzed and had 
resulted in a brain injury that 
affected his speech and physical 
coordination. 

Attorneys for J. Harry DeWitt, 
the dealer, said they would appeal. 
It was reported that the boy’s 
mother had rejected a $110,000 offer 
before the trial began. 

A dealership attorney disclosed 
that the company recently incorpo- 
rated a new firm, DeWitt’s Auto 
Ranch, which was formed to 
handle used cars but will be in a 
position to fill all the functions 
of DeWitt Motor Co. 

The Berrys’ attorney said he had 
filed a bankruptcy petition against 
DeWitt in Federal Court. It was 
filed, he said, to defeat $90,000 in | 
preferential mortgages taken| 





from the local dealer and to trade 
with the man in the neighboring 
town instead. Or to put it in her 
own emphatic way, she is “cam- 
paigning.” 

Moral: Take the time to listen 
to customer complaints, and try 
to work out a fair solution. As it 
turned out, this lady was willing 
to pay for repairs. But she 
thought the first dealer owed her 
an explanation, and she resented 
being ignored. 

If there is one lesson for dealers 
in the letters received by NADA, 
said an association spokesman, it 
is this: Complaints stem from the| 





failure of someone in the dealer-| Gggijige's One-Millionth Postwar Car— | 


ship to explain the situation to cus- 
tomers. Most gripes are based on 
misunderstanding. Most ill will) 
grows out of poor communication. 

Some folks, of course, are just 
naturally suspicious. A school- 
teacher in the South wrote NADA 
that she had been overcharged for 
her new car by exactly $171. Here’s 
how she arrived at such a precise 
figure: 

Soon after she made her trade, 
she journeyed to New York to a 
convention. The “giveaway” ads in 
the Manhattan newspapers excited 
her curiosity, and she dropped in 

on a dealer in the same make to 
find out if she’d been gypped at 
home. He obligingly calculated the 
“correct” price for her new auto- 
mobile, and it was $171 less than 
she had paid. 

What the New York dealer 
didn’t tell her, of course, was that 
he couldn’t possibly arrive at a 
fair estimate unless he saw the 
used car she had traded in. For 
all he knew, the transmission 
was shot. But without all the 
facts at hand. he went right 
ahead and cast doubt on the hon- 
esty of her home-town merchant. 


As a footnote to her letter, she 
admitted that she had not returned 
home and complained to her dealer. 


(See GRIPES, Page 49, Col. 1) 


Goodyear Calls It ‘Captiv 


On hand to greet the one-millionth Cadillac built since World War II, an Eldorado 


Biarritz, as it rolls off the assembly line in Detroit are, from left, R. J. Ackerman, 


Cadillac assistant works manager; Don E. 


James M. Roche, general sales manager. 
period of slightly more than 10 years 


accomplished by Cadillac in the 45 years preceding 1949. 





Engineers Study Turbines, 
Free-Piston Combination 


By John T. Benedict 
Engineering Editor 
ATLANTIC CITY, N. J. The 
free-piston engine combined with a 
turbine is a better bet for the auto) 
power plant of the future than is| 


| the regenerative gas turbine, in the) 
|opinion of Donald Frey, associate 


director of Ford Motor Co.'s scien-| 
tific laboratory. 

Frey’s evaluation followed a 
surprising disclosure by Ford at 
the Society of Automotive Engi- 
neers’ summer meeting here that 
Ford is working on its own free- 
piston engine. 

Frey said he is optimistic over 
the ultimate commercial possibili- 
ties for the free-piston engine. 

Most likely he had in mind such 
attributes of the free-piston engine 

as these: Lower turbine tempera- 








e-Air’ ... 


Tire with Built-In Spare 


By Maynard M. Gordon 
News Editor 


AKRON. The spare tire soon 
may join the list of automotive 
has-beens. 


Obsolescence of the _ historical 
fifth tire was brought within the 
realm of possibility last week when 
Goodyear introduced a new dual- 
layer car tire. 

Called “Captive-Air,” the new 
tire lets a punctured or run-down 
tire run for 100 miles or more. 
The inner tire, a two-ply air 

chamber separate from the four- 
ply outer tire, acts like a spare 
in keeping a car rolling. 

Wasting no time, Goodyear began 


| sas City, Phoenix, Ariz., and Port- 
|land, Ore. It is hoped to complete 
| national distribution by end of the 
| year. 

Goodyear President E. J. Thomas 
|told newsmen that the Big Three 
|}auto makers are testing Captive- 
| Air now and that some ’57 models 
|may offer it as standard or op- 
| tional equipment. 

Goodyear officials said that De- 
troit executives had not indicated 
whether cars so equipped would 
| take the precedent-making step of 
abandoning the spare. 
| But newsmen who drove cars 
| with flat tires agreed that there 


against the firm by DeWitt on be-| replacement marketing of the new | Seemed to be no further need for 
half of himself, his wife, son and | tire this past weekend in five cities | the space-consuming fifth boot. 


daughter. 


Cincinnati, Charlotte, N. C., Kan- | 


Business Barometer 


Auto Production — 129,050 cars, 
tucks in week vs. 159,486 year ago. 

Business Failures — 238 in week 
vs. 203 year before. 

Department Store Sales — Up 
3 percent from year before. 

Freight Loadings — 788,297 cars 
in week, an increase of 2,708 cars 
from yeor before. 

Gasoline Stocks — 183,510,000 
barrels, a decline of 3,243,000 barrels 
in week. 

New-Car Registrations — 1,- 
988,696 in 1956 to date vs. 2,180,371 
year ago. 

New-Truck Registrations—291 ,- 
509 in 1956 to date vs. 262,027 
year ago. 

Oil Stocks — 278,136,000 barrels, 
an increase of 1,912,000 barrels in 
week. 


Soft Coal Output — 10,115,000 





tons estimated in week vs. 9,244,000 
tons year before. 

Steel Output — 96.4 percent of 
capacity estimated vs. 96.3 percent 
week earlier. 

Used-Car Prices — $852 in June 
to date vs. $852 in May. 

Wholesale Prices — 114.2 per- 
cent on 1947-49 index vs. 114.4 per- 
cent week earlier. 

— ses = 


Common Stocks 
"7 ig 


June 
6 High 


Am. Motors 7 7 8% 6% 


Chrysler 61% 
Ford 53 53 
GM 42\% 
S-P 8, 


61% 87 60 
63% 51% 
49%, 40% 
10% 8 


Average 34.40 


Suggested list price of the all- 
nylon Captive-Air will be $66, 
which compares to about $43 for 
the conventional nylon tire. But 
Sales Vice-President Victor Holt 
jr... claimed the Captive-Air 
underprices premium tires of 
Goodyear competitors. 


Thomas said he was confident 
| that other tire makers had nothing 
|}comparable near consummation, 
| but “they'll copy this soon enough.” 


| Holt said that Goodyear ul- 
| timately plans to market four 
| Captive-Airs for the price of five 
| standard nylon tubeless tires, thus 
realizing the saving envisioned with 
elimination of the spare. 
The one big question asked by 
newsmen—what happens if the in- 
ner tire is punctured—was an- 
|swered this way by Walter Lee, 
Goodyear tire development di- 
rector: 
“The chances for that happening 
| are about the same as in running 
| over a nail with a regular tire 


(Continued on Page 49, Col. 1) 


Ahrens, Cadillac general manager; and 
The building of a million Cadillacs in oa 
represents as much production as was | 


| only January and February 





56 Traffie Toll 
Heads for Record 


Deaths May Pass 
42,000 in Year, 
Safety Group Warns 


CHICAGO.—In 1941, a total of 
39,969 persons met death in auto- 
mobile accidents, It was a record 
which Americans hoped would 
never be surpassed. 

That hope is fading. If the cur- 
rent death rate continues, the 
1956 toll could reach a terrifying 
42,000, according to the National 
Safety Council. 

The council reported that 2,960 
persons met death on the highways 
during April, an alltime high for 
that month. In the first four 
months of this year, 11,550 persons 
died, also a record for the period. 

Bloody Memorial Day will swell 


| the not-yet-announced May figures. 


The 30-hour holiday period added 
109 fatalities. 


The safety council had predicted 
110 deaths. President Ned H. Dear- 


|born said it was “distressing that 


the toll came so tragically close to 


| our preholiday estimate.” 


Equally distressing is the fact 
that the mileage death rate also is 
rising. These figures—available for 
reveal 


|a death rate of 6.1 per 100 million 


ture which negates the need for| 
critical materials in the turbine; | 
the relative ease with which the} 
gasifier can be connected to the 
turbine; rapid throttle response; 
better economy, and a high thermal | 
efficiency. 

Ford dropped its free-piston 
bombshell during a discussion 


| period following the presentation 


of a paper on the General Motors 
free-piston engine by A. F. Under- 
wood, of the mechanical develop- 
ment department of GM’s research 
staff. 

As Underwood finished his 
paper, Gordon Millar, supervisor 
and project engineer in the Ford 
scientific lab, came to the stage 
and asked for a chance to speak. 
He told the group that Ford has) 
been working with free-piston en- 
gines since February, 1954, and said 
that Ford has built and tested sev- 
eral different free-piston units since 
then. 

Millar showed a slide of an en- 
gine rated at under 50 horsepower. 
This unit has been used by Ford 
as a research tool to study thermo- 
dynamics and mechanical design 
problems of the free-piston engine, 
he said. 

He made no official admission 
that Ford has installed any of its 
experimental free-piston engines in 


an automobile. However, it is gen-| 


erally believed in automotive circles 


that Ford does have such power} 
plants out on road-test programs in| 


modified production vehicles. 
There appears to be a point of 
design difference between the Ford 
and GM units. To synchronize the 
free pistons in their common cylin- 
der, GM uses a form of mechanical 
linkage. Ford favors a rack-and- 


pinion arrangement. 





How Tire Works— 

Cross-section of new Goodyear Captive- 
Air safety tire shows double air chamber 
| construction and method of separately 


miles. It was 6.0 for the first two 
months of 1955. 

But there are bright spots 
amid the gloom. One is the re- 
sounding success of the 1956 Na- 
tional Vehicle Safety Check for 
Communities, a month-long pro- 
gram held during May. 

The inspection campaign enjoyed 
its best year with more than 900 
communities in 35 states par- 
ticipating. The other 13 states have 
compulsory inspection laws. 

Last year, only 439 communities 


| participated. The 1956 total indi- 
| cates an increasing interest in safe 


cars and safe driving among the 
nation’s motorists. 

A final tabulation of areas co- 
operating and total vehicles in- 
spected will not be available until 
after July 1. Safety-check officials 
have warned all communities in- 
volved that their reports must be 
received by that date to be eligible 
for national achievement awards. 

The safety council said 17 of 46 
reporting states had fewer deaths 
this April than in the same month 
of 1955. Twelve states succeeded in 
cutting their four-month death 
totals.. 

New Hampshire topped this 

category with a decrease of 39 

percent, followed by Rhode Island 

which was down 35 percent. 

Other decreases were achieved by 
Minnesota, down 26 percent; South 
Dakota, 21 percent; North Dakota, 
17 percent; Montana, 16 percent; 
Kentucky, 12 percent; Connecticut, 
11 percent; Illinois, 6 percent; 
Colorado, 3 percent, and Maryland, 
2 percent. 

A total of 109 of 588 reporting 

(Continued on Page 49, Col. 2) 


Rails to Increase 
Competition on 
Auto Transport 


CHICAGO, —- Free unloading and 
delivery to dealerships of automo- 
biles shipped in carload lots to 
Denver, Cheyenne, Wyo., Boise, Id., 
and Salt Lake City probably will be 
announced this week by railroads 
serving those points. 

This is seen as a move by the 
railroads to enter more competi- 
tively into the auto transporting 
field. 

The move, it was said by rail 
traffic officials here, has been under 
consideration by the railroads for 
several months. 
| First it won approval, then went 
| back to the rate committee for 
further study. At press time, the 
proposal seemed assured of final 





inflating inner and outer chambers. When 
air escapes from outer casing due to 


supporis car 


| approval. 
It was said that requests for 


|making a change on the road, and| puncture or blowout, air in inner tire similar deliveries have been made 


in Kansas City and Omaha. 
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Dealers tell me 


By John 0. Munn 


— S. 3879, presented by Sena- 
tor Joseph C. O’Mahoney, Wy- 
oming Democrat, will mark an 
epoch in this industry. It is the type 
of bill that the trade has looked 
forward to for a long, long time. 

It is a bill that strikes at the 
cause of the principal difficulty in 
this trade. 

It is a bill which will equalize 
the balance of power heretofore 
weighed heavily in favor of the 
manufacturer. 

It is a bill that will put stability 
behind every dollar any dealer has 
invested in this field. 

It is a bill that asks no special 
privileges. 

It simply is a bill that restores to} 
dealers a day in court which they 
automatically waived when they 
signed a contract containing a 
clause providing cancellation with- 
out cause. It restores to the dealer 
the freedoms that are granted to 
every individual by our constitu- 
tion. 

ES a * 
Stabilize the Economy 


| iy? IS true that during recent 
months manufacturers have vol- 
untarily, or (perhaps it would be 
better to say) through pressure of 
Congressional investigation, liber- 
alized their contracts. But one who 
gives can also take away. | 

So such legislation is needed to 
stabilize our economy and to assure 
that the consumer is not caught and 
made to suffer in the intense and 
sometimes unfair competitive bat- 
tles in this trade. 

It is a statesmanship-like bill 
and contains less than 500 words, 
so it can’t very well be misunder- 
stood in court interpretations. In 
fact, if you will except the defini- 
tion of the terms of the words, 
“automobile manufacturer,” “fran- 
chise,” “automobile dealer,” “com- 
merce,” “good faith” and Section 
3 that has to do with the penal- 
ties, the bill contains only thirty- | 
three words. 

This is Section 2 that reads as 
follows: 

“Any automobile manufacturer 
engaged in commerce who makes 
or grants any franchise to an auto- 
bile dealer shall have the duty to)! 
act in good faith in all his dealings | 
or transactions with such dealer.” 





* * x 


Bill Expected to Pass 


7 is language that no one can | 
object to. I am sure that the} 
manufacturers will support it as} 
well as the public and automobile 
dealers. There has been enough} 
testimony during Congressional 
hearings on other bills of the trade} 
under consideration to accentuate | 
the necessity for this bill. 
Congressmen are, now, entirely 
familiar with the conditions. It is 
expected that the bill will pass by 
a voice vote with little debate by 
both houses of Congress in this 
session: The act passed and signed 
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by the President cannot come too 
soon. 

It is almost certain that the 
forward looking manufacturers 
will support it also. Who could 
have a possible objection? In the 
long run, although the manufac- 
turers may have to change their 
past administrative policies, it 
will affect them very beneficially. 
With such a national law they 
can meet competition not through 
force and coercion but through 
the fine American art of persua- 
sion. 

They will find that dealers will 
go much further, because they have 
protection on the contract, in pro- 
viding facilities to take care of 
owners. Dealers can establish long- 
term policies that will reflect very 
much to the advantage of automo- 
bile owners and manufacturers. 


As a dealer, be in readiness to 


answer any call from the NADA to} 


give your views to Congressmen. 
In the meantime do nothing but 
explain the bill to all who are in- 
terested and point out the favor- 
able effects it is sure to have on 
our economy. 


* 
Work for Bill 
HEN and if the call comes from 
national headquarters, devote 
every energy within your personal 
power to influence a favorable vote 
with the assurance that you are 
backing legislation that is fair to 
all, that involves no government 

regulations or bureaucrat control. 


When this bill becomes a law, 
don’t be belligerent to your manu- 


* * 


facturer. This is a real opportunity | 


to become a real partner. This bill 
merely grants you freedom of op- 


portunity. It will not legislate profit | 


into your operation. 


It still will require good man- 
agement to assure success. 
adds to your responsibility, for 
now you must be a self starter 
instead of being prodded by your 
factory. 

But the legislation forever will 
eliminate the threat, “You do it or 
else”—words which should never 
have been used in this trade in the 
past. With this new-found freedom 
there is no limit to your future in 

serving people the world’s most 


| wanted merchandise. 


Longmont’s Show 


‘Big Success’ 


LONGMONT, Colo. — More than 
7,000 attended the first annual Long- 
mont (population, 14,000) Auto and 
Truck Show at St. Vrain Memorial 
Building here. 

Dealers called the event a big 
success and one said: “It really paid 
off for the new-car dealers.” It was 
said to have been the first auto 
show held in Colorado outside of 
Denver. 


The dealers said that it will be an 
annual affair. 


Siaiiecs dea 
On Sunday Closing 


SPRINGFIELD, Ill. — Thirty- 
three new and_ used-car 
here have announced that, starting 
this month, they will remain closed 
on Sundays. 


In an advertisement, the dealers | 
said: “(We) take genuine pride in | 


announcing that all departments 


. will be closed on Sunday. By| 
taking such noteworthy action | 


these dealers will be in a better 


position to serve you more effec-| Elect Fordyce President 


tively during the week.” 


Dealerships Cited 


MINNEAPOLIS. (UTPS) — 
Loop Packard, Minneapolis, and 
Midway Ford, St. Paul, have been 
honored as industrial safety award 


dinner here. 


It | 


dealers | 


|Fordyce (Chevrolet) has been 
| elected to serve the Melbourne Au- 
|tomobile Dealers Assn. as. presi- 





Heiman 
winners at the Governor’s Award;and Elliott C. Newell 
| secretary-treasurer. 


Market Still Strong 


By Robert M. Lienert 
Associate Editor 
QTOCES of unsold used cars held 
\7” by franchised dealers were re- | 
duced moderately last month, but | 
held on the high side of the 30-day | 
| boundary, according to AUTOMOTIVE | 
News’ estimates. 
The previous month had seen 
used-car inventories spiral up- 
ward. 
Used vehicles, 


meanwhile, con- | 


tinued to play the money-maker’s 
role in most dealerships, according 
to field reports. 

On the basis of marketing ex- 
perience so far this year, it is ob- 
vious that many dealers will 











An open-air fashion show and new-car 
Fashion Festival Week in Glens Falls, N. 


| turned out to view the show, sponsored jointly by the Glens Falls Franchised New 
Car Dealers Assn. and the Glens Falls Fashion Guild. Open house was held all 
week in the showrooms of association members, who termed the festival 


success.” 


Auto Fashion Festival Outdoors— 


By Thurmond, Wiles, Cooper .. . 





continue to accent their used-car | 
operations. 
* 2k * 

7. monthly census showed that 

as of June 1, franchised dealers | 
had a supply of unsold used units 
good for 30.5 days of selling. Stocks | 
a month earlier had been equiva- | 
lent to 32.9 days’ supply. 


A month prior to that — on 
Apr. 1—the figure had been 27.3 
days, the year’s lowest point. 
Highest inventory figure for used 
cars reported so far this year 
was 43.6 days on Jan. 1. 

The reduction in days’ supply of | 
used vehicles was accomplished | 
through a stepped-up selling pace. 


| 





display climaxed the Spring Automobile 
Y. Despite cool weather, a large crowd | 





“a real | 


Used-Car Stocks Dip 


Most dealers’ stocks, on a numeri- 
cal basis, virtually equalled the 
month-earlier total. 

The decrease in used-car stocks 
from May to June follows the pat- 
tern of last year, although the de- 
cline was not as extensive this 
year. 

* x * 
| ewes a 33.6-day supply on May 
1 last year, used-car stocks were 
trimmed back to 29.1 days on June 
1, a net difference of 4.5 days. 


This year, the net reduction 
amounted to 2.4 days. 
One big difference, however, 


should be noted. Last year, when 
stocks fell to 29.1 days’ supply on 
June 1, it was the first time 
during the year that used-car 
inventories had been below the 
30-day level. 

This year, stocks have held below 
that point on two census dates: 
Feb. 1, with a 28.0-day supply, and 
Apr. 1, with a 27.3-day inventory. 

Last year, however, used-car in- 
ventories were cut below a 30-day 
supply until the Oct. 1 census. The 
figure may stay abcve 30 days this 
summer, but dealers point out that 
used-cars were the “orphans” of 
last year’s market, with stocks kept 
pruned to the lowest possible point. 


Most dealers this summer will 
keep larger supplies because of in- 
creased retail interest in the used 
units. 

EALERS this month reported to 

Automotive News that their 
June 1 stocks ranged from 10 to 90 
days’ supply. A total of 73.7 percent 
said their stocks were good for 30 
days or less 

A Month earlier, stock reports 
ranged from eight to 80 days’ 
supply, but only 59.1 percent of 
the dealers reported that they 
could sell out everything in 30 
days or less. 

A year ago on June 1, some 66.7 
percent of the dealers reporting 
put their used-car supply at or 


| below the 30-day level. The range 


Factory, Dealer ‘Sins’ 
Aired at S. C. Parley 


MYRTLE BEACH, S. C.—Neither 
the auto manufacturer nor the 
dealer is perfect and it behooves 
both groups to work together for a 
better industry, members of the 
South Carolina Automobile Dealers 
Assn. were told at their 17th annual 
convention. 

Senate-nominee J. Strom Thur- 
mond, a former member of the 
Monroney subcommittee, charged 
the manufacturers are “feasting” 
on the dealers. 


Earlier, Ivan L, Wiles, General 
Motors executive vice-president in | 
charge of dealer relations, issued 
a mild reproof to the retailers, 
| telling them they must accept the 
fact that competition is the law} 
of the land. 

But some of the _ strongest | 
| phrases were uttered by Walter B. 
Cooper, Fort Collins, Colo., a dealer 
himself (Chevrolet). | 


Cooper, chairman of NADA’s| 
public relations committee, told the | 
convention that the nation’s dealers | 
“are fast convincing the public we 
aren’t reputable businessmen 
| we’re hucksters.” 

He urged dealers everywhere 
to improve their relations with 
| the public “so we can do some- 


Melbourne (Fla.) Dealers 


MELBOURNE, Fla. — Walter A. 


dent for the coming year. 

Other officers named are B. L. 
(Pontiac), vice-president, 
(Ford), 





thing about the conditions we 
have gotten our industry into.” 
“We have the most wanted prod- 
uct in the country, yet we refuse 
to make money selling it,” Cooper 
said. This is true, he added, be- 
cause dealers, through their adver- 
tising, “have educated our cus- 
tomers to sick us on one another.” 
Thurmond declared 1956 may go 
down in automotive history as the 
turning point in the small business- 
man’s battle for the right to run 
his business as he sees fit. 
He compared the manufacturer 
(Continued on Page 4, Col, 1) 


On the House . 


When is a dealer’s salary too low 


Herm Schaefer, 


salaries .. 


tional $5 or $10 


sales .. 





cutting their own 
Wemhoft 


was nine to 65 days. 


* * * 


| grvwnr erp in general appear con- 


tented with used-car profits for 
May. A Big Three dealer in the 
West, asked how used-car profit 
compared with new-car profit, said: 
“Used cars are selling slightly 
above NADA used-car retail prices; 
new cars are being discounted from 
$200 to $350 . . . where packs are 
used the discount is considerably 
higher.” 


W.Va. Dealers 


Convene Aug. 26 


BECKLEY, W. Va. — Plans for 
the 23rd annual convention of the 
Automobile Dealers Assn. of West 
Virginia are nearing completion, It 
will be held Aug. 26-28 at White 
Sulphur Springs. 

I. W. Bays is convention chair- 
man. His wife is chairman of the 
ladies’ program. 


or too high? 
manager of the Indiana ,dealers 


association, believes “it is unsound and unwise for 
dealers constantly to scale downward their own 
. If this business should get to the point 
where most sales are made by virtue of an addi- 


reduction, which may be effected 


by your own salary decrease, then there won't be 
any profit incentive or real reason for making such 
. We suggest that dealers, like other busi- 
ness executives, pay themselves a salary in keeping 
with their responsible position and not resort to 


salaries to supplement the dealer- 


ships’ profits or for the sake of keeping it out of the 
red,” Schaefer told his members... . 


North Carolina association is offering a $300 reward in an effort 
to cut down the deliberate burning of motor vehicles to collect in- 


surance .. 


. Chicago-area Ford dealers report used-car inventories 


up in May, with high-priced units increasing. Customer labor 
volume continues to gain, along with replacement parts sales ... 
Rus Hammond, manager of the St. Louis association, is back on 


job after lengthy hospitalization . 


. . Michigan dealers are thanking 


state congressmen for defeat of Rep. Dunn’s amendment on titling 


procedure... 


—Pete WemMuorr, Editor, 
Automotive News 














4 


Dealer L 


AUTOMOTIVE NEWS, JUNE 11, 1956 


islation Pushed... 





Day-in-Court Bill 
Advanced in Senate 


(Continued from Page 1) 


months old, and he preferred to 
wait and see how things worked 
out. 
“I still 
to legislation,” he insisted. 
Under sharp questioning by 
Senators, however, McGaughey 


conceded that his firm could not | 


object in principle to the clause 
in the Monroney bill outlawing 
factory coercion and intimidation 
of dealers. 

Neither could he seriously object 


to the requirement that factories | 


spell out reasons for cancellation 
in their contracts with dealers. 


But he held firm to his position | 


against writing these objectives 

into law, explaining that American 

Motors dealers “experience no in- 

equities” under present contracts. 
i: * + 


ENATOR MONRONEY pointed 

out that it wasn’t American 
Motors that worried him so much. 
Earlier, when an NADA witness 
was on the stand, the Oklahoma 
Democrat said, “We now have an 
excellent relationship with General 
Motors, Chrysler, Studebaker- 
Packard and American Motors. But 
what men can do, men can undo,” 
he added. 

NADA President Carl E. Fribley 
(Pontiac-Cadillac-GMC) testified 
that the Monroney bill, in his 
opinion, is not only in the public 
interest but would contribute to 
highway safety. 

Fribley pointed out that the 
anti-coercion section of the Mon- 
roney bill would abate or remove 
many dealer inequities. This, in 
turn, he said, would help restore 
sanity to auto financing. 


NADA Executive Vice-President | 


Frederick J. Bell told senators that 
NADA was asking that Congress 
do nothing more than outlaw “the 
unfair practices condemned by the 
Federal Trade Commission 17 years 
ago.” 

In an introductory statement, 
Monroney gave his own views on 
his bill as hearings opened. Prasing 
the work of all senators who have 
introduced auto marketing bills in 
this session, Monroney said his 
measure attempts “to blend and 
combine these suggestions into one 
simple, yet comprehensive, bill.” 

* * - 
7 provision requiring auto 
makers to buy back unwanted 
cars from dealers, he added, was 
written after GM President Harlow 
H. Curtice urged legislation along 
such lines. 

The most caustic criticism of the 
Monroney bill came from farmers 
and used-car dealers. Attorneys 
for the National independent auto- 
mobile dealers assn. said the buy- 
back approach to the problem of 





Pontiac Dealer Council— 


prefer voluntary action | 





| bootlegging “is the same one wear- 


ing different clothes.” 

NADA Counsel Joseph Danzan- 
sky wrote the subcommittee that 
the latest bill imposes a restraint 
on the disposal of property by a 
dealer who had legally obtained 
title to the property. 

Such a restraint,.he declared, is 
usually limited to matters of health, 
such as the sale of narcotics, 
alcohol and tobacco. Danzansky 
added that if coercion alone were 
outlawed, he thought the bootleg- 
ging problem would virtually dis- 
appear. 

Showing a surprising concern 
for the financial well-being of fran- 
chised dealers, the used-car lawyer 
wondered how much of a loss a 
dealer would have to take if he 
sold a car back to his manufac- 
turer. Monroney has made it clear 
that dealers might have to take 
a loss on freight and floor-plan 
interest when they return cars to 


their factories. 
. * a4 


PPOSITION of farmers to the 
bill 


Halvorson, economist with the 
National Grange. He said _ that 
|“many, if not most, automobile 


| dealers who are agitating for legis- 


lation would probably be the last 
ones to want to give up their fran- 
chises. 

“They have a good thing and 
they want to make it better, 
largely at public expense. Proba- 
bly they became accustomed to 
too much of a good thing right 
after the war and during the 
Korean conflict and now they 
want to-reestablish their dream- 
world by legislation to restrict 
competition.” 

Halvorson said manufacturers 
should have the right to establish 
requirements which the taker of 
the franchise must accept. “For 
Government to get into the bus- 
iness of establishing the 
manufacturer-dealer relationship is 
to get into a form of socialism 
where Government controls prop- 


erty, even if it does not own it,” | 


he said. 

“We shculd also remember that, 
if automobile manufacturers want 
to abolish the franchise system of 
selling cars, they should always 
have this right,” said Halvorson. 

“Consumers do not exist for the 
benefit of business, but business 
and our economic system are jus- 
tified by how well they serve the 
public,” he told the senators. 

Halvorson conceded that “it is 
strange and, in a sense unfair” for 
a manufacturer to require a fran- 
chised dealer to perform services 
without adequate compensation. 


However, he said that the argu- 
(Continued on Page 53, Col. 1) 





i 


was voiced by Lloyd C.| 
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'Dealer Predictor Showings Draw Crowds— 


An estimated 200,000 persons viewed Packard's Predictor at special dealer show- | 
ings in major market areas during the past three months. 
shown above at Mountain Motors Co., Salt Lake City. 


A typical gathering is 
Richard Freed, dealership 


manager, reported approximately 5,000 persons visited the dealership during the 


two-day showing. 


GM Opens New Drive 


Against 


Frank V. Bridge, Buick’s Albert 
H. Belfie, Oldsmobile’s G. R. 
Jones and Cadillac’s J. M. Roche. 

According to the GM letter, the 
object of the program is “to con- 
| duct a survey of our car distribu- 
| tion practices by ascertaining, first, 


the extent of bootlegging of GM) 


|cars, and the for 


which we are 


causes, if any, 
responsible.”’ 


- * * 
O IMPLEMENT the survey, all 
GM dealers and distributors are 
| asked: 
| 1. To furnish their factories with 
| reliable information regarding any 
| bootlegged cars in their area dur- 
ing the past several weeks. 
| 2. To tollow up with monthly re- 
|ports for May, June and July on 
any cars appearing in bootleg chan- 
neis. 
After gathering this data, GM 
| Officials will ask each dealer or 
distributor “to whom we have 
sold cars that have moved into 
bootleg channels, whether such 
cars represented excess cars or 
| models and what facts and cir- 
cumstances, in his opinion, sup- 
port the classification of such 
cars as excess, particularly any 
fact or information that he may 
care to disclose relating to our 
responsibility for the situation.” 

Making clear that the “investi- 
gative study” is being made by top- 
level officials, the letter reports that 
only personnel from the divisional 
central offices will gather the in- 
formation. 

The letter continues, “Field per- 
sonnel are not authorized to solicit 
or receive any data or information, 
although it may be necessary to use 
field personnel from time to time 
to verify questions, facts or infor- 
mation. The reports should be sent 
directly to the office of the under- 
signed (general sales manager) at 
Detroit.” 


* 
_os GM letter 





* * 
concludes, “Such 


if any, contributing causes result 
from our production and distribu- 
tion policies and practices. If it re- 
veals any for which we are re- 
sponsible, even isolated instances, 


“| we will make certain that they are 


Twelve dealers, representing the national Pontiac dealer group, met with top factory 
management in Pontiac to discuss matters of mutual interest to dealers and factory. 
Attending the meeting were, front row,-from left, Paul L. Harmon, American Fork, 
Utah; E. A. Neubeck, Irvington, N. J.; R. M. Critchfield, Pontiac general manager; 


Corl €. Fribley, Norwich, N. Y.; and William C. Culver, Cedar Rapids, la. 


Second 


row: Bernard C. Johnson, East Point, Ga.; Lansing W. Thoms, St. Louis; Frank V. 
Bridge, Pontiac general sales manager; Hugo L. Separini, Newton Centre, Mass.; and 


H. Blair Freeman, Detroit. 


Third row: Fred B. Utter, Spokane; J. C. Jamieson, execu- 


eliminated and corrected.” 

In taking the anti-bootleg action, 
General Motors does not admit that 
bootlegging is a major or increas- 
ing problem. Nor does the corpora- 
tion admit that its production or 
distribution policies are to blame 
for bootlegging. 

“However,” the letter explains, 
“at a meeting of the executives 
of General Motors Corp. and car 
divisions held in Detroit last 
week, Mr. Ivan Wiles, executive 


| relations, reported that as a re- 
sult of his surveys in the field 
and interviews with GM distribu- 
tors and dealers over the past 
two months, it appears that boot- 
legging is still regarded by GM 
distributors and dealers as their 
number one problem. 
“Whether justified or not, this 

feeling on the part of some dis- 


tive assistant to the dealer-relations general manager; Don Liffengren, Pierre, S. D.;| tributors and dealers, as well as the 
Clyde H. Harriss, Salisbury, N. C.; and John Hine, Dallas. 


opinions expressed at a recent hear- 


a survey should disclose what, | j 


vice-president in charge of dealer | 


Bootlegging 


(Continued from Page 1) 


ing of the Congressional subcom- 
| mittee by members of the subcom- 
mittee and by witnesses that 
oversupply and overproduction of 
cars and perhaps even sales pres- 
sure have been important contribu- 
ting causes of bootlegging, is a 
matter of great concern to us. 

“With respect to overproduction 
of GM cars, we are convinced that 
it is not, and has not been a fac- 
tor. We believe that our production 
record, as well as the cleanup at 
| the introduction of new models, 
supports this conclusion.” 

* * +. 


.— corporation also maintains 
that maldistribution is not an 
important contributing cause of 
bootlegging, particularly since new 
jand improved car distribution 
| policies and practices have been 
introduced. 

“Our problem,” the letter con- 
tinues, “is to first verify these con- 
clusions and second to convince all 
GM dealers and all others con- 
cerned that such conclusions are 
| justified by the facts. To do this, 
|it appears that it will be necessary 
to work back from the effects in 
specific situations to the causes.” 

To further reduce the causes of 
bootlegging, the following 
changes in GM distribution 
policies have been made: 

1. The practice of alloting new 
ears in relation to turnover has 
been discontinued. 

2. Demonstrators no longer are 
included as a part of new-car in- 
ventory. 

3. The facilities and manpower of 
the corporation’s wholesale opera- 
tion are being reviewed to assure 
that the needs of the distributors 
and dealers, in the relationships 
| with the divisions, are being ade- 
| quately met. 


Grant for Design— 


Virgil Exner, left, styling director, Chrys- 
| ler Corp., presents $10,000 check on 
behalf of Chrysler Corp. to Rev. Theo- 
dore M. Hesburgh, C.S.C., president, Uni- 
versity of Notre Dame. The Chrysler 
grant will support a course in automotive 
design in the Notre Dame art depart- 
ment. Exner is a member of the uni- 
versity's advisory council for the liberal 
and fine arts. 











Higher °57 Prices 
Termed a Threat 


NADA’s Fribley Says 
Increase Would Be 
Barrier to Volume 


(Continued from Page 1) 
percent during the same period in 
1955. 


* * * 


E HEARTILY endorsed the 

move by manufacturers in re- 
ducing their production quotas to 
realistic goals. He said NADA long 
had advocated that production be 
geared to realistic customer de- 
mand. 


“All elements of our industry— 
manufacturers, dealers and fi- 
nancing organizations—were on a 
‘king-size’ binge during 1955,” he 
added. “We are now suffering the 
inevitable severe and prolonged 
hangover. In fact, our headaches 
may continue for the balance of 
this yedr and even into 1957. 

“However, manufacturers have 
cut back production. Dealers are 


| returning to proven operating fun- 


damentals. Evidence of some of the 


|creative selling that built this in- 


| tended 


| 


dustry daily is becoming more ap- 
parent,” he said. 

Fribley predicted that 1956 sales 
would total at least 5,500,000 cars. 
“While this figure will not reach 
our originally projected goals, our 
industry’s house will be put in order 
by these moves,” he added. 

HE NADA president stressed 

“forcing the market” as_ the 
cause of the present sales lag. “The 
Federal Reserve Board's action in 
raising the rediscount rate in April 
is not entirely responsible for 
lagging new-car sales,” he _ said. 
“We must look back to unwise 
forcing of the new-car market in 
1954 and 1955 to find the basic cause 
for lack of sales this year,” he said. 

The FRB’s increase and the four 
that preceded it in the last year, as 
well as one in 1953, he noted, had 
little or no effect in restraining 
lowered down payments and ex- 
terms promoted and ac- 
cepted by many inexperienced 
lenders throughout the country. 

Citing the fact that dealers had 
unprecedented sales in 1955 and 
that they had sold 1,634,444 more 
cars in that year than in 1954 he 
said that production had exceeded 
sales in 1955 by 772,217 cars. He 
declared that the market had been 
forced and dealers’ profits were re- 


| duced to almost nothing. 


j 
| 
| 





Factory Discounts 
To Executives 


Are Cut by GM 


‘(Continued from Page 1) 


dealers in a better position to bar- 
gain with GM officials in the retail 
market. 

The discounts have ranged from 
about 24 to 26 percent on Chevro- 
lets, Pontiacs, Oldsmobiles, Buicks 
and Cadillacs. It was understood 
that the maximum discount on all 
makes now is 20 percent of the 
suggested retail price. 


Supervisory employes had been 
eligible for the larger allowance 
while lower-echelon employes were 
granted 10 percent off. The latter 
figure has not been changed. 


Discounts on accessories, which 
formerly had run 25 percent or 
more, also have been cut to 20 per- 
cent, it was learned. 

* * . 


ANY GM dealers in cities where 

the corporation has plants have 
complained about the employe dis- 
counts in recent years. They have 
insisted that the policy has permit- 
ted factory brass to buy cars 
roughly at dealer cost and has re- 
moved from the market many per- 
sons who, as GM employes, were 
their “natural” customers. 


It also was reported last week 
that GM has altered its system of 
selling factory-official or “brass- 
hat” used cars. 


Under the new setup, it was said, 
dealers can buy these cars at a price 
lower than that at which the fac- 
tory sells them to individual em- 
ployes, thereby giving the dealer 
another avenue of trade with fac- 
tory personnel. 
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COPPERGLOW by CHRYSLER 


It's sparking spring sales for the YEAR-AHEAD CAR! 


Chrysler stylists took a tip from leading color 
fashion forecasters and came up with Copperglow 
the glamorous new copper-toned interior 
fashion that’s putting zing in spring sales for 
Chrysler dealers all over the country! 
Luxurious Copperglow interiors give Chrysler 
dealers one more sales advantage that competition 
just doesn’t have. It’s one more piece of evidence 


that the “PowerStyle” Chrysler is America’s Year- 
Ahead Car . with more that’s new than all its 
competitors combined! 


Yet Chrysler Dealers can deliver a new Copperglow 
Windsor V-8 for the cost of a medium-priced car 
. even a fully equipped “low-priced” car! 


Is it any wonder that Chrysler sales keep climbing? 


‘“‘PowerStyle’”’ CHRYSLER Biggest Buy of All Fine Cars 


CHRYSLER DIVISION, CHRYSLER CORPORATION «+ 12200 EAST JEFFERSON AVENUE, DETROIT 31, MICHIGAN 
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Survey Covers 21 Market Areas... 


14 Pet. Plan to Buy Car in 1956 


MILWAUKEE. — Slightly more 
than 14 percent of all families in 
21 basic market areas plan to buy 
a car during 1956, according to 
Consolidated Consumer Analysis, a 
buying survey conducted jointly by 
21 newspapers. 

The survey directly sampled 
62,811 households out of 4,571,261 
established in the areas covered. 

A year ago, the survey showed 
13.2 percent of all families planned 
to buy a car in 1955. Actually, 14.0 
percent bought cars last year. 

In only six of the 21 areas, did 
fewer than half of those planning 





to buy specify a new car. The break- 
down is as follows: 

Portland, Me., 13.5 percent of all 
families plan to buy (35.2 percent 
of those want new cars); Newark, 
N. J., 14.7 percent (66.9 percent 
new); Washington, D. C., 14.4 per- 
cent (63.2. percent); Columbus, O., 
14.4 percent (62.5 percent); Cincin- 
nati, 14.3 percent (64.7 percent); 
Indianapolis, 18.3 percent (58.5 per- 
cent); Chicago, 13.9 percent (72.2 
percent), and Milwaukee, 14.9 per- 
cent (60.9 percent). . 

St. Paul, 12.8 percent of all fam- 
ilies plan to buy (57.5 percent of 





Auto Credit Up $141 Million, 
But Trails Year-Ago Gains 


WASHINGTON. — Consumer in- 


stallment credit for auto purchases | 


increased $141 million in April to 
an estimated $14,706 million at the 
end of the month, the board of 
governors of the Federal Reserve 
System reported last week. 

In April a year ago, the auto- 
paper increase amounted to $429 
million. 

The increase in consumer credit 
of all types amounted to $296 mil- 
lion during April, for a total of $28,- 
260 million on Apr. 30. The overall 
increase in April, 1955, was $539 
million. 

Auto paper on Apr. 30 was $3,224 
million greater than it had been a 
year earlier, while credit of all 

kinds was up $4,747 over the year- 
earlier point. 

The board of governors said the 
April increases were seasonal for 
auto paper and contraseasonal for 
all other types of credit. 

Of the $14,706 million in auto 
loans outstanding on Apr. 30, 

sales finance companies held $8,- 
074 million; commercial banks, 
$5,304 million; other financial in- 
stitutions, $759 million, and auto 
dealers, $569 million. 

The month’s $141 million increase 


Dealer Council 
Of Oldsmobile 


Meets in Lansing 


LANSING. — Twenty-four Olds- 
mobile dealers from coast to coast, 
elected by fellow dealers in 24 sales 
zones, met here last week for the 
17th Oldsmobile Dealer Council. 

Under the new elective program, 
dealers were elected to local zone 
dealer councils, each of which in 
turn selects a member for the 
national dealer council. 
from each of Oldsmobile’s 24 sales 





; was apportioned as follows: Com- 








One dealer | 


zones comprises the national coun- | 


cil in order to recognize geograph- 
ical areas on a balanced basis. 

The Oldsmobile dealers met at 
the plant here with G. R. Jones, 
general sales manager. J. F. Wolf- 
ram, general manager, presided at 
later sessions. Others who repre- 
sented Oldsmobile were H. N. 
Metzel, chief engineer; E. W. 
Schuon, comptroller; W. O. Lampe, 
executive assistant to the general 


manager in charge .of dealer rela- | 


tions; R. T. Rollis, general manu- 
facturing manager, and J. J. Dobbs, 
executive assistant to the general 
sales. manager. 


Members of the _ seventeenth} 
council were: Albert D. Marble, | 
Haverhill, Mass.; L. L. Linehan, 


New Rochelle, N. Y.; Dave Reese, | 


Drexel Hill, Pa.; Joseph B. Paul, 
Washington, D. C.; G. D. Gardner, 
Binghamton, N. Y.; J. E. O’Daniel, 
Evansville, Ind.; W. J. Michael, 
Cleveland; Edward A. Gage, Fern- 
dale, Mich.; W. Clyde Bryson, 
Uniontown, Pa.; A. O. Mitchell, 
Atlanta, J. F. Rippy, Wilmington, 
N. C.; J. Alfred Begnaud, Lafay- 
ette, La. 

George J. May, Chicago; J. J. 
Ryan, Madison, Wis.; Henry A. Bil- 
lion, Sioux Falls, S. D.; Carl G. 
Peterson, Storm Lake, Ia.; 
Harding, Granite City, Ill.; Sam H. 
White, Houston; 
Salina, Kans.; 
Oklahoma City; Park L. Price jr., 


a 


G. N. Waddell, | 
Henry F. Coffeen, | 





Pocatello, Id.; Clifford B. Murphy, | 


Los Angeles; Clarence Kreiger, San 
Francisco, and Robert R. Lynch, 
Yakima, Wash. 


mercial banks, $78 million; sales 
finance companies, $48 million; 
other financial institutions, $10 mil- 
lion, and auto dealers, $5 million. 

A year ago, the month’s increase 
totalled up to $262 million for sales 
finance companies, $129 million for 
commercial banks, $21 million for 
other financial institutions and $17 
million for auto dealers. 

In the past 12 months, the auto- 
paper increase of $3,224 million has 
been shared this way: Sales finance 
companies, $1,867 million; commer- 
cial banks, $1,115 million; auto 
dealers, $132 million, and other 
financial institutions, $110 million. 


Plymouth’s Miller 
Goes with ‘Car E?’ 


DETROIT. — Bruce E. Miller, 
Plymouth advertising and merchan-| 
dising director, has resigned to join | 





B, E, Miller W. A, Scotten 
agency on Ford Motor Co.’s new} 
“Car E” account. 

Plymouth said Miller would be re- | 
placed by Wallace A. Scotten, who 
has been advertising manager since 


| 55 model. 
Foote, Cone & Belding advertising | 





he joined Plymouth in 1955. 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


June 6 


(Very cxood sale. Market 
strong. Sold 
offerings.) 
BUICK—’'56 Super Riviera, $2,760*. '55 

Special Riviera, $1.995*; Hardtop, 

$1,905*, $1,800; 4-dr., $1,780; Cen- 

tury Riviera, $1,960*; Super Riviera, 
$1,930* (ps). '54 Century conv., $1,- 

535*; Super Riviera, $1,520*; sedan, 

$1,520*, $1,220; Special 2-dr., $1,- 

320*. ‘53 Super conv., $1,060*; 

Special 2-dr., $785*, $780; 4-dr., 

710*. ‘52 Super sedan, $570*. °51 

Special sedan, $340*. 
CADILLAC—'56 Eldorado Hardtop, $5,- 

040* (ps). '55 (62) sedan, $2,850* 

(ps). '54 (62) sedan, $2,600* (ps). 

‘52 (60) Special sedan, $1,205*. ‘51 

(60) sedan, $975*, $930*. °50 (62) 


still 
136 cars out of 197 


coupe, $850*. 

CHEVROLET—'55 Bel Air (8) Hard- 
top, $1,680* (ps), $1,515* (ps); 2- 
dr., $1,365*; Two-ten (8) 2-dr., $1,- 
300, $1,290*; Two-ten (6) 2-dr., 
$1,185, $1,100. °'54 Bel Air sedan, 
$913; Two-ten 2-dr., $830. ‘53 Bel 
Air Hardtop, $875, $870; Two-ten 2- 
dr., $690, $595; One-fifty sedan, $545. 
‘52 SL Deluxe 2-dr., $500; Hardtop, 
$450. '51 SL Deluxe Bel Air, $450*; 
2-dr., $210. 

CHRYSLER—'55 Windsor club coupe, 
$2,125*. '°52 Windsor sedan, $355*. 
DeSOTO—'55 Fireflite sedan, $1,725*. 
’54 Fire Dome (8) club coupe, §1,- 
000*. ’°52 Custom Hardtop, $400. 
DODGE—’56 Royal conv., $2,415*. °54 
Coronet (8) sedan, $900. '53 Coronet 

2-dr., $435. 

FORD—'56 Main (8) sedan, $1,340*; 
Custom (8) 4-dr., $1,780. '55 Fair- 
lane (8) conv., $1,730*, $1,660; Vic- 
toria, $1,675*, $1.615*; 2-dr., $1,340°; 
4-dr., $1,270; Main (8) Ranch Wagon, 
$1,510; 2-dr., $975; Custom (8) 4- 
dr., $1,360* (ps); 2-dr., $1,215, $1,- 
095; Custom (6) 2-dr., $1,030. '54 | 

*Indicates automatic transmission or 





those want new cars); Duluth- 
Superior, 10.5 percent (39.6 per- 
cent); Omaha, 9.6 percent (64.3 
percent) ; Salt Lake City, 14.1 per- 
cent (46.8 percent); Phoenix, 
Ariz., 17.7 percent (56.1 percent) ; 
Seattle, 15.5 percent (43.2 per- 
cent), and Portland, Ore., 15.8 per- 
cent (43.5 percent). 


Long Beach, Calif., 10.3 percent 
of all families plan to buy (60.2 
percent of those want new cars); 
Sacramento, Calif., 16.7 percent (47.2 
percent); Fresno, Calif., 14.5 per- 
cent (56.5 percent); Modesto, 13.6 
percent (51.7 percent); San Jose, 
15.5 percent (55.7 percent), and 
Honolulu, 11.4 percent (52.7 per- 
cent). 


Among the 21 areas, Chevrolet 
was first choice for a car in 13 in- 
stances, Ford in eight and Buick 
tied with Ford in one (Modesto). 


Indianapolis had a larger per- 
centage of 1956 models already pur- 
chased than any other city. Some 
3.3 percent of the families quizzed 
there owned current models. 

Biggest concentration of ’55s 
was 20.2 percent in Washington; | 
54s, 14.2 percent in Washington; | 
563s, 16.6 percent in Chicago; ’52s, | 
9.7 percent in Chicago, and ’5is, | 
13.8 percent in Honolulu. 


All models older than ’51s totalled | 
50.1 percent of all cars owned in 
Modesto, Calif. 


Of the families polled, 85.9 per- 
cent owned a car of some kind, 
compared with 84.6 percent in 1955 
and 84.0 percent in 1954. | 


Highest percentage of ownership) 
was 91.4 percent, achieved in Phoe-| 
nix and San Jose. Shallowest pene- 
tration of car ownership was noted | 
in Washington—72.0 percent. 

Some 17.7 percent of the fami- 
lies contacted owned more than 
one auto. Multiple car ownership 
was highest in San Jose, where 
30.1 percent have more than one 
auto in.the family. The lowpoint 
was 8.9 percent in Portland, Me. 


In 1955, multiple ownership was 
claimed by 16.7 percent of all fami- | 
lies, and in 1954 the figure was 15.0 
percent. 

In 15 cities, the most popular} 
make of second car was Chevrolet, | 





| and six cities Ford got the nod. In| 


most cases, the second car was a| 


Grey-Rock Moves in Chicago 


CHICAGO. — Grey-Rock division 
of Raybestos-Manhattan, Inc., has 
moved its warehouse here to larger 
quarters at 2530 S. Michigan Ave. 


Crest (8) station wagon, $1,220*; Vic- 
toria, $1,100; Main (8) 2-dr., $730. 
‘53 Crest (8) station wagon, $1,220. 
‘53 Crest (8) conv., $960; Custom (8) 
2-dr., $775*, $735, $680*, $675; 4-dr., 
$740*, $720; coupe, $650*%; Main (6) 
4-dr., $590, $495. ‘52 Custom (8) 4- 
dr., $485*, $450. '51 Custom (8) 4- 
dr., $370. 

LINCOLN—'53 Capri Hardtop, $1,120*. 


MERCURY—'56 Montclair Hardtop, $2,- 
550°. ‘55 Montclair conv., $1,945*; 
Hardtop, $1,950*, $1,865*, $1,850*, 
$1,805*; Monterey club coupe, $1,875*. 
’54 Monterey Hardtop, $1,410*, $1,- 
385*, $1,300*. "53 Custom sedan, $875, 
$860*. ‘52 Custom Hardtop, $610; 4- 
dr., $725, $590°. '51 2-dr., $395°. 


NASH—'56 Rambler 4-dr., $1,530. °55 
Ambassador 2-dr., $1,800*. '53 States- 
man 4-dr., $550, $510. ‘52 Ambas- 
sador 4-dr., $450*; Rambler station 
wagon, $435. 


OLDSMOBILE—'55 (88) Super Holi- 
day, $1,940°; 4-dr., $1,885*; 2-dr., 
$1,780*, $1,690*; Deluxe Holiday, $1,- 
760*. '54 (88) Super Holiday, $1,635*; 
2-dr., $1,375*. ’53 (88) conv., $1,125*; 
Holiday, $1,100*; 2-dr., $895. ‘50 4- 
dr., $300. '49 4-dr., $135. 

PACKARD—'55 Clipper 4-dr., $1,675*. 
‘53 Clipper 4-dr., $615*, $575*. 

PLYMOUTH—’'55 Belvedere (8) 4-dr., 
$1,375*; Plaza (6) station wagon, 
$1,435. '54 Blevedere 4-dr., $960; 
Plaza 4-dr., $875*; 2-dr., $625. ’ 
Cranbrook conv., $765; 2-dr., $605. 
‘52 Cambridge 2-dr., $190. ’51 Cran- 
brook Belvedere, $180. 

PONTIAC—’53 Chieftain (8) Catalina, 
$890*; 4-dr., $800*; 2-dr., $780*. '52 
Chieftain (8) 4-dr., $300*, ’51 Silver 
Streak (8) Catalina, $455*. 

STUDEBAKER—'55 Commander 
coupe, $1,360. 
$185. 

MISCELLANEOUS—’47 Chevrolet 2-ton 
pickup, $305. 


overdrive and (ps), power steering. 





club 
52 Commander 2-dr., 


Other Auctions Begin on Page 42. 








Management Team Checks Up— 


One phase of the $2 million revitalization program of Long Manufacturing and 
Detroit Gear divisions of Borg-Warner Corp. is studied by some of the 160 manage- 
ment and department heads of the divisions who met in Detroit. T. J. Ault, president 
of the two divisions, said the modernization program was conceived as an answer 
to growing integration by vehicle manufacturers. 


® * x 





Parts Maker ‘Revitalizes’ 


$2 Million for Survival 


DETROIT. — A $2 million mod-| 
ernization program, designed as an} 
answer to integration by vehicle} 
manufacturers, has been completed | 
by Long Manufacturing and De-| 
troit Gear divisions of Borg-Warner | 
Corp. 

T. J. Ault, president of the two 
divisions, said the money was 
spent because independent sup- | 
pliers “must either act or shut | 
down.” 


He quoted figures from the Auto- 


|motive Parts Manufacturers Assn. 
| showing that 10 percent of parts 
| manufacturers in business 10 years | 
|ago have closed their doors. 


Ault detailed the $2 million pro- 
gram during a meeting at the Long 
plant here attended by 160 man- 
agement and department heads of 
his divisions. 

The program, he said, has set 
the stage for diversification into the 
auto-parts and other fields. 


“Ours is not a large company 
and we cannot deny that our au- | 
tomotive volume has dropped and | 
the profit margin of what we are 
producing has been squeezed,” 
Ault said. 

“But we believe that we can 
never hope to compete and survive 
unless we produce new, improved 
and better quality products at com- 
petitive selling prices in the auto- 
motive industry or any other mar- 
ket.” 

Ault said suppliers are credited 
within the industry for numerous 
and important engineering contri- 
butions to the modern auto. 

“We believe the automobile man-| 
ufacturer still wants this ingenuity 
and that his objective is not to 
throttle or curtail it,” Ault said. 

Ault said the $2 million program 
had provided his divisions with new 
machine tools and tooling, a mod- 
ernized metallurgical and chemical 
analysis laboratory, new experi- 
mental and testing laboratories, 
new engineering model shop, engi- 
neering inspection laboratory, ex- 
panded docks and service depart- 
ment, expanded quality control 
facilities, a dust collector, new 
boilers, modernized lighting and a 


Chevrolet to Build 
Cleveland Depot 


DETROIT. — Plans for construc- 
tion of a new zone office and ware- 
house building at Cleveland. have 
been announced by Chevrolet. 

The building is scheduled for 
completion before the end of this 
year. 

The one-story brick structure will 
include 15,000 square feet of air- 
conditioned office space for the 
Chevrolet-Cleveland zone personnel 
and 67,000 square feet for use as a 
General Motors parts division ware- 
house. 

The warehouse will be stocked 
with parts and accessories to serve 
Chevrolet, Oldsmobile and Pontiac 
dealers in Ohio. 








new manufacturing and research 
area. 
Other speakers at the manage- 

ment meeting included H. H. 
Whittingham, sales vice-presi- 
dent; R. C. Ziedler, director of 
research engineering; D. W. Ly- 
sett, director of production engi- 
neering, and D. T. Sicklesteel, 
manager of industrial sales. 

Whittingham said that out of 42 
different projects the company has 
had under consideration, 14 have 
shown considerable promise. 

Engineering personnel sketched 
details of potential products such 
as improved brakes, a retarder for 
supplemental braking, an all-alu- 
minum radiator and a device which 
would operate all accessories at 20 
percent less horsepower. 

Other proposed products include 
an improved, low-cost power-steer- 
ing unit, a hill holder and an anti- 
creep device. 





Minnesota Association 


Adds 27 New Dealers 


MINNEAPOLIS. — (UTPS) — 
Twenty-seven new members have 
been signed up by the Minnesota 
Automobile Dealers Assn. since 
the start of its membership cam- 
paign. 

Ken Stuntebeck, membership 
chairman, said the drive will con- 
tinue until every non-member has 
been given an opportunity to join 
the MADA. Solicitations are being 
made by the association’s county 
advisors and area chairmen. 


Firestone Honored— 


Drivers in the Indianapolis 500-mile 
race paid tribute to Raymond C. Fire- 
stone, right, during the prerace drivers’ 
meeting at the speedway. Bob Sweikert, 
1955 winner of the “500,” presents an 
engraved plaque to the executive vice- 
president of Firestone Tire & Rubber Co. 
“in appreciation and gratitude for his 
many contributions to racing."’ Veteran 
race observers say it is the first time 
the drivers ever paid such honor to an 
individual. 
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Only Radio 
can sell him 


a New Cal 


while he’s drivin 
the old one 


And these are the fourteen top stations that will do 

the job for you: WCBS, New York—WBB\sM, Chicago 

KNX, Los Angeles—WCAU, Philadelphia—Wcco, 
Minneapolis-St. Paul—-WEEI, Boston—K MOX, St. Louis 
KCBS, San Francisco—WBT, Charlotte—WRVA, Richmond 
WTOP, Washington—KOIN, Portland, Oregon—KSL, 


Salt Lake City—WMBR, Jacksonville—Columbia ; 








Pacific Radio Network—Columbia New England Radio 


Network—Bonneville Radio Network. Represented by 


CBS RADIO SPOT SALES 


Offices: New York, Chicago, Los Angeles, Detroit, San Francisco, Atlanta 
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Galesburg Strike May Preview Things to , Satine a 





By Joseph M. Callahan 


Staff Writer 
UTO dealers in Galesburg, a 
town in western Illinois with 


about 35,000 people, are the targets 
of a whirlwind unionization cam- 
paign that will probably be repeated 
in many small U. S. towns when the 
AFL-CIO organizing drive picks up 
ate am. 
Started 
the backshops a few 


LABOR months ago by the 
FRONT Teamsters and Ma- 
chinists unions, the 

organizing program | 

broke into the open May 15 when | 


placard-toting u 
tensive picketing 
showrooms. 

In the next few days the union 
leaders added several dealerships to 
their picketing lists, and now nine 
of Galesburg’s 11 dealers are being 
picketed. 

Dominating the 
dealers is the feeling “that we 
ean't understand why Reuther 

(UAW president) is screaming for 
more production and sales be- 
cause of unemployment in De- 
troit, when his AFL-CIO brothers 
down here in Galesburg are pick- 
eting us to discourage people 
from buying our cars and service.” 

Several of the dealers have agreed 
to call their factories about the 
situation to urge their industrial 
relations people to try to persuade 
Reuther “to call off this thing down 
here.” 


of four or five 


thinking | of 


* * * 


Little Harm Yet 


HE Galesburg dealers report that 

most of their shop personnel 
are still on the job and, conse- 
quently, they haven't been hurt too 
much by the picketing. But they 
are concerned about the effects of 
the picketing if it continues much 
longer. 

Like the rest of the nation, the 
general sales trend has been down 
this year in Galesburg, which is 
in the heart of some of the coun- 
try’s richest farm land. However, 
several dealers report that their 
sales-penetration dips have been 
much less severe than the na- 
tional average for their makes. 

Giving his impression of the “fly- 
ing unionization drive,” one dealer 
asserted, “We're pretty mystified. by 
the whole thing. A few of these 
union guys, headed by a Mr. Chap- 
man, sailed into town a while ago 
and began signing up a few me- 
chanics and wash and lube men, 

“T'll swear they don’t have more 
than 25 men signed up in this whole 
town and we dealers employ 180-200 
men, including salesmen. They've 

signed up five or six men at some 
places, none at others. They've only 


signed up one of my men, but 
there’s a full picket line outside 
right now.” 

~ * * 


No Contact Made 


—— dealer reported that he had 
never been officially contacted 
by the union, although a couple of 
days ago one organizer, named 
Rudolph Eskavitch, called on the 
dealer “but I was busy on the phone 
at the time.” 

Another dealer asserted, “We're 
not fighting back; we're just letting 
them picket. And their drive is get- 
ting weaker and weaker. Already 
nine of the men have returned to 
their jobs. None of us are going to 
give the unions recognition. We 
have a dealer association in Gales- 


burg, but it is just a social organi- 


zation.” 

The present union activity is 
the first experienced by Galesburg 
dealers since 1948 when a brief, 
unsuccessful organizing drive was 
held. 

Dealerships now being picketed 
are Brown Motor Co. (Oldsmobile), 
Coke Mills Motor Co. (Dodge-Plym- 
outh), Galesburg Lincoln-Mercury, 
Jeff Good Chevrolet, Martin Motor 
Co. (Nash), McCreery Motor Co. 
(Ford), Puckett Buick Co., Weaver 


Russell Changes Prices 


PORT CHESTER, N. Y A new 
system of pricing machine, car- 
riage and lag bolts on a net basis 
has been announced to distributors 
by Russell, Burdsall & Ward Bolt 
and Nut Co. 


quietly in | 


onists began in-| 


Motors (DeSoto-Plymouth) and 
| Windish Motor Sales (Studebaker- 
| Packard). 

The 
not being picketed are 
tiac-Cadillac and Powell Motor 
Sales (Chrysler-Plymouth). There 

was no explanation why these deal- 
| erships were excepted. 

* . & 

Strike in Detroit 
© DETROIT, a strike was called 

last week at Gib Bergstrom 
(Ford) over what many dealers 
viewed as a fundamental question: 
the right to 
for nonpro- 


Inman Pon- 


“Does a dealer have 
fire a union mechanic 
ductivity ?” 

The union said the strike was 
called because of the discrimina- 
tory firing of three mechanics. 


A management official said one 


of the firings resulted when one 
mechanic failed to make his guar- 
antee ($99 for a 44-hour week) in 


14 out of 17 weeks, when one failed 








only Galesburg dealerships | 





to make his guarantee 


last year. 
Said this official, 


the men; that is, they 

some and they went in after the} 

others; anyway, 

out, one way or another. 
* * * 


Notice Not Filed 
i the Teamsters follow 
the correct procedures and we 
settle these things. They’re sup- 
posed to file a 10-day strike notice, 
meet with the other side and then 
hold a strike vote. But this time 
they didn’t.” 

Bergstrom’s labor representa- 
tive has wired the Michigan State 
Labor Mediation Board, brand- 
ing the strike as illegal. The board 
immediately set up a conference 
of union and management repre- 
sentatives to discuss the case. 
Several weeks ago Local 376 of 
the Teamsters won a representation 


“So they posted | 
eight or 10 pickets and called out | 
called out} 


they got them all | Local 





|election at Bergstrom’s. Contract 
| negotiations are due to open shortly. 


Local 376 recently also petitioned 


| the state board for a representation 


Unions Tee Off on Illinois Dealers 


in 15 of 17) 
weeks and the other firing occurred | 


election at Letts Oldsmobile in 
Dearborn. 
* * + 


Minn. Walkout Ends 


N MINNEAPOLIS, striking auto 

salesmen have returned to work 
under the terms of an “understand- 
ing” reached between the Minne- 
apolis Automobile Dealers Assn. and 
1086 of the Retail Clerks 
Union. 

Robert T. Lee, representing the 
dealers, said that the first meeting 
to iron out details of the settlement 
would be held today (June 11). 

The union, which claims to rep- 
resent about 550 salesmen, has 
been picketing 10 dealerships, 
mostly on Lake St. (automobile 
row). About 150 new and used- 
car salesmen were on strike. 

In recent weeks the Minneapolis 
dispute has been marked by an epi- 
demic of broken dealership win- 
dows. 

One of the striking salesmen, 
Richard M. Couch, was caught} 
smashing the plate glass windows 
at Grossman Chevrolet Co., police 
said. After being arrested, police! 


Sell the tire the champions use. . . 
Sell Fi © $4001 @—the tire with “built-in peace of mind” 


¥* AR after year at Indianapolis and at stock car and sports 
winners have 


car 


in on Firestone 


and speed. 


races from Coast to Coast, the 


tires. And for good reason. 


That's why each year, 


mileage that only Firestone tires can deliver. 





RAY HARROUN 
74.59 mph. 


1911 





TOMMY MILTON 


eee erage. 


Five tone neer ball 


LOUIS MEYER 
104.16 m.p.h. 
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MAURI ROSE 
116.33 m.p.h. 


1947 


Firestone «as the first 10 use 
im passenger car tire bodies 


Copyriyht 1956, 
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L. CORUM, JOE BOYER 
98.23 m.p.h. 


192 


193 WILD BILL CUMMINGS 
104.86 m.p.h. 

Firestone manufactures first passenger 

car Lives Containing synthetic rubber. 





MAURI ROSE 
119.813 m.p.h. 


194 


The only tires made that are Safety-Proved on 


The Firestone Tire & Rubber Co, 


These 
tests of tire stamina have provided Firestone with experience 
and performance data unmatched in the tire industry .. . 
have helped them design tires infinitely superior in safety 
the top drivers insist on 
Firestone tires, gladly paying the price to get the safety and 


‘192 


192 





193 





194 


come 


grueling Firestone tire on the 


more 


The same knowledge and skill that provide winning 


and more people 
only tires made with “built-in peace of mind. 
in on this trend toward greater driving satctv? 


said, Couch admitted breaking the 
windows at Woodhead Co. (Ford). 


* * * 


Strike Tie Denied 


OWEVER, Couch denied that 

his actions were connected with 
the salesmen’s strike. Windows of 
ABC Motor Sales (DeSoto-Plym- 
outh) also were broken, but that 
incident has not been traced to 
Couch. 


Earlier a windstorm broke a 
large window at Anderson Dodge- 
Plymouth, which is operated by 
Manfred Anderson, president of 
the Minneapolis Automobile Dealers 
Assn. This window has to be 
boarded up when members of the 
glass workers union refused to 
cross the picket lines at Anderson’s 
dealership. 

Meanwhile, mayors from about 
25 cities in Michigan, Indiana, 
Ohio and Wisconsin met with 
UAW officials in Detroit last Fri- 
day (June 8) to discuss unem- 
ployment in the auto industry. 

The UAW said the meeting was 

designed to “develop a _ practical 
program to alleviate the present 
distress and hardship, and to pro- 
pose long-range measures to pre- 
vent a recurrence of widespread 
mass layoffs.” 


SF CONSECUTIVE 
HAVE BEEN WON 


tires 


at Indianapolis go into the design and manufacture of every 


market today. That's why every day 


are demanding Firestone Tires—th« 
Why not cash 


Your nearest 


Firestone Office will give you complete details on the moncy- 


making Firestone Franchise. 
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88.62 m.p.h. 
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PETE DE PAOLO 
101.13 m.p.h. 
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KELLY PETILLO 
106.24 m.p-h. 
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BILL HOLLAND 
121.327 m.p.h. 


195 


TOMMY MILTON 
89.62 m.p.h. 


Firestone introduces famous 
Gum-Dipping Process for greater safety. 
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AUTOMOTIVE WASHINGTON 


FRB Miscast as Villain 


By Slump Alarmists 


By William Ullman 
Washington Correspondent 
 @ AN election year, it’s the easiest thing in the world to 
magnify the economic facts of life out of all proportion. 
( Even the hint of a recession frightens the “ins’”’ out of their 
wits, and it gives the “outs” something to shout about. 
Certainly this political hypertension is s the only way to 
explain all the recent head-” ee ed 
lines about Federal Reserve 
Board policies. For the FRB 
has actually done nothing very 
controversial of late. 
First, let’s take the increase in 
; the rediscount rate last April. 
While some House Democrats 


tial to halt an inflationary trend. 

The next report on the consumer 
price index showed that prices had 
indeed gone up—not down. If the 
nation teetered on the edge of a 
depression, it was a _ high-priced 
depression. 


“ " : Now FRB is making the news 
and the President’s Cabinet were columns again, with reports that it 


critical of this move, FRB chair- is easing up on credit. It is doing 
man William McChesney Martin this, not by lowering the discount 
jr. insisted the raise was essen- rate, but by making more money 














available to banks through its open 
market activities. 


* os * 


No Depression Fear 


OES this mean that FRB mem- 
bers now fear a recession is 


| 
| 
| 


just around the corner? Not at all. | 


Traditionally, corporations borrow 
large amounts in June to meet their 
tax obligations, and it is not un- 


usual for the FRB to make money | 


more plentiful at such times. 
Chances are, the action doesn’t 
mean anything more than that 
except that in an election year, 
everything has meaning. 

A few months ago, when Martin 


pointment to his 
post for a 14- 
year term, both 
Democrat and 
Republican mem- 
bers of the Sen- 
ate Banking and 
Currency Com- 
mittee praised his 
work on FRB. 
The only warn- 
ing he received 


William Uliman 
was a gentle suggestion from Sena- 


tor Paul Douglas, Illinois Demo- 
crat, that he preserve the board’s 


was up for reap-| 








Buffalo Sued in Fight 


On Radar Timer Patent 

BUFFALO. — Traffic Controls, 
Inc., Rochester, N. Y., has filed 
suit against the City of Buffalo 
alleging patent infringement in 
the use of radar speed-measuring 
devices. 

Traffic Controls contends that 
the machines, manufactured by 
Eastern Industries, Inc., East 
Norwalk, Conn., infringed upon 
its patent rights. It is reported 
that the suit may be the fore- 
runner of similar actions against 
other cities which use the East- 
ern Industries machines, 





independence from the desires of 
any Administration. With great 
sincerity, Martin said he had al- 
ways done this and would con- 
tinue to do so. 

Today Martin is exercising that 
independence, in spite of pot- 
shots from the Administration, 
from Congress and even from 
the president of General Motors. 
There is no indication at all that 
he is playing ball with either 


INDIANAPOLIS RACES 


| ON Firestone TIMES! 


1956 WINNER 
Pat Flaherty 128.490 m.p.h. 





“1 WOULDN'T BUY ANYTHING BUT FIRESTONE 


TIRES FOR MY FAMILY CAR, EITHER” 


“Like so many other race drivers, 1 refuse to take a chance with any 


Firestone. That, in a nutshell, is why 1 buy Firestone tires for the big race 


my family car, too. You see, we figure if Firestone tires can take it at 


Indianapolis, they can sure 


RAY KEECH 
97.58 m.p.h. 


BILLY ARNOLD 
100.44 m.p.h. 


LOUIS MEYER 
99.48 m.p.h. 
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193 FLOYD ROBERTS 193 WILBUR SHAW 19 4 WILBUR SHAW 
117.20 m.p.h. 115.035 m.p.h. 114.277 m.p.h. 

Gear-Grip tread introduced. Also race 

fire comsruction im passenger ures. 
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— says Pat Flaherty, 1956 Indianapolis Champion 


other tire than 


and for 


give us the protection we want on the highway.” 
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LOUIS SCHNEIDER 
96.62 m.p.h, 
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MAURI ROSE, FLOYD DAVIS 
115.117 m.p.h. 
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BOB SWEIKERT 
128.209 m.p.h. 
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on the Highway 


1932 


1941 





FRED FRAME 
104,14 m.p.h. 





GEORGE ROBSON 
114.8 m.p.h. 


*NO RACES IN 
1917 + 1918 
1942 + 1943 
1944 + 1945 
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| political party-or with any special 
group of business interests. 

| Certainly, economists can have 
| honest differences of opinion with 
| FRB about the effectiveness of its 
current economic policies, but it is 
absurd to think that the Board is 
anybody’s tool or that it will idly 
sit by if the economy starts a 
downturn. 


* * * 


Long-Range Optimism 
HAT is the evidence of reces- 
sion today? Autos, housing 
| and farm income are off when com- 
pared with last year. But does any 
|}car retailer seriously believe that 
|sales will fail to pick up eventu- 
| ally? 
| Many dealers who wrote to the 
|Monroney subcommittee predicted 
that sales would be down in 1956 
because they had oversold the 1955 
market. If true, then the slump is 
temporary, and has nothing to do 
with FRB credit policies, or with 
general recession. 

The number of new families 
formed continues high, as does 
the birth rate. In the long run, 
that means more new houses and 
more cars, too. Farmers, some of 
whom are in serious trouble this 
year, will get a boost from soil 
bank payments next year. 
Offsetting these trouble spots are 

increased plant expenditures for 
facilities and equipment, and more 
commercial, school and highway 
construction. These major spending 
programs indicate that business- 
men, on the whole, are optimistic 
about future prospects for produc- 
tion and sales. 

These are times for all business- 
men to keep their perspective, to 
look calmly at the facts and to 
take all the headlines with a grain 
of salt. 

Most people know that FRB 
money policies are not going to 
plunge this nation into a dark 
depression, and they know that a 
recession doesn’t appear suddenly 
like a summer thunderstorm. There 
is plenty of advance warning. 


Buffalo Dealers 
Warned Against 


Warranty Plans 


BUFFALO. The Buffalo Auto- 
mobile Dealers Assn. has warned 
its members to be on guard against 





|used-car warranty schemes. It 
mentioned several instances in 
| which dealers or buyers have been 
offered a “service” to check or 
| warrant used cars. 

One group, an association bulle- 
tin said, offers to check a _ used 


car for a would-be purchaser and 


tell him what condition it is in. 
|A $10 fee is charged. 
The dealer group reported that 


|another organization would allow 


| dealers to place its “seal” on his 
|}used cars in return for a fee of 
some $300. 

“As we understand it,” the as- 
| sociation said, “there is no come- 
| back on the firm offering the seal, 
so we're a bit confused as to what 


the dealer and the public get out 
of this.” 

A third firm offers an insurance 
| policy to cover repairs to certain 
mechanical parts. The association 
approved this plan, noting that it 
should relieve the dealer from pres- 
sure to make repairs after the war- 
ranty period. 





Deleo Announces 
Sales Program; 


Prize List Told 


DETROIT. — The 1956 United 
Motors Service-Delco battery mer- 
chandising program was announced 
last week by Edward L. Lape, gen- 
eral sales manager. 

Stressing the theme “Sell Quality- 
Sell Delco,” meetings announcing 
the 1956 Delco sales program to 
United Motors distributors and job- 
bers have been held across the 
country. 

Free trips to Europe, Hawaii and 
Nassau for distributors, their sales- 
men and their wives, and hundreds 
of merchandise prizes, are part of 
the program. 

A nation-wide contest featuring 
the prizes will run during June, 
July and August. 

To announce the Delco campaign, 
a film presentation is used which 
points up the “arithmatic of sel- 
ling.” 








| 
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The Americar 






high-octane sales power 
| 


Reaches nearly 















LIMATE for speeding growth of auto sales!—it’s bustin’ out all over 

this June in three consecutive issues of The AMERICAN WEEKLY. 

June 10, “Vacationland, U.S.A.” details eight wonderful auto tours for 
the family that can be completed comfortably in two weeks. 


June 17th, “Ballad to a brand-new car” by famous poetess Phyllis Fr 
y I y A aT \ = 
McGinley sings of the emotional satisfaction that’s so big a part of a ————— J 
; | + 
« ; r > ee — o Pv t 
new car buy. Illustrations and verses shown here are taken from this ie yan ae.” mi 
buoyant, colorful two-page spread. fe ree: = 


Cover of June 24th AMERICAN WEEKLY shows a family on a picnic and 


the handsome station wagon that carried them to the great outdoors. _ 
All of these features, and many others appearing in The AMERICAN (yy | 
WEEKLY through the year, plant in the minds of millions the idea, 


“let’s get a new car — let’s go places by car.” Anyone of them may well 


ignite the spark that will start untold numbers toward dealer show- by PHYLLIS McGINLEY 


rooms and proud new possessions. 


The automobile is a prime enthusiasm of The AMERICAN WEEKLY’s 10 _  _Happy the lark when ends the dark 
million-plus families + + OWNERS, operators of over 8.9 miltion cars. While bees (they say) in. their bumbli : 
Bulk of these families live, work, play — buy, buy and buy in the Blue ‘Delight in a@ patch of clover. ~ 

roud is the bride 


Ground of Sales where 7 out of 10 new car sales are made— where The P 

AMERICAN WEEKLY leads all other magazines in circulation strength. | Byt who's that chap with the world in his lap? 
Is it any wonder so many car manufacturers are stepping up their ~~ ; ome “sus i 
AMERICAN WEEKLY advertising appropriations —-TO THE SATISFAC- 


TION OF SO MANY DEALERS. We tab¥i wtuekck, UE waive heeetle 


The hve RICAN WERERDY ee rs eres em 
THE AMERICAN WEEKLY, 63 VESEY STREET, NEW YORK 7, W. Y. > At sight of his Brand-New emunsbile: 
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HOU 
SEA 


Weekly’s editorial concept develops 


1 
| 


ti 


’ jor the automotive industry! 

| 

vy ' 1 out of every 4 American families!... Concentrates 
mammoth circulation where 7 out of 10 new car 


sales are made! Gives dealers intense support locally! 
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4 ; Yes, tip your hat, you earth-bound vassal. 
Here rides the genuine King of the Castle. 
Make sure the envious throng admires 
His four delectable brand-new tires. 
Fresh are his fenders — never been kissed. 
His dashboard’s knobby with things to twist; 


His radio works on every station, 
And the far horizon’s his destination. 






For bankers are fond of a government bond. 
There’s many a John loves Mary. 

The cat on the mat, for the matter of that, 
Is pleased with his plump canary. 

Rejoices (one hears) the movie star 
When swooning crowds adore him. 

But who’s our Happiest Man, by far? 

He’s over there where the highways are, 

With a brand-new grin, in a brand-new car, 
And a brand-new road. before him. 


- 
a 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 


i 1 |. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 


1 2. Every dollar ote and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 


: 1 3. Guard the precepts of individual freedom, which made the U. S. 
great and gave its citizens more of the better things of life than Geatas 
else in the world. 


Auto Selling Hits Bottom; 
Road Back Still Open 


WARD the end of World War II, when the sales leaders 
of the industry were looking ahead to the time when 
they once again would have merchandise to sell, we heard 
a lot about ambitious plans to elevate the whole structure 
of auto retailing. 
We were done with the tricks of the trade which aroused 
suspicion in the public mind. 

Now, more than a decade later, where do we stand? 

A comprehensive survey ‘of: salesmen by an AUTOMOTIVE 
NEws correspondent indieates that the salesman considers 
himself the forgotten man of the auto industry. 

And reports from the Better Business Bureaus of the 
country show that complaints against auto dealers head the 
list. 

We sighted at the heights—and we wound up in the 
gutter of public contempt. 

There’s not much doubt about what we should do. We 
must wipe the mud out of our eyes and see how we can best 
crawl out of the gutter. 

We got in the gutter in the first place because the auto 
salesman—and in this case we mean the whole selling branch 
of the industry—was considered unworthy of its hire. Cars 
were too easy to sell. The sales industry grew rich without 
effort. When selling became less easy, many resorted to the 
tricks of the trade instead of the hard work of selling. 

Selling became a confidence game again, instead of a 
career of organized effort in the public interest. 


That was the general trend. But there are some dealers 
who never forgot that they must serve to sell; that they 
must hold the respect of the customer; that salesmen must 
have direction, adequate compensation and high morale in 
order to operate effectively in tough-selling periods. 

The road back to effective auto selling is still open. It 
starts with the dealer, dedicated to performing a service to 
his community and inspiring all who work with him to that 
end. 


Events 


Dealer Conventions 


June 2527 — Michigan Automobile 
Dealers Assn., Hotel Olds, Lansing. 
June 28-July I—New York State Automo- 
bile Dealers, Inc. Directors and County 
Vice-Presidents Spring Meeting, Lake 

Placid Club, Lake Placid, N. Y. 

July 26-28—Annual Summer Meeti Au- 
tomotive Trade Assn. Managers, Benja- 
min Franklin Hotel, Seattle, 

Aug. 26-27—Georgia Automobile Dealers 
Assn., Genera Oglethorpe Hotel, 
Savannah. 

Aug. 26-29—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Sept. 7-9 — Maine Automobile Dealers 
c., Marshall House, York Harbor, 

e. 

Sept. 17-18—Minnesota Automobile Deaiers 
Assn., St. Paul Hotel, St. Paul. 

Sept. 18-19—South Dakota Automobile 

ealers Assn. Mitchell, S. D 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

Sept. 24-25—Colorado Automobile Dealers 
Assn.. Glenwood Springs, Colo. 

Sept. 26-28 — New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City, 

Sept. 30-Oct. 2. — Tennessee Automo- 
tive Assn., Gatlinburg, Tenn, 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 45—25th Annual State Convention, 
Kansas Motor Car Dealers Assn., Baker 
Hotel, Hutchinson, Kansas, 

Oct. 1426—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 

Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc.. Buena Vista Hotel, 

Biloxi, Miss. 

Oct. 21-23—Florida Automobile Dealers 

com, Fort Harrison Hotel, Clearwater, 
a. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 

Nov. 11-13—Kentucky Automobile Dealers 
Assn.. Seelbach Hotel, Louisville. 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Dec. 4—Utah Automobile 
Salt Lake City. 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco, 


Dealers Assn., 


7 2 
Auto Shows 


Dec. 816—National Automobile 
Coliseum, New York. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, State Fair 
Coliseum, Detroit. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 9-16—Albuquerque Auto Show, Colli- 
seum Bldg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-16—Milwaukee Auto Show. 

.. > * 


General 


June 11-15—National Plastics Exposition, 
New Coliseum, New York, 

June 14-17—1956 National Truck, Trailer 
and Equipment Show, Great Western 
Exhibit Bldg., Los Angeles. 

July 18-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 

July 26-28—Automotive Trade Association 
Managers Meeting, Benjamin Franklin 
Hotel, Seattle, Wash. 

Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 

Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England. 

Oct. 4-14 — Paris Auto Show, Grand 
Palais, Paris. 

(Continued on Page 47, Col. 1) 


Show, 


Interna- 


30 Years Ago... 


The Big Stories 


The organization of a new $30 million transportation enterprise by 
Yellow Truck & Coach Mfg. Co., backed by General Motors, has been 
announced by John D. Hertz, board chairman. The new company, 
Hertz Drivurself Corp., will act as a holding company, controlling 
state and local Drivurself companies throughout the U. S. This is said 
to. be the first time a transportation system has been offered on a 

E chain-store plan of operation. 


Stockholders approved the proposed dissolution of the Fisher Body 
and the sale of its assets to General Motors. Payment will be made 
in 1,600,000 shares of common stock of GM, with the distribution to 
stockholders of Fisher Body on the basis of one share of GM stock 
for each 1% shares of Fisher Body 


Automotive Cartoon 


Of the Week 
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“Do you solemnly swear not to bootleg, price 
pack, register falsely, or deceptively advertise, 
so help you? .. .” 


Letterbox 


‘How Does It Work? ... .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are . No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


sale market value of the car at 
that time. 

Gene Butman, general mana- 
ger at Rice’s Livernois store, said, 
“The wholesale market value is 
set by our used-car manager, who 
bases his judgment on Red Book 
figures, local auction prices and 
other available information. It’s 
vitally important that the used- 
car manager be respected by the 


salesmen.” 
* oe * 


No ‘Closed Session’ 


Someone has given you errone- 
ous information. In the May 14 
issue (page 59), you headlined a 
report of the New Mexico conven- 
tion: “Wiles Asks ‘Closed Session’ 
In New Mexico Convention Talk.” 
Mr. Wiles did not make such a 
request. In fact, he graciously gave 
an advance statement to the press. 

Further along in the article you 
state, “Even guests of the attend- 
ing delegates were asked to leave 
the room when Wiles got up to 
speak.” This, too, is incorrect. 

Maybe you have never been to 
the Land of Enchantment and 
experienced the delightfully cordial 
hospitality that, even in today’s 
hustle and bustle, retains all the 
buoyancy and charm of yesteryear. 
For New Mexicans to so affront 
our guests would be unthinkable. 
We will appreciate a correction 
of the impression given by the 
article te which we refer.—WILLIAM 
RANDOLPH, manager, New Mexico 
Automotive Dealers Assn. 

Eprror’s Nore: Sorry. No slur 
to warm New Mexican hospital- 
ity intended. 

x 


Compensation Plan 


Read with great interest your 
article on the compensation plan 
at the Floyd Rice Ford dealership. 

Would it be possible to enlarge on 
some of its features? You state 
the salesman receives 21 percent of 

the first $200 profit, 50 percent of 
the next $100 and 21 percent of any 
additional profit. This is fine. How- 
ever, the question is, “What cost is 
used?” 

The factory invoice plus what, if 
anything? How are the profits de- 
termined? Suppose the used car is 
not sold the same month it is taken 
in, how is the profit determined? 
Any other information about the 
plan you can give me will be 
greatly appreciated. —Gero. KALLaL, 
Parkway Auto Sales, Cicero, Ill. 

Eprror’s Note: The new-car cost 
used by Rice .in determining a 
salesman’s commission is the fac- 
tory invoice price plus a $25 
charge for handling and prepara- 
tion. 

The cost of a used car worth 
$500 or more consists of the 
amount of money the company 
has spent for the car plus a $50 
charge to cover the used-car lot 
charge and minor reconditioning. 

If a used car is taken in on a 
deal, a price is immediately 
placed on it, based on the whole- 


a * 
Highway Headache 
SUNDAY DRIVER 
You, with time aplenty, 
Sit primly at the wheel, 
And when you're hitting twenty, 
Hot Diggity! Big Deal! 
You like to hog the highway, 
Stop short, then forward lurch, 
Why must you travel my way? 
Would you had stayed in church! 
—Appison H. HA.iock, 
Jamesport, N. Y. 
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THOUSANDS OF RECORDS 
PROVE THE BENEFITS 


Pull out your own testimonials from 
the thousands available. 


HERE ARE A FEW SAMPLES: 


“Looking back at the busi- 
ness transacted during the 
past twelve months, one or 
two things stand out, both 
in mind and on paper, as 
being the greatest money 
as well as good will earn- 
ers. At the top of the list 
for this and the past several 
years is Porcelainize. In 
the competitive automobile 
market of these days, it is 
a shining light to my deal- 
ership.” 


“During. our 22 years in this location, 
we have used practically every type of 
appearance items that have come into 
our field. We started using Porcelainize 
in 1947 and have found Porcelainize to 
be superior in every respect in creating 
lasting beauty and customer satisfaction. 
Our Porcelainize business has shown a 
steady increase every year and has de- 
veloped into one of our best sources of 
profit that we have on our service 
floor.” 


“Porcelainize, to us, has be- 
come synonymous with 
quality, and we believe 
that same reaction will hold 
with thousands of our cus- 
tomers, whose cars we have 
serviced and Porcelainized 
for the past 12 years.” 


“The policy offering Porcelainize solely 
as a New Cor Dealer service has enabled 
us to build and protect our appearance 
profits, and give our customers the satis- 
faction of riding in a beautiful car.” 


“We believe that. quality 
is remembered long after 
price is forgotten. In our 
opinion this is a big factor 
in favor of Porcelainize.”’ 


“In our opinion, a Porcelainize treat- 
ment insures the finest all-weather paint 
protection available for automotive 
finishes. Porcelainize also offers the 
dealer one of his best forms of service 
revenue.” 


“We have learned that 
a Porcelainize department, 
maintaining quality work, 
not only produces sharp 
cars, but that longer last- 
ing Porcelainize also pro- 
duces satisfied customers. 
We highly recommend this 
program to all New Car 
Dealers.” 


“Your national advertising and vast line 
of sales helps and promotional material 
have been a constant help in enabling 
us to keep our Porcelainize department 
filled day after day.” 


~ 


‘ 







YOUR GOLDEN GOOSE 1S (cahly SERVICE 


the world’s top quality... the world’s great- 
est beauty and paint protection... the 
world’s longest lasting customer satisfac- 


Only quality gives full value. Only 
quality provides lasting results. Only qual- 
ity insures repeat business and continued 
profit—and the most vital profit in any sale 
is lasting customer satisfaction. 

One of the most important services 
you render is appearance maintenance. 
Why? Because it is the one operation your 
customers can check constantly, and, seeing, 
have visual proof of the quality of your 
services. Shortcutting on time and mate- 
rials is the surest way to kill the golden 
goose. c 

From your own experience you know 
these facts: Porcelainize has everything... 


tion. 

And you also know that Porcelainize 
is the one item that your customers can't 
get in any other way than by coming to you, 
the New Car Dealer. The business you 
build is yours to keep. 

Porcelainize national advertising 
brings customers into your service depart- 
ment. Porcelainize quality brings them 
back again and again for other products and 
services. Your golden goose becomes a most 
prolific producer! 


PORCELAINIZE 


he Ul Miandad fer Fine Malemclile Appearance 


FREEMAN & FREEMAN, INC., DENVER 3, COLORADO 
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Dealers Hold Safety Contest— 


Members of the Waterbury (Conn.) New Car Dealers Assn. present tickets for a 
cruise to Nassau to Anthony Recchia, second from left, winner of the association's 
safety slogan contest. From left are E. Randall Loveland, association president; Recchia; 
Fred Loehmann jr., whose dealership, Loehmann Chevrolet, used the winning slogan, 
and John B. Foley, contest committee chairman. 


Meeting the Practical Problems .. . 
Case Histories of a Salesman 


Epiror’s Note: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a 
veteran salesman, Bert Simons, 
who is active in today’s market. 

Eg * ca 

Dear Ed: 


ie FRANCE you “Cherchez La 
Femme” and in America you 
“Sell the Woman.” That’s what I 
had to do the other day to close 
a deal with the 
Harrison fami- 
ly. Here’s how 
we handled 
them. 

Another sales- 
man, Joe Ed- 
wards, got 
started on the 
Harrisons and 
had them 
worked up to 
the right mo- 
ment to shoot 








for a close. In this case, he 
stressed service and economy, 
which are two good points gener- 
ally. But Joe wasn’t getting any- 
where because, unfortunately, 
Mrs. Harrison wasn’t interested 
in service or economy or anything 
else. She just wasn’t interested— 
period. 

But Joe Edwards was no fool. 
He knew his job and knew he had 
Harrison sold but not Mrs. Har- 
rison. It wasn’t long before I was 
sitting in on the deal. 

My job, I explained, was to find 
out why our Joe couldn’t come 
up with an order right now. 

* * * 
Witt this explanation behind 
me, I immediately went to 
work and quickly discovered that 
Mrs. Harrison was the objection. 
She was the boss of this family 

and wanted it known. 
Well, Ed, I acknowledged her 
importance openly and gamor- 


Here’s how and where Celanese 
Fortisan’-36 rayon pays off 





LIGHTER! 


HIGH-PRESSURE HYDRAULIC HOSE 
Less weight for a given strength is the pay-off 
when FORTISAN-36 takes over here. Power trans- 
mission is more reliable. High tensile strength of 
this new fiber plus superior ability to withstand 
heat make hose safer as well. 


Write for facts and figures on this 


STRONGER! 


RADIATOR HOSE— Stronger than steel, pound 
for pound, FORTISAN-36 as reinforcing cord 
endows radiator hose with extra strength. It re- 
sists stretching, takes higher pressures than con- 


ventional fibers, is more flexible. 


STABLER! 


V-BELTS—“‘Infinitesimal change in cord length’’ 
is one V-belt maker’s report on FORTISAN-36’s 
performance. As reinforcement, this new Celanese* 
fiber won’t expand or contract under atmospheric 
changes or ‘“‘work.’”’ Makes possible matching belts. 


sensational new 


Celanese rayon fiber made from saponified acetate—it 
can do a job for you. Ask for booklet TD20A. Celanese 
Corporation of America, Industrial Sales Dept., Textile 
Division, Charlotte, N. C. Branch offices: 180 Madison 
Ave., N. Y. 16; Pilgrim Sq. Building, 9 Overwood Rd. 


at W. Market St., Akron 13, Ohio (Tel.: TE 6-2392). 


*Reg. U.S. Pat. Off. 


Cc 


FIBERS FOR INDUSTRY 


FORTISAN* RAYON « FORTISAN*-36 RAYON « ARNEL* TRIACETATE + ACETATE + VISCOSE-RAYON 





she dropped her defense long 

enough to be her natural self 
| —a woman—and as such she 
| required special handling. 

Now, Ed, special handling in 
| Mrs. Harrison’s case meant only 
one important thing and that was 
to direct all of the conversation 
| to her and let it work its way 
back to her husband who by 
now realized that I was using 
these tactics to help him sell her. 


| ized the lady to the point where 


At THIS point, Mrs. Harrison 
**% was taking an active part in 
the important project of buying 
a new car and was actually en- 
joying her role of “Boss.” Be- 
cause I sensed her new and 
friendly attitude toward our deal, 
I took her through the whole 
pitch again. 

Now it was just she and I 
and she loved it. Recognition 
was all she wanted in the first 
place and now she had it so the 
rest came naturally. 

“It wasn’t long after that we 
were choosing colors. And when 
Harrison was signing the order 
I couldn’t help thinking who the 
real Boss was. 

Like I said, Ed, in America we 
sell the woman. 








—Bert SIMons. 


Borrowers Hunt 


Cash ‘Bargains’ 


OTTAWA. — Dealers are finding 
that many more Canadians, the 
past month, are borrowing money 
from banks and loan companies in 
order to pay all cash or more cash 
when buying cars and trucks so as 

| to obtain “bargains.” 


| Some dealers are catering to this 
| type of buyer and are offering un- 
j}usual price cuts for cash deals. 
| However, most dealers believe this 
jis an unhealthy trend, especially 
| when small profit margins become 
| slimmer. 

| “It's a dangerous practice,” said 
| a big dealer here, confiding that his 
| staff has been getting an unusual 
|number of cash offers for “bar- 
gains” but practically all of them 
| were refused on account of price 
| cuts sought. 

Nevertheless, sources here reveal 
|that there is a definite trend of 
|borrowing in order to go after 
| “bargains.” 

| “They’re working under impres- 
sion that dealers will lose their 
head when they see cash but we’re 
not falling for it,” said the head 
salesman of one dealership. 


Chevrolet to Help 
Parts Wholesalers 


DETROIT. — A broadened field 
training program to assist dealers 
in expanding their wholesale parts 
business in 1956 has been announced 
by I. W. Thompson, Chevrolet 
general parts and accessories man- 
ager. 


The program includes wholesale 
customer meetings being held at 
Chevrolet dealerships and training 
schools. These are designed to 
assist dealers in expanding whole- 
sale parts business among garage- 
men, service station operators and 
fleet users, who attend as guests 
of dealers. 


Pontiac to Construct 
Waste Disposal Plant 


PONTIAC. — Plans for the con- 
struction by Pontiac of an indus- 
trial waste disposal plant has been 
announced by R. M. Critchfield, 
general manager. 


The system contains four sections 
—for cyanide wastes, metallic acids, 
alkali and acids and oily wastes. 
Critchfield stated the new plant in- 
corporates the most modern facili- 
ties available for neutralizing objec- 
tional wastes in copper, nickle, 
cyanide and chrome solutions. 











First to develop a practical power brake 






Only a few years ago power braking for passenger cars was an 
innovation. Today power braking is one of the most desired new 
car features. In this relatively short time Bendix has advanced 
from pioneer builder to prime producer of power brakes. 


Obviously this industry-wide acceptance could not have been 
attained without the unrivaled wealth of diversified experience 
which Bendix has acquired over the years in successfully meeting 
the braking problems of the industry. 


It is this unique ability to plan for tomorrow as well as to produce 


BRAKES * POWER STEERING » POWER BRAKING 
¢ CONSTANT VELOCITY UNIVERSAL JOINTS 
¢ HYDRAULIC REMOTE CONTROLS 


st choice 


for today that makes Bendix* Power Brakes the overwhelming 
choice of car manufacturers. 


Available in low pedal or high pedal design to meet individual 
manufacturers’ specifications, Bendix Power Brakes are a potent 
source of customer good will from the first mile to trade-in time. 


BENDIX Sivrsion SOUTH BEND tnorana 


Export Sales and Service: Bendix International Division, 295 East 42nd Street, New York 17, N.Y. 
*REG. U.S. PAT. OFF. 
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Arhaneas Group 


Seeks to Abolish | 
10% Lid on Interest 


LITTLE ROCK.—A movement to | 
abolish the present 10 percent ceil- | 
ing on interest rates in Arkansas! 
was revealed last week when the| 
Arkansas attorney general's office | 
revised and approved both popular | 
and formal ballot titles of a pro-| 
posed constitutional amendment | 
which sponsors hope to place on the} 
November ballot. 

Next step is the circulation of 
petitions to be signed by 33,000 
qualified voters, a necessary pre- 
liminary to placing the proposal 
on the ballot in November. 

The proposed change would em- 
power the Arkansas Legislature to 
fix interest rates on certain types 
of installment and other contracts, 
without reference to any specific 
interest rate, The present constitu- 
tional amendment forbids charging 
more than 10 percent interest. 

The Arkansas Supreme Court 
ruled four years ago that all carry- 
ing charges and other so-called 
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Mass Buick Delivery— 


Mass delivery of 1956 Buicks was made by Huling Bros. Buick Co., Seattle, when distribution of new motor vehicles | 


62 of the new cars were turned over to 


mass delivery followed a sales campaign in which 100 cars were sold in two days. 


“hidden costs” must be included in 
the total interest which may be 
legally charged, and that the total 
must not exceed 10 percent. 

Several major finance companies 
withdrew from the state following | 
the ruling. 

The Arkansas Automobile Dealers 


‘Ground-Rules’ Measure 


Following is the text of the 
factory-dealer relations bill intro- 
duced in the Senate by Senator 
A. 8S. Mike Monroney, Oklahoma 
Democrat. An identical bill has 
been introduced in the house by 
Rep. J. Percy Priest, Tennessee 
Democrat. 

* * * 
A BILL 

To amend the Federal Trade 
Commission Act with respect to cer- 
tain unfair methods of competition 
and certain unfair practices in the 


b . Dal d Deryl Huling said the|in interstate commerce. 
po a SE ae | Be it enacted by the Senate and 


|House of Representatives of the 


Assn. spearheaded a statewide, United States of American in Con- | 


movement two years ago to submit | &Tess assembled, 
a. constitutional change in interest 


Supreme Court ruled that the ballot | amended. (15 U. S. C. secs, 57 and 
title of the proposal was vague and /| 58), are renumbered as sections 18 
misleading, and it was not possible| and 19 respectively, and such Act 


to submit it to the voters that year.|is further amended by inserting 
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PLUS . . . Hundreds of other prizes! 


10 —2nd Prizes 


BENDIX DUOMATIC 
WASHERS & DRYERS 





10—Ist Prizes 
$1,000 SAVINGS BONDS 


Get in now ..here’s how! 


Hundreds of dealers have already won prizes in the first 
section of Fram Giant $110,000.00 Sweepstakes — but that 
was just the beginning. Now the second section is just starting 
and that means you have the best chance ever of winning. 

All you do to win is estimate the number of filters Fram 
will ship to manufacturers during-the periods named on your 
official entry blank. Don’t wait —start getting your second 
section entries in now! See your FrRAM wholesaler salesman 
for entry blanks, rules and hints to help you. win! 


FRAM CORPORATION, Providence 16, R.I. 











12—3rd Prizes 
21” PHILCO TV SETS 


Fram Canada lLtd., Stratford, 


20 —4th Prizes 


8mm REVERE CINE 
CAMERAS 





— 


Prizes 
BLACK & DECKER DRILL KITS 


90—5th 








Ont. 


That sections 17 and 18 of the} 
rates to the voters, but the State) Federal Trade Commission Act, as} 








Text of Monroney Bill 


after section 16 thereof the follow- 
ing section: 

“Sec. 17. (a): For the purposes of 
| section 5 it shall be deemed an un- 
|fair method of competition and an 
unfair act or practice in commerce: 
| “(1) For any manufacturer of 
| motor vehicles to induce by 

means of coercion, intimidation, 
| or discrimination any of its 
| dealers to order or accept for 
| delivery any product of any kind. 
“(2) For a dealer knowingly to 

sell other than to another dealer 
| of such manufacturer a new 
motor vehicle for resale as a new 
motor vehicle in competition with 
| other dealers of such manu- 
facturer without first affording 
such manufacturer an _  oppor- 
tunity to repurchase such motor 
vehicle at the price paid there- 
for, and for such manufacturer to 
refuse to repurchase such motor 
vehicle at such price under a plan 
adopted by such manufacturer 
which is equitable to all dealers 
and consistent with the financial 
resources of such manufacturer. 

“(3) For any manufacturer of 
| motor vehicles to hold out:or re- 
quire that warranties will be ful- 
filled and services rendered by all 
of its dealers, without effectuating 
a reasonable system of com- 
pensating all of its dealers, for 
maintaining the personnel and 
facilities required to fulfill such 
| Warranties and render such serv- 

ices. 

“(4) For any manufacturer of 

motor vehicles, without the con- 
sent._of the dealer concerned, to 
cancel the privilege or right of 
any of its dealers to sell the 
products of such manufacturer, 
unless 
“(A) the contract, agreement 
or arrangement governing the 
dealership contains mutually 
agreed upon standards by re- 
ference to which the duties and 
obligations of the dealer under 
such contract, agreement, or 
arrangement may be deter- 
mined; and 
“(B) the dealer has failed to 
perform in a reasonable man- 
| mer one or more of such duties 
| and obligations. 
“(5) For any manufacturer of 
| motor vehicles to cancel, termi- 
| nate, or fail to renew the privi- 
| lege or right of any dealer to sell 
the products of such manu- 





facturer without agreeing to ef- 
fectuate an equitable liquidation 
of the assets of the dealership. 
“(b) For the purposes of this 
section— 
“(1) The term ‘manufacturer 
| of motor vehicles’ includes any 
corporation which acts for such 
a manufacturer in connection 
with the distribution of new 
motor vehicles in commerce. 

“(2) The term ‘dealer’ means a 
franchised retail seller of motor 
vehicles.” 

Sec. 2. This Act shall take ef- 
fect on Nov. 1, 1956. 


New Truck Group 
To Be ‘Voice’ of 
Lease Operators 


KANSAS CITY. — Shippers & 
Truck Operators Assn., a new na- 
tional organization, has been 
formed with headquarters here. 
Membership is composed of lease 
operators, industry suppliers, ship- 
pers and equipment-leasing firms. 

Officials of the group said it was 
organized primarily to provide .a 
“voice” for the lease operator. It 
plans to work closely with common 
carriers in solving mutual problems. 

The constitution of the group de- 
clares that other purposes are to 
keep the lease operator and private 
carrier from going out of business, 
to keep members informed of legis- 
lation affecting them and to pro- 
vide benefits of mass purchasing 
power in certain services. 


VW Expands in Canada 

TORONTO. — Volkswagen Can- 
ada, Ltd., has purchased an addi- 
tional 12% acres alongside its 20- 
acre Toronto parts depot for expan- 
sion of its spare-parts inventory. A 
new building will be constructed 
later this year. 
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adequately, since the filters them- 
selves now become clogged. 

In this engineer’s opinion, before 
a gas turbine reaches the market, 
it must learn to “live with” and 
digest the fuels that are generally 
available. At present, an analysis 
of the situation quickly narrows 
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of high-pressure air. Even if the 
necessary air pressures could be 
made available on a nationwide 
scale at gas stations, this doesn’t 
seem to offer a satisfactory solution 
to initial start-up. 


On the other hand, it isn’t very 
























w- ; - likely that every car will carry its 
caedee —" — a ee own supply of high-pressure air. So 
| of The entire red ti f the starting problem remains as one 
un- : bee A ny alyplic cen ag of the hurdles to be overcome by 
straight-run naphthas is required the £ iat , r 
bs for household fuel oils. And it e free-piston engine. 
= doesn’t seem feasible to attempt These major problems, plus the 
of a wholesale conversion of domes- more widely publicized metallur- 
by tic burners to adapt them for gical and manufacturing barriers 
ts other fuels. seemingly are responsible for 
or > © mat, their present stage of develop-| Safety Belt Designed for Auto Use— some hard-headed review of tur- 
id. are unable to use citer taaan gas- The Sure-Grip Lifebelt is said to be the first safety belt designed for the automotive bine potentialities by the car 
to b John T Benedict olines or heavy cracked fuels. So, if | rather than for the aircraft industry. Manufactured by Munke-Musser, Inc., Jackson makers. 
von y * the car companies seriously intend Center, O., the two-inch-wide nylon belt has an impact test rating of 4,500 pounds. It| Attitudes of the auto companies 
ow to market a turbine one of these features a stainless steel buckle that provides for metal-to-metal contact, avoiding | When the oil industry attempts to 
OW , é days, they should “spend a few years abrasion and wear on the belt. A “pelican hook" on one strap slips into the slotted | discuss turbine fuel requirements 
ith Specific Gravity Change investigating what fuels are avail-| buckle on the other strap. has convinced a number of persons 
(u- ; able, and learn to live wit ann that such powerplants are indeed a 
ng Improves Battery Life or ae welts bath a “og ie of| Why recent free-piston publicity {troubles were alleged to center| remote possibility. 
or- , i may have noted that some} trouble,” says the petroleum expert. highlighted the idea that the unit | around lubricants and starting diffi-| The petroleum engineer who gave 
‘or automotive battery makers re- a can operate on peanut oil, which | culties. No satisfactory lubricant| ys this turbine evaluation has seen 
re- cently reduced specific gravity from A® FOR the free-piston engine,| "Ow costs about four times as | apparently has yet been found for! no indication that the turbine will 
to 1.28 to 1.26. The reason for this is the oil company engineer says,| ™uch as gasoline—and, he said | the severe operating conditions of|take over as the mass-production 
‘or not, as some may think, to “save a| “It follows diesel principles—and,| jokingly, “I don’t even know | some components. engine in the near future. He said 
an penny or two” by reducing acid! like any other diesel, has its share where we would get the necessary For the average motorist, starting |‘“‘we see no reason for getting ex- 
rer content of the electrolyte solution. | of smoke problems.” quantities of whale oil.” also seems to pose somewhat of a| cited about supplying fuels for tur- 
ors The change was decided upon In passing, he also wondered Two major free-piston engine! problem, since you need a supply | bines.” 
ial only after thorough testing by 
er. battery suppliers and car makers 
of had shown specific tind = be w H E R 
re- a critical factor in charge reten- 
= oe euiity of tatteriee om hah E ARE YOU PARKING YOUR CAR ADS? 
all temperature sulphation investiga- 
ng tions. ERT Fee NE Se ananeannonneene 
m- I was told, for example, that a 40 
for percent charge retention level is 
nd reached in only 6% weeks when a 
ich 1.28 specific gravity battery under- 
rv- goes an accelerated high-tempera- 
ture sulphation test. For the same 
of battery, subjected to the same test, | 
on- however, a change to 1.26 specific| 
to gravity doubles sulphation resist- 
of ance time—and allows the battery) 
the to go 13 weeks before dropping to| 
‘er, the 40 percent charge retention fig- . e 
ure. 
nt In some parts of the country, 
he [§ where underhood temperatures are 
ly excessive, a specific gravity specifi- 
e cation of 1.24 is not uncommon. 
id Compared with the 1.28 specific 
er gravity, this change more than 
or triples the period of time during 
r- which a battery will hold 40 percent t 
of charge retention ability under é y a r 
to sulphation tests. 
n- Those who operate cars in east- 
es ern and midwestern areas, where 
extreme temperature —e 
of experienced annually may ask if) . ° 
mi- ialaeead hot-weather battery life| of all new Cars registered in the 1 3-month 
ivi- provided by decreased specific a 
sell ity is gained at the cost of lessened | . ° ’ 
nu- cold-weather starting ability. pe riod end I ng Jan., 56*— 
ef- Evidently not, if test figures | 
ion are a true criterion. From a per- | 
nip. formance standpoint, it’s true | 
this that there is a slight drop-off in 
cold-cranking time or capability 
rer when specific gravity is changed | 5 e 
any from 1.28 to 1.26. 
uch Starting ability is not impaired, | (J 
‘ion however, and the cold-cranking loss | Tq 7 € 
ew is minor compared with the battery- | 
life advantages gained by sulpha-| 
iS a tion resistance. 
tor This specific gravity change is| > let 
the result of concerted effort by) Me) = 
» ef- battery engineers, who recognize . 


sulphation as the No. 2 “battery| 

killer’ (outranked only by over-} 

Pp charging). In current development | 

programs, emphasis also is placed) 
on improvement of separators and | 
grid metals, which are other im- 
portant factors in sulphation resist- 
ance. 
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Put your Advertising Outdoors and-Watch America Go Buy! 








7 Se ao s — 
‘2  (@eir ly Tar VST aie 
ee fe SN , La 





+ for more SALES POWER 


E. B. REBHAN, Asst. Gen. Sales Mgr.— Merchandising 
Packard Clipper Division, Studebaker-Packard Corp., says: 


“Across America, outdoor posters like these, will dramatically present the 
beauty and advanced styling of the 1956 Packards and Clippers, to a nation 
on-the-go. We chose outdoor boards in 63 major markets for their unparalleled 
ability to provide maximum recognition value at lowest possible cost per 
impression. This program by Packard is further evidence of this company’s 
determination to spend an ever-increasing amount of advertising money at the 
local level. We intend to give our dealers, in every market, the backing their 
efforts deserve at the local level—where sales are made.” 


SALES POWER . .. WHERE AND WHEN YOU NEED IT! 


The utmost in flexibility is offered by Outdoor Advertising. Saturation campaign? 
OUTDOOR does it. Nation-wide or regional coverage? OUTDOOR does it. Yes, 
OUTDOOR does it at low cost... only 15c per 1000 in average national campaign. 
And T.A.B.* Studies show that 93% of people SEE OUTDOOR. Average person sees 
it 22 times per month! Here is SALES POWER you can use! 


*Traffic Audit Bureau 
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Poster designed by D’ Arcy Advertising Co 


OUTDOOR ADVERTISING INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 
60 EAST 42nd STREET, NEW YORK 17, N. Y. 
ATLANTA ¢ BOSTON ¢ CHICAGO ¢ DETROIT ¢ HOUSTON ¢ LOS ANGELES 
PHILADELPHIA ¢ ST. LOUIS ¢ SAN FRANCISCO ¢ SEATTLE 


Copyright 1956 Outdoor Advertising Inc. 
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Topeka Dealers 
Give Views on 


*‘How’s Business?’ 


TOPEKA, Kans.— Topeka auto 
dealers differ widely on the ques- 
tion: “How’s business?” 

To questions about sales, replies 
ranged from “awful” to “I’m doing 
all right,” and from “30 percent off 
from last year” to “just as good as 
1955.” 

Most dealers, however, feel busi- 
ness isnt as good as it was 12 or 
18 months ago, though some say 
there has been a little upturn re- 

cently. 

“ Most of those contacted said 
troubles stemmed from two fac- 
tors: Fewer cars being sold and 
smaller profits on each unit. They 
blame smaller profits on the need 
for giving larger tradeins to keep 
up with competition. 

Some blamed manufacturers for 
“jamming cars down the throats” 
of dealers. Others said cutthroat 
competition was as much the fault 
of dealers as of manufacturers. 

“If you’ve got one wild and 
wooly dealer, everything goes bad,” 
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Oliver Joseph Delivers Plymouth Cabs— 

Drivers for Belleville Safeway Cab Co. are shown taking delivery of new Plymouth 
taxi cabs from Oliver C. Joseph, Inc. (Dodge-Plymouth), Belleville, Ill. On the right; 
Ed Hill, sales manager, and Lee Zbornak, Safeway owner, seal the fleet deal with a 


handshake. 





On the Financial Front 


First-quarter earnings of General 
Finance Corp. were $650,480, an in- 
crease of 12 percent over the $572,- 
832 earned in the first quarter of 
1955, according to Byron S. Coon, 
chairman. 

However the firm’s auto financ- 
ing fell to 33.5 percent $20,097,000 
in the three months ended March 
31. It had been $30,227,000 in the 


)| first quarter of 1955. Reflecting the 


huge 1955 volume, auto paper out- 
| standing at the end of the quarter 
was $94,696,000, compared with 
| $77,369,000 on March 31, 1955. 


Lee Rubber Reports 
| Profit of $736,495 
Lee Rubber & Tire Corp. has re- 


one man said. “Then we all sit | little overhead with each car you| ported net earnings of $736,495 for 


around and accuse each other of 
being ‘wild and wooly.’” 

“We have to sell three times as 
many cars as we used to to pay 
the casts of operation,” a dealer 
complained. “And you pick up a 


sell.” 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 


| the six months ended Apr. 30, 1956. 
| ‘This was an increase of 12.1 per- 
cent over the earnings of $657,100 
reported for the similar period in 
fiscal 1955. Net sales increased 8.4 
percent to $21,487,434 from $19,819,- 





Sprawling Chicago can’t really be reached by any one 
daily newspaper. Fact is: no one paper here reaches even 
half the people. You need two papers to reach a majority 
—and one of them must be the Chicago Sun-Times. Rea- 
‘son is: the Sun-Times hits the younger market. Fact is: 
the Sun-Times alone is read by more young women (un- 
der 35) than any other paper in this giant market! 


=. SUN-TIMES 


Growing 
with Chicago 
«.. the new 

Sun-Times 
building 


arian Et 


NEWSPAPER OF 


eee Tt tery 


THE NEW CHICAGO 


211 W. Wacker Dr., Chicago ¢ 250 Park Ave., N. Y.C. 
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617 in the like 1955 period, Lee 
reported. 
* * 


Dunlop Reports Loss 


Dunlop Canada, Ltd., reported an 
operating profit of $672,242 in 1955 
compared with $187,734 in 1954, 
However, the company said, ex- 
penses connected with transferring 
production from Toronto to Whitby, 
Ont., resulted in a net loss for the 
year of $1,127,459. 


Goodyear Sales, Earnings 


Set Ist-Quarter Record 


Sales and earnings of Good- 
year Tire & Rubber Corp. estab- 
lished a first-quarter record this 
year, the company reported. 

Sales were $335,270,436 com- 
pared with $333,286,839 in the 
first quarter of 1955, and earn- 
ings were $13,418,897 compared 
with $12,028,872. 


Buick Appoints 
New Managers 


In Three Zones 


FLINT. — Buick has named new 
zone managers in Chicago, Phila- 
delphia and Pittsburgh. 

Moving to Chi- 

cago is William M. 

McCrocklin, 39, 

who has headed 

the Philadelphia 

zone since 1950. 

He replaces James 

S. Hudgens, who 

now is southwest 

regional manager. 

McCrocklin’s 

Philadelphia post 

< will be filled by 

W. M. MeCrocklin Matthew H. Sip- 
pel, 41, who has managed the Pitts- 
burgh zone since 1951. Charles L. 


Foeter jr., 34, is the new manager 


M. H., Sippel C. L. Foster jr. 


in Pittsburgh. He formerly was as- 
sistant zone manager in Detroit. 

All three appointees joined Buick 
shortly after World War IIl—Mc- 
Crocklin in 1945, Foster in 1946 and 
Sippel in 1947. 


Pace Pilot 
How Woolson Learned Ropes 


For Big Race 


INDIANAPOLIS. — Ironically, L. 
Irving Woolson, DeSoto president, 
had to learn to drive all over again 
so he could pilot the Memorial Day 
500-mile race pace car. 

Officials and drivers at the Speed- 
way insist that the person who 
leads the racers really must know 
the track and how the pace car 
handles on it. 


The pace car driver must be thor- 


| oughly familiar and have the “feel” 
|of the track’s peculiar driving con- 


ditions and limitations. 
For two weekends, Woolson jour- 


|neyed here from his home near De- 
|troit to 


“learn how to drive the 
DeSoto pace car” for the 40th speed 
classic. The pace car hit around 100° 
m.p.h. when it left the track. 


Helmick Wins Citation 


As Tire Dealer of Year 


LOS ANGELES. — Gordon Hel-7> 
mick, of Helmick’s Firestone, has | 
been named “Tire Dealer of the” 
Year.” tf 

The award was presented at a7 
meeting attended by top executives ~ 
of major rubber firms. 


Edwards Motors Opens 


DENVER. — Sue Edwards Motor 
Co. has opened here. Officers are 
Charles Stone, president, Clyde 
Canini jr., vice-president, and Sue 
Edwards, secretary-treasurer. 





HERE IT IS. ..lFhe newest, 


most powerful sales assist to help you 


SELL MORE NEW CARS 


It’s so easy a child can 
lubricate a car in seconds 


uci 


POWER 
LUBRICATION 


COMPLETE KITS FOR 
LATE MODEL CHEVROLETS 


nr 
AS ADVERTISED IN LIFE AND SATURDAY EVENING POST. AND FORDS! 


*Registered Trade Name 


‘Read a typical dealer’s 
recent experience ALL THIS FREE with 3 kits! 


§ FT. TAFFETA SILK BANNER 

“In the past 4 months we have installed between 60 

and 70 Lincoln Mutt1-LuBER kits. We feel that the 

installation of this lubrication outfit has helped 

greatly in the sales of our new Fords. We wish to 

thank you for introducing us to this new and helpful 

MuttT1-LuBER, which has helped sell our product.” _ 
Sincerely yours, a As DIRECT MAIL OR 
COMMUNITY MOTORS, INC. HANDOUT FOLDERS 
M. Ray Crocker 


BE THE FIRST IN YOUR COMMUNITY TO TAKE 


ADVANTAGE OF THIS NEW CAR SALES ASSIST—IT’S A NATURAL 
LINCOLN ENGINEERING COMPANY 


Here’s How To Do It Fast And Economically! car ...so your salesmen can show their 
5701 Natural Bridge Bivd., St. Louis 20, Missouri 


Stock three MuLTI-LUBER kits... that’s | customers the wonderful handling ease 
all you have to do to get the ball rolling. and time-saving convenience of a car 
What’s more, you pay for only two of equipped with Mutti-LuBER Power Lu- 
them; the third:is FREE! The.only condi- __ brication. It will help you sell more new cars 
tion is that you installitonademonstrator assurely as it helped Community Motors. 


I=, 


Send me full details on how | can cash in on MULTI-LUBER. 





Name 








Company 
Address. 





a State— 
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Oldsmobile's Management Managers Meet— 


Oldsmobile's zone business management managers hold a conference at Lansing 
with R. E. Alfred, center, head of the business management department. From left 
are W. R. Stone, Portland, Ore.; W. H. Nicholson, Oklahoma City; C. F. Risley, Denver; 
C. H. Beelby, Dallas; R. L. Schupbach, eastern assistant business management man- 
ager; Alfred; T. J. Higgins, western assistant manager; H. W. Snow, Atlanta; J. A. 
Treanor, Washington; D. M. Stewart, Charlotte, N. C., and R. B. Schuon, Cincinnati. 


Afterthought 
MANKATO, Minn. — Thieves Mankato Motors (Lincoln- 
stole the rear tires and four hub Mercury). Two days later, the 


caps from a car on the lot of 


car itself was stolen. 











Lawsuits Affecting Dealers .. . 


Court Decisions 


By Leo T. Parker 
Attorney at Law 

CCORDING to a recent higher 
court decision, if a certificate of 
title of an auto indicates a chattel 
mortgage against the car, a garage- 
man cannot collect for repairs made 
on the car unless he proves that 
the holder of the mortgage author- 

ized the repairs. 

For example, in Roy Perkins vs. 
J. Robert Martel, 277 S. W. (2d) 
741, it was shown that an auto 
dealer had a note secured by a 
chattel mortgage on an auto he 
sold to a Mr. Butler. The mortgage 
was noted on the certificate of title 
issued to Butler, dated January 18. 

On March 12, Butler took the 
car, which had been in a wreck, 
to a garageman for repairs. But- 
ler defaulted on his note and the 
dealer sued to foreclose the mort- 
gage. The garageman had pos- 
session of the car and retained it. 

He claimed that this mechanic’s 
lien for repairs was superior to the 


WHY BRAKES 


OF ALUMINUM 


lien for the purchase price because 
the chattel mortgage was not re- 
corded. However, since the mort- 
gage was noted on the certificate of 
title of the car, the court held that 
the dealer could take possession of 
the car from the garageman with- 
out paying for the repairs. 

This court said: “The notice of 
the appellant’s (dealer's) lien on 
Butler’s certificate of title was con- 
structive notice to appellee (gar- 
ageman) of the lien.” 

* + * 


Dealer Held Liable 


eo a higher court held| 


that an auto dealer is liable to 
an owner whose car was stolen 
from the dealer’s garage or prem- 





ises, unless the dealer proves that | 


he exercised ordinary and reason- 
able care to safeguard the auto. 
For example, in Allstate Insur- 
ance Co. vs. Globe Auto Paint 
Shops, Inc., 127 N. E. (2d) 37, it 
was shown that an auto belong- 
ing to a Mr. Brewster was stolen 


INSTEAD OF CAST IRON? 


Aluminum has many advantages over cast 
iron for brakes. Aluminum weighs only % 
as much as cast iron. Aluminum has 3 times 
the heat dissipating ability of cast iron. Cast 
iron brakes dissipate heat slowly and build 
up high temperatures. Auto Specialties all 
aluminum Double-Disc Brakes get rid of heat 
fast. Run cooler. Do not fade. 


Auto Specialties aluminum Double-Disc 
Brakes have passed tests that verge on the 
unbelievable. Imagine pushing the brake down 
hard and making hundreds of consecutive, 
abrupt, panic stops from 50, 60 and 70 mph. 
Then repeated consecutive fast stops from 80, 
90 and 100 mph. And this is just the begin- 
ning. After these stops, thousands of other 
rugged stops—many of these with no time in 
between for the brakes to cool. At the end of 


several thousand stops, 


the amazing Auto 


Specialties aluminum Double-Disc Brakes 


were still performing like a champion. No 
other brake has ever withstood such punish- 
ment. Thus, based upon this proof of effec- 
tiveness, we feel that Auto Specialties Double- 
Disc Brakes are ready for adoption. And we 
also think these tests are a good indication of 
why we construct our brakes of aluminum. 


WHAT ABOUT COST? 


There has been a general misconception about 
the cost of these brakes. Auto Specialties en- 
gineers will gladly consult with car manufac- 
turers regarding cost, production, adoption 


and delivery for automobiles of any make | 


that we are not negotiating with now. 


AUTO SPECIALTIES MFG. CO., INC. 
SAINT JOSEPH, MICHIGAN 


Manufacturing for the automotive and farm machinery industries since 1908 
Plants also at Benton Harbor and Hartford, Michigan and Windsor, Ont., Canada 





| taxation by the county 





from a dealer’s parking lot where 
the car was left while awaiting 

repairs. 

The higher court held that the 
dealer must pay the full value of 
the auto to an insurance company 
which had insured the car against 
theft and paid the owner for the 
stolen car. No explanation was given 
by Globe Auto as to the care they 
exercised over the car while it was 
in their possession. 

co * Ed 


Double-Taxed Cars 


AST month a higher court ren- 
4 dered an important decision to 
the effect that two or more states 
may collect taxes, at the same time, 
on the same car. 

For example, in Dicarlo Ma- 
sonry Co. vs. Higgins, Treasurer, 
284 Pac. (2d) 640, it was dis- 
closed that a corporation whose 
main office is outside of Kansas 
furnishes cars for use by its 
salesmen within Kansas. These 
autos are driven by the salesmen 
to their residences within the 
state every night. 

The court held that these cars 
were permanently within the state 
and subject to personal property 
in which 
the salesmen live. 

The court said, “It is not uncon- 
stitutional for more than one state 
to tax tangible personal property.” 

* * * 


Wrong Model Reported 


FEW weeks ago a higher court 

held that a purchaser cannot 
recover double damages from an 
auto dealer who misrepresented the 
model of the car. 


In Talley vs. Nalley, 277 S. W. 
(2d) 739, the testimony showed 
that Talley Auto Co. sold one 
Nalley a British-made MG Road- 
ster, representing it to be a 1951 
model. Nalley traded in a used 
car on the MG, as the down pay- 
ment and signed an installment 
note for the balance. 


Thereafter, when the title certifi- 
cate was issued on the MG Road- 
ster, it was designated as a 1950 
model. Nalley tried to get the 
dealer to take the MG back, and 
give him the car he had traded in 
on it as well as his money. 


The dealer refused to do this, 
whereupon Nalley filed suit alleging 
that the dealer had “fraudulently, 
wilfully and maliciously” misrepre- 
sented the model. 


* * * 


Lower Court Reversed 


HE lower court rendered a ver- 

dict permitting Nalley to keep 
the MG car without paying the $694 
balance due on the purchase price 
and to recover compensatory and 
exemplary damages of $600. 

The higher court promptly re- 
versed this verdict. This court ex- 
plained that Nalley may recover 
damages from the dealer, equal to 
his financial loss, but that he can- 
not rescind the contract and also 
recover damages. 

The court said, “Under no the- 
ory is plaintiff (Nalley) entitled 
to the benefits of both rescission 
and affirmance with damages. 
This amounts to double recovery.” 


This higher court explained that 
Nalley may recover from the seller 
$325 which reflects that the differ- 
ence in the price of a 1950 and 1951 
MG Roadster was $325. 


And further if the dealer wil- 
fully misrepresented the model he 
may be liable for additional puni- 
tive damages, the amount of which 
a jury may decide. 


Plastics Society 
Meets June 11-15 


NEW YORK. — The Society of 
the Plastics Industry, Inc., has an- 
nounced a preliminary program for 
its annual conference to be held 
here June 11 to 15. 

The conference will be in con- 
junction with the seventh National 
Plastics Exposition which will oc- 
cupy more that 70,000 square feet 
of display space in the New York 
Coliseum. 

Walter J. A. O'Connor, confer- 
ence chairman and executive vice- 
president of American Plastics 
Corp., said the parley will include 
sessions on cellular plastics and 
sheet forming together with 
meetings on the automotive, re- 
frigeration and air-conditioning, 
packaging, building materials and 
communication fields. 
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than any other newspaper 


Do you want an increase in your share of 
the $896,000,000 the people of Greater 
Philadelphia spend for automobiles and 
accessories each year? Advertise in their 
favorite newspaper—The Evening* and 


Sunday Bulletin. 


Readers are especially interested in the 
colorful new format of The Sunday Bulletin. 
Published on new presses, in new type, in 
the world’s most modern newspaper plant, 


The Sunday Bulletin features 10 separate 
sections. R.O.P. editorial and advertising 
color, too. 


The Bulletin packs selling power through- 
out a market noted for its buying power. 
Philadelphians like The Bulletin. They buy 
it, read it, trust it and respond to the adver- 
tising in it. 


The Bulletin is Philadelphia. 


*Largest evening newspaper in America 


In Philadelphia nearly everybody 


reads The Bulletin 


Advertising Offices: Philadelphia, 30th and Market Streets 


Representatives: Sawyer Ferguson Walker Company in Detroit 
Atlanta © Los Angeles * San Francisco 
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used a personal approach adver- 
tisement to remind the public that 
“you can't legally steal anything.” 

“By and large,” he said, “in buy- 
ing a used car or truck (as in 
anything else) you get just about 
what you pay for. That is some- 
> | times. Not always.” 


How They're Pushing Sales .. . 


| 
Dealer Ad Ideas | 


PORTABLE radio was offered! Pa., has reminded the public in 









Taking a hypothetical deal for 

free with each used-car pur-| a newspaper advertisement. a 1953 "ieaedeanes 3el Air sedan, 

chase by Queen City Chevrolet, The advice was _ headed | | Swisher outlined the case of a pros- 

Cincinnati. The promotion was part| “Tommy Richardson says” and | 7 ' | pect who visited a place where the 

of a “vacation special” sale. was aimed at encouraging Wil- | price was quoted $1,000 and 

Se liamsport residents to buy their » | payments $57.68 and the 

Buyers Listed cars at “home.” Betek | | prospect said “fine, where do I 

“ww ; . 80 uic! . °° 

. eee ere eee nae. ag ‘of ‘Gems onet | | Then Swisher outlined in detail 

were listed in a newspaper ad : Se ey . ee 


exaggerated claims or wild | 
promises it’s more than just a 
matter of ethics. It’s a way of 
doing business, the fair way, the 
right way,” the advertisement 
said, 


|two deals, his and the hypothetical 
lone. In a breakdown, it was shown 
; | that in the case of the buyer in- 
terested only in the amount of the 
payments and the price the differ- 
lence between cash and time price 
was $451.24 where at Swisher's it 
would have been $167.86, or $283.38 
less. 


Beg Pardon, Sir, 
But This Is an 


Automotive Ad 


ILL MURPHY (Buick) Culver | 
City, Calif., has been running a 
| series of illustrated advertisements 
jin the Los Angeles Examiner en- 
| titled “New-Car Neuroses.” 
| An example of the type of ad 1s: 


by Harris Ford in Erie, Pa. 

The dealership said the 79 deals 
had been made in a single day and 
added: 

“This was not a special sale. No 
free prizes with a car. Just the 
regular everyday fair dealing you 
can depend on at Harris Ford... 
where quality, service and satisfac- 
tion count.” 


Makes American Debut— 


High Pressuritis? 


A “LETTER” addressed to “Mr. 


Car Buyer” has been carried as 
an advertisement by Louisville Mo- 
tors (Ford), Louisville, Ky. 

“Are you tired, worn out, dis- 
gusted with all the high pres- 
sure advertising you have been 
bombarded with?” “If you are, 
then we invite you to give us a 


The new Rapier Coupe de Sport, a two-door hardtop with a wraparound read win- 
dow, made its American debut at the International Automobile Show in New York. 
Available in two-color combinations, the car is listed at $2,499. - 


chance to make you the best | driven a 1956 Ford, you have a 
deal you can find anywhere on a _ thrill awaiting you. Come in for 
new Ford and you'll deal with (4 demonstration no obligation.” 
one of our trained, courteous a ; 
salesmen who will give you the 
consideration you are entitled to.” 
The firm listed its 16 salesmen 
and concluded: “If you haven't! 


a * 


It Costs No More! 


“TD EMEMBER, it costs no more 

and there is no need to go 
out of town to get the best deal 
when buying a 1956 Buick,” Rich- 
ardson Buick Co., Williamsport, 





‘Stealing’ Isn’t Legal 
OE K. SWISHER (Chevrolet- 
Oldsmobile), Fredericktown, Mo., 


“New-Car Neuroses 7 No. 7 
FRUSTRATION .. . usually caused 
by contradictory claims, baited 


'‘comeons’ in TV automotive adver- 
|tising. This never happens to cus- 
tomers of Bill Murphy Buick! 

“All of Bill Murphy ads are 
studied with understatements; 
bashfully prepared by guileless 

| lads of British descent, who (with 
bated breath) timorously suggest 
the possibility of a higher trade, 
easier terms, better deal on the 
| new Buick . . . (All transactions 
guaranteed: Non-traumatic!).” 

Some of the others of the series 
of about 15 were titled ‘Sadism, 
Anxiety, Hostility and Hysteria. 


Hudson Awards 
‘Bonuses, Prizes 


‘To Triangle Club 


| DETROIT. — Officers and mem- 
| bers of the Hudson Triangle Club 
| have been awarded salesmanship 
| prizes, it was announced by V. E. 











COILS ARE ANNEALED in 


these giant ovens to impart 


maximum softness and ductility. And then... 





COILS ARE TEMPER ROLLED in a skin mill to give the stiff- 
ness, surface and flatness which have been specified by 
the customer for the order. 


Right on the nose—not too hard, not too soft! This 


steel coil passes the Rockwell Test with tolerance 
to spare. 


In the Rockwell, or hardness test, pressure is put 
on a sample piece of coil by a system of loads applied 
through a tiny ball. A needle gauge signals the depth 
of the impression. From this, our test engineers can 
readily tell: (1) if the coil was annealed to maximum 
softness for extra-deep drawing; and (2) if it is now 
properly tempered to meet customer specifications. 


Quality control every step of the way—yes, that’s 
our most important job at Great Lakes. Reason 
enough to call us and talk over your steel needs? 


GREAT LAKES STEEL CORPORATION 


Ecorse, Detroit 29, Mich. « A Unit of 


a 









EVE Veena aa CORPORATION 








District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, 
Houston, Indianapolis, Lansing, Los Angeles, New York City, Philadelphia, 
Pittsburgh, Rochester, St. Louis, San Francisco, Toledo, Toronto. 


Boyd, Hudson general sales man- 
ager. 

Boyd said the awards included 
cash bonuses, engraved watches, 
framed certificates and special bus- 
iness cards. 

Club officers receiving the 
awards were Arthur H. 
Edd Young Motor Sales, 
City, Calif., president; 


top 
serhard, 

Culver 
Leonard 


| Pender, O. B. Davey & Co., San 


Diego, vice-president, and Thomas 
| Gascoigne, Anderson Motors, Inc., 
| Kenosha, Wis., secretary. 

| The Triangle Club was formed to 
| recognize outstanding. achievement 
| by Hudson retail salesmen, and 
| membership is open to all salesmen 
who exceed a specific, yearly new- 
car sales quota. National officers 
| are elected automatically by virtue 
of their record of delivering the 
| greatest number of cars at retail. 
Jaguar's 2.4 Sedan 

Wins Belgium Race 

NEW YORK. One of Jaguar’s 
new “two-point-four” sedans has 
won the touring car class event in 
the Grand Prix Races at Spa, Bel- 
gium, according to Jaguar Cars 
North American Corp. 

The 2.4-liter Jaguar, driven by 
Paul Frere, set a new record by 
| finishing with an average speed of 
96 miles per hour. This was the 
“two-point-four’s” second appear- 
ance. In England's Silverstone Race 
it captured third place in the tour- 


ing car event, won by a Jaguar 
Mark VII. 


Dealer Suter Acquitted 
On Tax-Evasion Charges 

LOUISVILLE. — J. L. Suter, a 
former auto dealer in Warsaw, Ky., 
was acquitted by a jury last week 
on three charges of income-tax 
evasion. 

Suter said he plans to pay the 
Government what he owes after 
| conferences between his account- 
jants and Government tax experts. 


|The Government said he owes 
$12,199. 
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Replacement Kits 
for fast, low-cost 
Front-End Service 


Save Parts Pickup Time—each kit contains 
all parts needed to complete one of the 
16 most common front-end repair jobs. 


Save Shop Time — Buick Factory Engi- 
neered Parts are made to original- 
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Did You Know that 384,701 Buick buyers 
ordered the new In-Line Power Steering in 1955? 
(20,000 more than any other make car.) 


GPeeoeesoeeee 





Leeseeeeend! 


Tie rod and sleeve ki} 






Upper pivot pin kit 






See Sections 7 and 8 in your Buick Shop Manual 


equipment specifications to fit right, 
line up right, and furnish satisfactory 
service. 


Buy Them from Your Buick Dealer — at 
your fll discount. 


ENGINEER APPROVED ACCESSORIES 





SEE YOUR BUICK DEALER — Your One-Stop Source for Buick Parts 
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Across the Nation... 


Auto Dealer Changes 


Redman Motors, Belle Plaine, | 
Minn., has discontinued its Dodge- 
Plymouth franchise and will spe- 
cialize in wheel alignment. Peter 
Redman is owner of the firm. 

a * + 


Ada Adds Mercury 


Ada Farm Supply, Ada, Minn.,| 
has acquired a Mercury dealership, 
which it will operate in addition to 
its farm equipment business. Bob 


Thorn is manager of the firm. 
aa * * 


Randall Sells Holdings 
In Amarillo Concern 


K. M. Randall has sold his hold- 
ings in Garner-Randall Motors, Inc. 
(Cadillac - Oldsmobile), Amarillo, 
Tex., according to C. R. Garner jr., 
president. The firm’s name will be 
changed to Garner Motors, Inc. 

Randall was president of a 
Amarillo Automobile Dealers Assn. 








AUTOMOTIVE NEWS, JUNE 11, 1956 


and vice-president of the dealership. 
Garner-Randall was formed in 1946 
as a Lincoln-Mercury dealership. 

* + * 


Kearney Sells L-M Deal 


Frank Kearney has sold his 


| Lincoln-Mercury dealership at New 


Ulm, Minn., to Carl and Hubert 
Branstad. Carl Branstad formerly 
was associated with Crowley Motor 
Co., St. James, Minn. 


* * aa 


Studebaker for Ben-Art 
New Studebaker dealers at 5709 
Church Ave., Brooklyn, are Benja- 
min Weinstein and Arnold Finfer, 
principals in Ben-Art Auto Sales, 
Inc. 


DeSoto Signs 10 Dealers; 


Year’s Total Reaches 81 
10 new | 


DeSoto has added 


Bolster 





We believe that rayon products can be used even more extensively by the automotive industry. 
Our engineers are eager to work with suppliers and manufacturers. May we talk it over? 


Upholstery 






Glove Compartment 


“Trademark of American Viscose Corporation 





Easy to Locate— 
Locating Cunningham Motors, Inc. (Lincoln-Mercury), in Lancaster, O., is a simple 


task since the city named a newly-opened street Mercury Drive. 
owned by H. K. Cunningham, now can be found at the intersection of Lincoln Lane 


and Mercury Drive. 


dealers. The additions bring to 
81 the total number of new 
dealers added since the first of 
the year. 


They are: Moorestown Auto 






Wire Covering 





Lining 


Window Channels 


AVISCO’ PRODUCTS iake to the road! 


Lift the hood, open the door, or look into the glove compartment of a modern automobile, 

and you're bound to come in contact with a product that American Viscose has helped pioneer. 
Tough, versatile rayon staple and tow are being used in the manufacture of many diverse 
automotive elements. And this is only the beginning. 





GROW WITH AVISCO 


riftt 






Heater and 
Radiator Hose 








The dealership, 


Sales, Moorestown, N. J.; B&S 
Motor Co., Canonsburg, Pa.; 
Stark Motors, Inc., Hartville, O.; | 
Kennedy Motors, Inc., Everett, 
Wash; Harvey Motors, Oakland, 












Calif.; C & 8 Motor Clinic, Paris, 
Tex.; Langham’s Globe, Ariz.; 
Barta Motor Sales, Antigo, Wis.; 
Barnard-Johnston Motors, 
Springhill, La., and O'Leary Mo- 
tors, Inc., Santa Rosa, Calif. 

* * * 


James Moves in Kansas 


Lowell James, owner of Moran 
Tractor & Implement Co. (Interna- 
tional), Moran, Kans., has moved 
the business to Iola, Kans., where 
he acquired the franchise of Iola 
Truck & Tractor Co., owned by 
Earl Chambers. The new firm is 
known as James Implement Co. It 
also handles trucks. 

* + + 


Fisher Chevrolet Opens 


W. W. Calhoun, Dallas Chevrolet 
dealer, and T. L. Fisher have an- 
nounced opening of their new deal- 
ership, Tom Fisher Chevrolet Co., 
in Burleson, Tex., six-and-a-half 
miles south of Fort Worth. 

* * + 


Wagner Takes Nash 


Wagner Motor Co., Salina, 
Kans., has taken over the Nash 
franchise dropped by Roy Boyer 
Motors, Inc., when it became a 
Lincoln-Mercury dealership. Wag- 
ner will continue as a Willys 
dealership. He handled Nash from 
1939 to 1947. C. G. Wagner and 
V. L. Peatling are partners. 

* * + 


Ford Deal Renamed 


The name of the former Stewart- 
ville Motor Co., Stewartville, Minn., 
has been changed to Lebens Ford. 
Announcement of the name change 
‘was made by Jim Lebens, owner. 

.Z * 2 


Choate, Easton Take Nash 


A new Nash dealership has 
been opened at 12200 Livernois, 
Detroit, by Al Choate and Chuck 
Easton, veteran used-car dealers 
on Detroit’s “Auto Row.” They 
will do business as Al and Chuck 
Nash Sales. 


* * + 


Grider Opens Doors 


Al Grider, formerly a dealer in 
Detroit and Tallahassee, Fla., has 
opened Al Grider, Inc. (DeSoto- 
Plymouth), at 2037 Main St., Jack- 
sonville, Fla. 

= * * 


Borgward Depot Rising 
Car Land, Ltd., is erecting a 
25,000-square-foot building at 4410 
Macleod Trail, Calgary, Atla. It will 
serve as the Canadian center for 





Fan Belts 








distribution of the new Borgward. 
* * 


Layfield Buys Out Parker 


T. G. Layfield jr. has bought out 
his partner of 16 years, J. E. Parker, 
in Layfield-Parker, Inc. (Ford), 305 
W. Williamsburg Rd., Richmond, 

| Va. 
* ~ * 


Thomas Takes Over 


L. E. Thomas, formerly a partner 
in T.N.T. Motors, Birmingham, 
Ala., has acquired sole ownership 
and has renamed the firm Vulcan 
| Lincoln-Mercury Co, Thomas pur- 
chased the interests of W. H. Dex- 
ter and J. H. Threet. 

7 * * 


| 


Fox, Barnum Go Foreign 


Jim Fox and Ted Barnum, who 
formerly handled Packard, have 
opened Foreign Motors, Inc., at 
Sixteenth N. W. and Washington, 
Vancouver, Wash. Import lines 
| will be Jaguar, Triumph, Hillman 


and Sunbeam. 
| = = * 





Wright Changes Lines 


Larry Wright, formerly a Stude- 
baker dealer in Monrovia, Calif., 
has signed a DeSoto-Plymouth 
franchise. The dealership, Larry 
Wright Motors, is at 901-925 Foot- 
hill Blvd. Bill Hart is general 
manager. 

* * 


* 
Open House at Ruby 
Ruby Chevrolet, Inc., held an 
open house at its new $300,000 quar- 
ters at 5101 W. Capitol Drive, Mil- 
waukee. 
* * * 
Scott Opens Doors 
Frank Scott, Inc., new Dodge- 
Plymouth dealership in Joplin, Mo., 
held its formal opening in its reno- 
vated quarters. 
* * 


Ferguson Sells Ford Deal 


In Wichita to Helard 


W. H. Ferguson has sold 
Ferguson-Olander (Ford), Wichita, 


to Vernie Helard who will operate 


(Continued on Page 27, Col. 1) 
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Across the Nation... 





Auto Dealer Changes 


‘Continued from Page 26) 


the dealership as Wichita Motors, | 
Inc. Helard, a former Ridgewood 
(N. J.) Ford dealer, formerly was 
Ford's assistant Dallas district man- 
ager. 

Ferguson has also resigned as 
president of the Wichita Automo- 
bile Dealers Assn. and Ben Robin- 
son (Buick) was elected to replace 
him. Vice-president is Don McKay 
jr. (Chrysler-Plymouth). 

* + * 

Jones Opens Nash Deal 

Herbert Jones, a Little Rock 
(Ark.) used-car dealer since 1946, 
has opened a new Nash dealer- 
ship at 1100 W. Capitol Ave. in 
a building vacated by Owen Mo- 
tors (Packard) which recently 
moved to the suburbs, The firm 
will be operated as Herbert Jones 
Nash Co. 


. s + 


University Mercury Opens 

University Motors, Inc. (Mercury), 
1197 University Ave., in the Midway 
district of St. Paul, Minn., is a new 
dealership replacing Hassberger-| 
Jones. Tom O’Donnell is general 
manager. 


- = = 


Portland Ford Deal Opens 


Wolfard’s Burlingame Ford has 
held its grand opening at Barbur 
Blvd. and Terwilliger, Portland, Ore. 


Murphy-Mahoney Expands 


Facilities in Denver 

A $250,000 expansion at Murphy- 
Mahoney Chevrolet, 2986 N. Speer 
Blvd., Denver, has been announced 
by Bernard Mahoney, president. 

The firm has purchased property 
and buildings of the Berg-Ryan 
dealership, Mahoney said. Show- 
rooms and service shops will be 
used for expanded Murphy - Ma- 


honey operations. 
* * * 


Vannoy Buys Hill 
Waldo Vannoy has purchased Hill 
Chevrolet Co., Montezuma, Ia., from 
Harold Hill. Vannoy formerly was 
sales manager of a dealership in 
Newton, Ia. 
* * * 


Greenbush, Currie Open 


Greenbush Motor Co., Greenbush, 
Minn., and M. Currie Buick, Kali- 
spell, Mont., are new Buick dealer- 
ships. 


* - * 


Mercury for Mathews 


Jackson County Implement Co. 
(Studebaker), Black River Falls, | 
Wis., has acquired a Mercury deal-| 
erhship. It will be operated as| 
Mathews Mercury Sales. Courtis | 
Mathews is manager of the firm.| 

x * * 


Whitaker Buys Site 
Whitaker Buick Co., St. Paul, has | 
purchased the property in the Mid-| 
way district of the city it formerly 
leased from Midtown Motors, Inc. 
The property includes a used-car 
lot and a 30-car showroom. 
*x * ” 


Jacobson Buick Sold 


A. C. Robins has purchased Jacob- 
son Buick Co., Aberdeen, S. D., from 
A. R. Jacobson. Robins is a former 
employe of the firm. Jacobson has 
taken over a Buick-Pontiac deal- 
ership at Austin, Minn. 

a + x 


Barnett-Nash Opens 


Barnett-Nash, Inc., Topeka, 
Kans., has taken over the dealer- 
ship activities of Barnett Motors, 
Inc. The latter firm will continue 
in the finance and insurance busi- 
ness. Dealership officers are L. C. 
Barnett, president; Fred Allgood, 
vice-president, and Tom Mix, sec- 
retary-treasurer. 

* * * 


Bob Ditch Ford Opens 


Robert Ditch has purchased Dahl 
Motor Co., Heron Lake, Minn., from 
Sam Dahl, who founded the firm 
in 1927. The dealership will be 
operated as Bob Ditch Ford Co. 
Ditch formerly was a sales manager 





| sell Austin-Healy, MG, Austin, Eng- 


outlet. 
* o o 


Stoner Buys Anderson 


Wendell K. Stoner has purchased 


for Silliman Motor Co., Windom,| anderson Motor Co. (Chrysler- 


Minn. 


* * * 


Hi-Way Hudson Opens 


Anderson. Stoner formerly was as- 

sociated with his father, 
Hi-Way Hudson is a new dealer- Stoner, in a DeSoto-Plymouth 

ship in Sioux Falls, S. D. Wendell | dealership in Alden, Ia. 

Unverzagt is manager of the new 7 ° 

firm, and Arthur Althaus is sales Stephens Buys Salley 

manager. Albert Stephens, Little Rock, Ark., 

has taken over Salley Pontiac Co., 


102 East Beach, Billoxi, Miss. Jack 
A. Salley was the former owner. 


* * + 


Pendergrass Takes Deal 

John L. Pendergrass, a_ vice- 
president of Caudill Chevrolet Co., 
4156 Shelbyville Rd., St. Matthews, 
Ky., has taken over the dealership 
and renamed it Pendergrass Chev- 
rolet Co. Arthur Caudill has re- 
tired. 


Stephens was seven years with 
Van White Pontiac Co. 
+ * : 


Dry Adds Hudson 


Joe Dry, Inc., 1111-1115 E. Mich- 
igan St., Michigan City, Ind., has 
taken over the Hudson dealership 
from Brinckman Motors, 2600 E. 
Michigan St. Dry also is a Pack- 
ard and Willys dealer. Brinckman 


* + * 


Robertson Branches Out 


W. E. Robertson, who owns Inter- 
national Auto Sales & Service 


(Volkswagen), New Orleans, has| - 
opened Foreign Car Center, 1501 | 
| Tulane, New Orleans, where he will} CHEVROLET 


| lish Ford, Porsche, Mercedes Benz, | 


| Morris and Renault. He has named | 
Vv. E. Burke manager of the new| 


Plymouth), Ackley, Ia. from C. N. 


Webb 
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| Plymouth), 815 China St., Vicks- 
| burg, Miss. 
FORD s+ 
-| Mayhew to Handle Rover 
Logan Mayhew, Ltd., 547 W. Sixth 
Ave., Vancouver, B. C., has been ap- 
| pointed distributor for Rover. 


* * * 


Weeks Buys Indiana Dual 


E. P. Weeks, formerly of South 
Bend, has purchased the Cadillac- 
Oldsmobile dealership in Plymouth, 
| Ind. 


Young Opens with Pontiac 

Young’s Pontiac Co. has been 
opened in Coos Bay, Ore., by Wave 
Young, who was formerly in the 
automotive field in Newport, Ore. 





Keer’ 


“IT hate 
men, but I’m afraid you fellows 
haven’t the solution to territorial | 
security!” 


to discourage young 


Johnston Drops Nash 
| Karl Johnston has given up his 
Nash franchise in Tulsa, Okla. He 
had held the franchise since 1951 





will continue to handle 
Diamond-T trucks. 
* * * 


Davison to Handle Imports 
N. Earl Davison has opened 
Foreign Car Sales & Service, 8633 
Hancock Chrysler Opens S. Tacoma Way, South Tacoma, 
Kermit G. Hanceck has opened| Wash. He will handle Renault, Eng- 
Hancock Sales Co., Inc. (Chrysler-| lish Ford and Triumph. 





Right under his nose 
but does he see it’? »< 





x Joe Radano, 


LaFlam-Jentsch, Inc., Runnemede, N. J. 
saw it and made a distributor sale! 


Enroll your lubrication men in Socony Mobil’s lubri- 
cation training program. Experienced salesmen will 
teach them how to point out the need for parts and 
services to your customers. Qualified instructors will 
show them proper lubrication and inspection tech- 
niques, with emphasis on the make of car you sell. 
They’ll learn on the job . . . be more valuable to you in 
increasing your service absorption ratio. 


ONLY SOCONY MOBIL 
OFFERS ALL THREE: 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 


@ America’s Favorites—Mobilgas and Mobiloil 
@ World's Greatest Lubrication Experience 
@ Exclusive “On-the-Job” Training 


The customer didn’t know it, but 
the automatic advance on his 
distributor was faulty. Joe spotted 
it, though! Socony Mobil’s 
training program had taught him 
the importance of noticing worn 
or damaged parts. Result? The 
customer asked him to replace the 
automatic advance. . . increased 
absorption ratio for LaFlam- 
Jentsch, Inc. 











Introduced in 1909, the Hudson Model 20 was an immediate success. 


E HUDSON Model 20 made a pretty 

big splash back in 1909. Four thou- 

sand of our fathers: and grandfathers 
bought it, a record up to that time. 


And Hudson was launched with a triumph! 


Other models followed. The Super Six. . . 
the Essex .. . the Terraplane . . . each of 
them was a history maker. The first bal- 
anced engine . . . the first closed body... . 
the first all-steel body . . . the first step- 
down design. . . each of them contributed 
to Hudson’s success and to the progress of 
the whole industry. 


Today, with more than 80 of these im- 
portant firsts behind it, Hudson still offers 
features unique in its field. For, as a 
Hudson dealer, you can sell... 


@ Single-unit construction, the strongest, 
safest, most modern way of building cars. 


@ Unmatched room and comfort—the 
roomiest interior of any car, plus the three- 





times-smoother ride offered by exclusive 
Deep Coil Springing. 


e The world’s. newest V-8 engine, another 
first that gives the new Hornet Special V-8 
blazing- power and amazing economy... 
on regular gas. 


e Exclusive features, like luxurious reclin- 
ing seats, roomy twin beds, and lowest 
cost All-Season Air Conditioning. 


More firsts are on the way . . . firsts that 
will give Hudson dealers an even wider 
edge than the one they’ve enjoyed in the 
past. If you’re interested in the profitable 
Hudson franchise, contact your local Hud- 
son Zone Office; or write: V. E. Boyd, General 
Sales Manager, Hudson Motors Division, 
American Motors Corp., Detroit 32, Mich. 


(In Canada, contact: L. E. Fenn, General 
Sales Manager, Hudson Div., American 
Motors Sales of Canada, Ltd., 2951 Dan- 
forth Ave., Toronto 13, Ont.) 


Hudson 


HORNETS «+ WASPS + RAMBLERS © METROPOLITANS 


Products of American Motors 
Tune in “DISNEYLAND” —ABC-TV Network 








as 


From grandfather 
to grandson ...with 80 


big ‘firsts in between 


J 





The latest and greatest—the beautiful 1956 Hudson Hornet V-8. 
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Highways and Safety... 


State Roundup Gives 
Road Progress Report 





The following is a state-by-state | engineering firms will share the | 
roundup of new _ developments | fees. 
affecting highway-user taxation, fi- De_taware: Highway commission 
nancing and construction of free| has urged enactment of legislation 
highway and street systems: to empower the state to purchase 

Cauirornta: State reported that right of way for controlled access 


roads. Delaware is one of five 


170 miles of multilane divided high-| gates not having such authority 


ways have been completed since 





ae a MassacHuseTts: Alegislative 
May, 1955. The total is 1,474 and| ~ommittee has reported favorably | Estes Moves Into New Headquarters— 
310 miles are under construction. on a $200 million highway bond This modernistic building serves as the new headquarters for Herb Estes, Inc., (Ford), 
Co.oravo: Gov. Edwin C. Johnson | issue proposal. Sentiment among) j, ann Arbor, Mich. Air conditioned, the 72-by-226-foot dealership features the 
has approved a record highway committee members favored a one- | latest equipment for the showroom, offices and shop. Herb Estes is president. 


47,591,249 for the fiscal cent gas tax boost, but this was | 
budget of § e the Seon left to another committee. 


year starting July 1, 1956. MINNesota: Issuance of $10 mil-| that motorists, starting in 1957, | The tax would be imposed on 
Connecticut: An estimated $1,-| lion in highway bonds will call for will pay 5 percent more for all trucks licensed to haul 10 

625,000 for fees to private engineers | higher state motor vehicle license license plates to help pay for the | tons or more and buses weighing 

approved for design and consulta- | fees until at least 1970. The money | bridge bonds. 28,000 pounds or more. 


tion work on an estimated $14 mil-| will be used as follows: $4 million NesrasKA: Petitions are being New Hampsuire: J. O. Morton, 
lion repair projects on town roads| for bridge and approach construc- | circulated in a move to put a ton-| public works and highway commis- 
and bridges damaged in last year's} tion; $6 million for a new highway | mile tax proposal on the November | sioner, said that the state probably 
floods. The work was too much for | department building. | ballot. It is similar to the measure | will have to increase the gas tax 
highway engineers to handle. Nine The 1955 Legislature provided | which died in the 1955 Legislature. |from five to six cents to match its 


COMPARE: 


only ALEMITE 
ON-THE-CAR WHEEL BALANCER 
TA el el 










® Only Alemite Wheel Balancer never becomes obsolete 
— never any attachments to buy! (Note: Many 1957 cars 
will have 14” wheels. Alemite Wheel Balancer is ready 
for them right now!) 


®@ Only Alemite Wheel Balancer does a complete wheel 
balancing job on the car. . . does both “up-and-down” and 
“side-to-side” balancing! 


® Only Alemite does a perfect balancing job— without 
adding or removing anything from the car. 


®@ Only Alemite offers such complete free merchandising 
support! Everything you need to get into the profitable 
wheel balancing business. 


Yes, compare before you buy! Let an Alemite Wheel Bal- 
ancer bring you fast extra sales this vacation season and 
all year long. Ask your supplier about it today! 


MOST COMPLETE WHEEL BALANCING PACKAGE EVER OFFERED 





Eye-catching new Alemite Styling! Attracts at- FREE Merchandising Kit! Mailing pieces, news- 
tention, helps step up sales! Only Alemite’s Vue- paper ad mats, postcards, advertising hand bills. 
Scale Meter gives visual proof of the need for All powerful selling helps that make your serv- 
balancing . . . and shows the job has been done. ice department wheel-balancing headquarters! 
FREE Dealer Sign! The same sign your prospects Continuous National Advertising! “On-the- 
see in Alemite national advertising. Draws pre-: beam” ads in The Saturday Evening Post build a 
sold prospects to your service department! You ready-made market for you! Your customers are 
display a name famous for dependability! told about the need for your service! 


A Product of STEWART-WARNER CORPORATION 


Dept. C-66 
1826 Diversey Parkway 
Chicago 14, Illinois | & HH 
REG. U. 5. PAT. OFF. 





share of the pending Federal high- 
way aid. 

New Jersey: The Assembly has 
passed and sent to the Senate a 
bill to refer to voters a proposed 
$300 million highway bond issue. 
| With Federal aid, the bonds would 
| make possible a $2 billion highway 
|} construction program over a 13- 
| year period. 
| Also sent to the Senate was a 
| resolution calling for a study of 
construction of an $80 million 
east-west freeway through Essex 
County (Newark). 

New York: Gov. Averell Harri- 
|man has announced a tentative 
| $126 million highway program, with 
$60 million coming from Federal 
aid. He said this was in addition 
to $92 million the state intends to 
spend during the fiscal year. 

Ono: F. C. Redick, city service 
director, Columbus, O., has pro- 
| posed that $10 million bond issue 
be submitted at a special election in 
September so the city would be 
ready to take advantage of the new 
Federal aid program. 

VerMoNT: Some $9 million will be 
|used to eliminate gravel gaps on 
state roads under the $12 million 
| bond issue authorized by the 1955 
Legislature. 
| WASHINGTON: Don Eastvold, state 
|attorney general, has ruled that a 
|p roposed state constitutional 
|amendment to permit the state to 
|take quick acquisition of land for 
highways is not broad enough to 
j}apply to counties, cities or towns 


‘Regional Meeting 
On Traffic Safety 
Attended by 1,500 


Approximately 1,500 civic leaders 
and officials representing 14 mid- 
western states have met in Chicago 
at the Sherman Hotel for the Presi- 
dent’s Committee on Traffic Safety. 
This was expected to be the larg- 
est of four scheduled regional con- 
ferences, according to Harlow H. 
Curtice, president, General Motors 
Corp. and committee chairman. 
One of the speakers, Franklin M. 
Kreml, director, transportation cen- 
ter, Northwestern University, said 
the nation’s auto death toll could 
| be cut in half immediately by thor- 
}ough enforcement of safety laws 
and public cooperation. 

Spokesmen for most states repre- 
sented suggested state-wide volun- 
| teer civic groups to mobilize sup- 
port for highway safety. They said 
they would urge their governors to 
give such groups cabinet status. 


Aiken (S.C.) Firms 
Join Safety Check 


Sixteen dealers, garages and au- 
tomotive firms and 30 service sta- 
tions cooperated with the Aiken 
‘S. C.) Auxiliary Police Corps in 
the National Vehicle Safety Check 
for Communities during May, 
according to co-chairmen Bill 
Rogers and Vic Creasey. 

The 10-point inspections were 
made at the business places of the 
| cooperating firms or at community 
check lanes which operated week- 
ends. 

Participating automotive con- 
cerns were: Hollingsworth Chevro- 
let, Holley Motors, Parker Motors, 
L. T. Redd Garage, Turner-Johnson 
Garage, Tygard Buick Co., McEI- 
murray Pontiac Co., Gingery Bros., 
Burgess Motors, Waites Motor Co., 
T. Rodges Garage, Raborn Bros., 
Whittle Bros.. Enlows, Beason’s 
Alignment and Paddock Tire Co. 

x * 


* 


Ontario Police Examine 


500,000 Cars in 6 Months 


Ontario police have _ checked 
nearly 500,000 vehicles in the last 
six months, attorney general Kelso 
Roberts told the Ottawa Kiwanis 
Club. He called for maximum vol- 
untary observance of traffic regu- 
lations and contended that auto 
fatalities could be cut in half. 

He also recommended elimination 
of special privilege and political 
interference ‘in the traffic picture, 
advocated uniform enforcement 


‘and ticketing policies and urged 


|More extensive ‘warnings at rail- 
road crossings. 


N. H. Safety Show Held 


The New Hampshire Automobile 
Dealers Assn. and the New Hamp- 


shire Truck Owners Assn. were 
among the sponsors of a statewide 


auto safety show at Manchester. 
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push 


@ Windows that rise mysteriously 
when you push a button... power 
steering ...seats that glide forward at 
the flick of a finger...transmissions that 
shift for themselves—these are just a 
few of the bright new-car ideas that 
were engineered with a woman in mind. 


@ Fact is, new-car engineering often 
talks a woman’s language better than 
new-car advertising. A woman wants to 
know about each new engineering 
wrinkle that makes driving easier— 

but she prefers to hear about them in 
advertising that she knows talks 

just to her. And in a medium that talks 
to her—such as her favorite magazine. 


@ Ladies’ Home Journal has long 
made it a point to talk just to her. And 
the Journal must be uniquely successful 
at this because more women read the 
Journal—and are influenced by ideas in 
the Journal—than any other women’s 
magazine. So if you want to give 

your own woman-inspired engineering 
miracles a little extra push, remember: 
The No. 1 push with women 

is the Journal. 


Never underestimate the power of the No. 1 magazine for women... 


JOURNAL 


























Dayton Rubber Co. has named | 


A. G. Heller assistant to the vice- 
president in charge of tire sales. He 
formerly was tire sales operations 
manager. 

In other promotions, Gordon E. 
Williams was appointed replace-| 
ment sales manager, and M. D. 
Beetem, formerly service manager, 
was named to succeed Williams as 


truck tire sales chief. 
ok - * 


Willys-Overland Export 


Names van Merkensteijn 


M. A. van Merkensteijn has 
been elected a vice-president of 
Willys-Overland Export Corp. 

Van Merkensteijn originally 
was slated for a post in Canada 
and was trained in Toledo for 
that position. Due to experience 
acquired in Europe, however, he 
was assigned as assistant to the 
vice-president and general man- 
ager. Prior to that, he served in 


AUTOMOTIVE NEWS, JUNE 11, 





1956 











eral manager of the international 
| division of United States Rubber 
Auto P a 

Uu tT oO e r S Oo n n e | Mawdsley has been associated 

| with U. S. Rubber since 1929. 

His most recent position had been 

urer in 1952 and secretary-treasurer | commercial research and market 

in 1953. He will retain both posi-|®?4lysis manager. David H. Allen 
tions. | has been named general control in 
sas |manager of the international divi- | Smi 

| sion. Allen also started with U. S.| 
| Baker-Raulang Picks Parlon | Rubber in 1929. P 
William L. Parlon has been| er > . 
appointed manager of a new| Johnson Is Appointed . 
branch office of Baker-Raulang Co.| Kenneth D. Johnson has been fie 
in Milwaukee. | appointed -assistant to the general Sain 
a manager of manufacturing for mot! 
Borg-Warner Appoints Trailmobile Inc. Johnson formerly E. ( 
Pulli in M was quality manager for the auto- to t 
ulliam in Manufacturing motive division of A. O. Smith aol 
Andrew B. Pulliam has been ap-|Corp., Milwaukee. onet 
pointed director of manufacturing | + * Her 
ge cg! St ae eo Smith Appoints Sullivan suc 

or the last two years, Pulliam oe 
served as chief industrial engineer To Head Illinois Plant s 
for the New York Central System.; Thomas A. Sullivan has been} Nat 
| Prior to this he was with General; named works manager of A. O.| p- J 

Motors for 26 years. Smith Corp.’s Granite City (1,) | Richardson Succeeds Bradley— — 
~ Soa Plant. He was sales manager of William S. Richardson, right, president, B. F. Goodrich Co., Akron, receives gavel é x 
\U.S. Rubber Appoints the heat exchanger department. from Albert Bradley, chairman, General Motors Corp., following his election as co 
Medel d All Sullivan succeeds Peter S. Blake, | chairman of the National Highway Users Conference. Richardson's election to succeed ve 
Mmawastey an en who has been shifted to the staff | Bradley, who served as NUHC chairman since 1948, was announced at a meeting V 
Evan Mawdsley has been ap- of the manufacturing vice-president | of the Sixth Highway Transportation Congress in Washington. Sherman Adams, Wo 


Holland as an executive with 
Nederlandse K-F Fabrieken N. V., 
the company’s associated factory 
in Rotterdam. 


Burgess Promotes Balz 


To Sales Vice-President 


Charles E. Balz, sales manager, 
Burgess Battery Co., Freeport, IIL, 
has been named 
sales vice-presi- 
dent. 

A veteran of 16 
years with Bur- 
gess, he began his | 
career as an ad- 
vertising assist- 
ant and subse- 
quently was) 
named advertis-| 
ing manager, sales | 
promotion man- 

Charies E. Balz ager, assistant to 
the sales manager, and in 1953 he 
was appointed sales manager. He is 
a native of Freeport. 

* > * 


Woodside Promoted 


J. H. Carl Woodside has been 
appointed supervisor, retail sales 
and administration, B. F. Goodrich 
Canada, Ltd. He joined the com-| 
pany in 1946 as a buyer and mer-| 
chandiser and in 1953, was named 
assistant advertising manager. 

* +. * 


Hall Lamp Announces 


4 Executive Appointments 


C. M. Hall Lamp Co., Detroit, 
has named two new vice-presi- | 
dents, a secretary and a treas- | 
urer. 

The vice-presidents are Joseph | 
M. McCann, formerly assistant to 
the president, and Drew S. Holt, 
formerly production manager. | 
Leonard Orjada, with Hall Lamp 
and its predecessors 42 years, was | 
named secretary, and Donald S. 
Adam was appointed treasurer. 

a * * 


L-O-F Appoints Hegg 
General Sales Manager 


Clinton F. Hegg, vice-president 
of L-O-F Glass Fibers Co., has| 
been named general sales manager. 
He was formerly 
in charge of the 
automotive sales 
division. 

In his new post, 
Hegg replaces J. 
M. Johns, who 
resigned. Hegg 
will headquarter 
at the firm’s gen- 
eral offices in 
Toledo, directing 
sales activities in 
the automotive, 
textile mat and general products 
divisions. 


| 








® x * 


Budd Names Jackson 


Edward W. Jackson has been 
named manager of Budd Co.’s 
Charlevoix Ave. plant in Detroit. 
He joined Budd in 1929 and most 
recently was Charlevoix works 
manager. 

= * * 


Budd Elects Lallou 


George E. Lallou, secretary- 
treasurer of Budd Co. has been 
elected a vice-president. by the 
board. Lallou joined Budd in 1936 
as assistant treasurer after serving 
with the Federal Reserve Bank of 
Philadelphia. He was elected treas- 


pointed assistant to L. C. Boss, gen- 


(Continued on Page 33, Col, 1) 


center, assistant to President Eisenhower, observes the passing of the gavel. 
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AC has gone “all-out” to bring you a complete package that 
will put you into the vast new market opened up by Guide 
T-3 Headlamps and the Guide T-3 Safety-Aiming System. 


The program comes in one big bargain package and it is 
pitched on a tested sales slant—asking the driver to “pull 
the switch” so his lights can be checked. This gives you the 
driver’s attention—makes it easy to sell the idea of pleas- 
anter night driving with more light—aimed right. T-3 
Lamps, T-3 Aimers—huge selling display, aimer display 
board tool rack, instruction manual, and sales materials 
all at one low price! 


Used to be that headlamps stayed as they were when the 
car was bought. No one replaced unless a lamp was burned 
out or broken. Few cars had lights properly aimed. 


That’s all being changed. Guide advertising is telling your 
customers that better lights—T-3 headlamps—are avail- 
able. This advertising is spelling out the driver benefits as- 
sured by your T-3 Aiming System. AC and Guide are steer- 
ing this business your way by emphasizing and selling T-3 
Aiming in mass-circulation magazine advertising over and 
over again—making sales for you. 


Guide T-3 Headlamps can be installed and perfectly aimed 
in minutes in broad daylight. This puts headlamp selling 
on a 24-hour basis. Ask your AC supplier for the facts! 











SELL THEM 
IN PAIRS! 


oe 


There’s Real Volume Business Here... 
50 Million Headlamps Can be Wrong! 


Yes, it's estimated that as many as 50 million headlamps 
in service today can be improperly aimed. This great AC 
Guide T-3 Headlamp program is designed all the way to 
bring a new kina of headlamp replacement opportunity 
your way. 





‘PULL THE SWITCH’ 
ss 
oe 


HEADLAMPS 
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(Continued 


in Milwaukee. Sullivan 


Smith in 1950 


joined 


Pittsburgh Plate Ups Three 

Fred C. Pace, formerly manager 
of Pittsburgh Plate Glass Co.’ 
Nashville distributing branch, has 
been named manager of the Balti- 
more branch, succeeding Theodore 
E. Culler, who has been transferred 
to the home office in Pittsburgh as 
issistant operations manager of the 
merchandising division. Harold J. 
Hertenstein has been named to 
succeed Pace at Nashville 


* + 


Ss 


National Electronic 
Names 3 Sales Reps 
National Electronic Mfg. Co. has 


announced appointment of the fol- 
lowing sales representatives: 


William C. Appel, Huntington 
Woods, Mich., and Guy B. Corn- 


well, Cleveland, known as Appel- 


FROM. AC 


IN THE 
BIGGEST 
BARGAIN 
PACKAGE 

IN THE 

INDUSTRY! 


from 
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Cornwell Sales Co 
and Michigan 

Herman J. 
mingham, Ala 


will cover Ohio 


Downey & Co., Bir- 
, Will cover Alabama, 


Mississippi, Tennessee and Ken- 
tucky 

Lew W. Erlichman Co. Phila- 
delpia, in addition to its present 


coverage, will cover West Virginia. 


Vorth Shore Appoints Adams | 


The appointment of Richard D. 
Adams as vice-president and 
general sales manager has been 
announced by North Shore Name- 
plate Inc., Bayside, L. I., N. Y. In 
his new position, Adams will handle 
the administration of a national 
sales organization and market de- 
velopment for the firm. 


Lapointe’s Crosby Accepts 
Post in U.S. Agency 


Joseph P. Crosby, vice-president 


and director of Lapointe Machine 


AUTOMOTIVE NEWS, JUNE 11, 


1956 





Fiberglas Enclosure for Jeep— 


The application of Fiberglas reinforced plastic in the automobile field, c 
streamlined enclosure for the Willys Jeep, has been introduced by Reinforced Plastic: 
Corp., Vineyard Haven, Mass. The two side doors are removable while the rear doo: 
slides upwards and inside the roof. The removable top is held to the Jeep body by 
six fastenings. 


latest 


Tool Co., Hudson, Mass., has been| ministration, U. S. 
appointed director of the metal- | Commerce. 

working equipment division, Vacant since last October, the 
business and Defense Services Ad-| post has been occupied during the 
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| president 
|sold his interests in the latter firm 


33 
jinterim by Niels A. Olsen as act- 
jing director. Olsen is permanent 
deputy director 


of the division. 


. 


Leterman Heads Atlas 


Leonard Leterman has _ been 


| named president and sales manager 


of Atlas Float & Valve Co., Harvey, 
Ill. Leterman, for 37 years vice- 
of Leterstone Sales Co., 
to Continental Chi- 
cago. 


Bearing Co., 


Hoover Ball & Bearing 


|Elects 9 Directors 


The following have been elected 
directors of Hoover Ball & Bear- 
ing Co.: Waldo M. Abbot, William 
Arnold jr., William L. Brittain, 
Harry B. Hammond, Joseph C. 
Hooper, Cone W. Lighthall, Clif- 
ford H. Simmons, John Swisher 
and William E. Watrous. 


Clifford H. Simmons was re- 
elected president and will serve 
as chairman to replace Lighthall, 
who has retired from that post. 

« * * 


Lincoln Promotes Kroll 


Norman F. Kroll has _ been 
appointed quality control manager 
of Lincoln. He has been with Ford 


Motor Co. since 1934 and most 
recently has served as_ technical 
assistant for Lincoln's production 
operations, 


* * . 


Basham Is Appointed 


Appointment of James E. Basham 
as regional representative for the 
| National Highway. Users Confer- 
ence has been announced, Basham 
will represent the conference in 
Missouri, Kansas, Arkansas and 
Oklahoma. For the last 4's years, 
he has served as manager of the 
Crookston (Minn.) Chamber of 
Commerce. 


* + 


Auto Crat Seat-Belt Office 


To Open in Detroit Area 


Auto Crat Mfg. Co., Los Angeles, 
manufacturer of seat belts and belt 
hardware, is opening an office in 
the Detroit area at 1030 Penniman 
Ave., Plymouth, Mich. 

W. A. Leonard, eastern 
manager, will be in charge. 

, * * 


Smith Names Morgan; 


2 Others Appointed 


O. A. Smith Corp. has created a 
new office of director of purchases 
and named Milton E. Morgan, with 
lthe firm 21 years, to fill the posi- 
| tion. 
| At the same time, Smith 
|announced appointments of three 
assistant sales managers in auto- 
motive products. They are R. A. 
Wendorf, D. H. Stieber and R. A. 
Panlener. 


sales 


* ot 7” 


Lindgren Named 
Roy A. Lindgren has been named 
general manager of International 
Harvester’s steel division. 


Dodge Promotes Cawthon 


In Car Manufacturing 


Promotion of William C. Caw- 
thon to the position of general su- 
|perintendent of Dodge car manu- 
facturing has been announced. 

He formerly was engineer-in- 
charge of body and special engi- 
neering operations for Dodge and 
had held similar positions in con- 
nection with advanced car building 
and trim engineering since starting 
with Dodge as a chassis engineer in 
1947. 


* * * 


Vulcan Appoints Fahey 


Gerald J. Fahey has been named 
sales representative for Vulcan 
Containers Inc. Fahey will repre- 
sent Vulcan in the Detroit area. 
Fahey was purchasing agent for 
the Detroit Adhesives & Coatings 
division of Minnesota Mining & 
Mfg. Co. ae 

7” 


Textileather Appoints 


Ryan and Reifsnider 


Textileather division of General 
Tire & Rubber Co., Toledo, has an- 
nounced promotions of Lawrence 
F. Ryan jr. to co-manager of the 
Chicago branch sales office and 
John M. Reifsnider to a sales prod- 
uct manager in the Toledo office. 

Ryan has been associated with 
Textileather for five years, serving 
the last two as a sales product 
manager in Toledo. Reifsnider re- 
places Ryan. 
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TUNE-UP CHART — The Tasco Ignition 
Tune-Up chart, revised to include data for 
1956 model cars, is now available. The 
chart condenses all essential information 
on one 18 by 28-inch surface that may 
be hung on any wall for convenient re- 
ference, it is claimed. Copies may be 
had by writing Tasco Products, Inc., 199 

ou eS 


Swish Motor Degreaser 


Available in Larger Cans 


Swish motor cleaner and de- 
greaser is now being produced in 
16-ounce Aerosol cans instead of 
the conventional 12-ounce cans, 
according to the manufacturer, 
Montgomery Chemical Co., Jenkin- 
town, Pa. 

Swish contains no acid or alkali 
to harm metal surfaces, and, in ad- 
dition to its use as a motor and 
machinery cleaner, it can be used 
as a cleaner on painted surfaces, 
clothing and upholstery, it is 


claimed. 
* * * 





TRANSMISSION JACKS — A line of 
transmission jacks to handle all transmis- 
sion repair needs has been marketed. 
Called T-Lifts, they are available in three 
models, T-1, T-2 and T-3. The model 
T-1, above, is designed for on the floor 
service, and is said to “float” transmis- 
sions safely in any direction. Models T-2 
and T-3 serve cars standing on two-post 
lift or over a pit. These jacks have a 
special positioning carrier, which tilts 
forward 28 degrees, backward 10 degrees, 
right and left 13 degrees, and also slides 
laterally three inches, it is claimed. Black- 
hawk Mfg. Co., Milwaukee 46, Wis. 

*- &: * 
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NEW PRODUCT 


Floor Resurfacer Resists 
Acids, Alkalis and Grease 


A heavy-duty floor resurfacer 
that is said to resist the attack 
of acids, alkalis, water, oil and 
grease when applied over wet con- 
crete or old floors has been mar- 
keted. 

Called Rockflux, the material is 
said to have three times the com- 
pressive strength and four times 
the serviceability of. concrete. Man- 
ufacturer says the product makes 
a perfect bond to concrete, making 
%-inch patching or. resurfacing 
practical and permanent. Flexrock 
Co., 3601 S, Filbert St., Philadelphia 
1, Pa. 
} 


| steel 
| plywood. The retractable wheels have hydraulic brakes and large six-ply truck tires.| J}qgke Chemical Announces 








| 
' 
| 
UTILITY LANTERN—A battery-powered 
utility lantern, designed to replace the 
old-fashioned kerosene or gasoline fueled 
lantern, has been developed by Burgess 
Battery Co., Freeport, Ill. The all-purpose 
Radar-Lamp features a cottage-type light- 
head incorporating a compact 24% by 
24-inch circular unbreakable clear chim- 
ney which throws a wide circle of bright 
light. There are no wires to connect or 
spring contacts to make, it is said. It uses 
a unified battery-and-case created to in- 
corporate two standard 6-volt lantern bat- 
teries wired in parallel. The lantern head 
is attached to the battery with two simple 
screw caps. 


e * 


* * = 


Cleaner-Polish Combination 


Marketed by Hollingshead 


A paste-type cleaner-polish com- 
bination, called Hi-Shine, has been 
introduced by the Automotive Divi- 
sion, R. M. Hollingshead Corp., 
Camden 2, N. J. 


Hi-Shine is said to be tailor-made 
for fast, once-over cleaning and 
waxing of all car finishés, regard- 








COMBINATION TRAILER-HOUSEBOAT—The Neptuna is a 28-foot land and water 
cruiser that is said to combine all the advantages of a convenient house-trailer 
with complete facilities of a houseboat. The unit has built-in sleeping accommodations 
for four, kitchen facilities, lavatory and spacious storage space. On land, the Neptuna 
is towed in the same manner as a trailer. On water, it is propelled and steered 
by any ordinary outboard motor, it is claimed. The body (hull) is a rugged welded 
frame and plates with corrugated bottom; the deck is covered with marine 


Neptuna Corp., Dept. AN, 723 Sonora Ave., Glendale, Calif. 


= 2 = * * * 


Chek-Chart Corp. Publishes 


Lubrication Chart, Booklet 

The latest editions of the Chek- 
Chart motor oil and gear lubricant 
recommendations wall chart and 
booklet are now available. 

The publications list the lubricant 
type and grade, plus capacity, for 
crankcase, transmission, gear unit 
and differential, in addition to cool- 
ing system and gas tank capacities, 
for cars, trucks, farm _ tractors, 
school buses and motor coaches, 
motorcycles and outboard motors. 
Chek-Chart Corp., Sales Dept., 33 E. 
Congress Parkway, Chicago 5, IIl. 





EXHAUST TUBING — A stainless steel 
flexible exhaust tubing, capable of with- 


standing constant exhaust temperatures 
up to 1,250 degrees Fahrenheit without 
damage, has been marketed. Said to 
be vibration-absorbing and _  corrosion- 
resistant, the tubing is available in two 
types. Type U-140-S incorporates a soft 
copper wire packing which functions to 
plate the interlocking flexible tubing 
joints while in use to provide maximum 
flexibility under extreme vibration and 
high operating temperatures. Type U-120- 
S is of similar construction, but does not 
have the copper wire packing. Universal 
Metal Hose Co., 2133 South Kedzie Ave., 
Chicago 23, Ill. 


® * ” 


Silicone Fluid Cleans, Glazes 


All Automobile Surfaces 

A silicone fluid that is said to 
clean and glaze all automobile sur- 
faces, including paint, chrome and 
glass, has been marketed by Wal- 
bern Laboratories, 2220 East Logan, 
| Decatur, Ill. 
BATTERY CHARGERS — The 1956 line| There is a Walbernize Cleaner 





less of make or age. The product 
cleans surfaces, and at the same 
time, leaves wax coating, it is 
claimed. 


SAFETY BELT—The Guardsman, an all- 
nylon web safety seat belt, has been 
marketed by Narrow Fabric Co., Reading, 
Pa. Although light in weight, the material 
is said to be stronger than any other 
belt material on the market, and less sub- 
ject to mildew, heat, moisture, rot or 
general wear and deterioration. The 
metal-to-metal buckle is chrome plated, 
and all metal parts are of chrome alloy 
steel, it is claimed. It is adaptable to 


either front or back seat. 
eo. 2 





O-Ring Lubricant 

Parker O-Lube, a new material 
that is said to extend the service 
life of synthetic rubber-o-rings, has| MIRROR—Manufactured by Safety Mfg. 
been announced by Parker Appli-|Co., inc., 2011 Truman Rd., Kansas City, 
ance Co. The grease is applied to} Mo., the Dual-Field safety mirror is said 
both o-ring and the metal surface. | to eliminate blind spots that are found in 
It is packaged in four-ounce tubes | conventional rear-view mirrors. Mounted 
and is described in catalog 5840, | on the door or a fender, the mirror allows 
vailable from T. J. McCuistion, | the driver to see a car approaching from 
Rubber Products Division, Parker | the rear until it passes, it is claimed. The 
Appliance Co., 17325 Euclid Ave.,|unit features chromium plating through- 
Cleveland 12, O. : out. 


of Willard battery chargers and testers 
includes four mobile (wheeled models) 
fast chargers, four portable chargers and 
four series chargers. The featured model 
is the MAT-10-A, above, a combination 
charger-tester, automatically adjusting for 
either six or 12-volt batteries, it is said. 
The built-in-tester boasts an automatic 
load selector with individual cell readings 
and special prods which penetrate the 
sealing compound of 12-volt types with- 
out gouging, it is claimed. All units have 
been redesigned for greater streamlined 
beauty and ease of handling, it is said. 
Willard Storage Battery Division, 246-286 
East 131st St., Cleveland 1, O. 


* * * 


U. S. Plywood Restyles 


Color Line of Kalistron 


A restyled color line has been 
developed by U. S. Plywood Corp. 
for Kalistron, vinyl wall covering 
material. The new line represents 
a shift of emphasis from subdued 
“antique” tones to more striking 
colors, the firm said. 


A highlight of the new selection 
is “Shadowlines,” the first figured 


Kalistron pattern made available, 


according to Warren Poitras, man- 
ager of U. S. Plywood’s flexible ma- 


terials division. It is available in 


cloud white, sea green, champagne, 
Dutch blue, desert mauve and lime. 


|and Glaze for hand application, one 
for buffer application, and Wal- 
bernize Creme Glaze designed pri- 
marily for new-car finishes. 








RESURFACING KIT — Resurfacing of all 
types of automatic transmission drums is 
said to be possible with Barrett Adapter 
Mounting kits. Eight kits are available 
for handling current models on any brake 
drum lathe with a one-inch arbor. Each 
kit contains the attachments necessary for 
one of the following transmissions: Dyna- 
flow, Powerglide, Hydra-Matic, Ultramatic, 
Powerflight, Fordomatic, Mercomatic and 
Flightomatic, it is claimed. A _ universal 
kit for handling the above transmissions 


is also available. Barrett Equipment Co.,! 


Twenty-first and Cass Ave., St. Lovis 6, Mo. 





FENDER-MOUNT MIRROR — A fender- 
mount ring mirror featuring a streamlined, 
extra-long base has been added to the 
Supersite line of mirrors. Called the No. 
51 Superjet, the unit features and adjust- 
able spring tension at the mirror head so 
that it can be tightened to a fixed posi- 
tion. The 42-inch round head bevelled 
mirror head is replaceable, it is claimed. 
Supersite Corp., 300 Seymour Ave., Derby, 


Conn. 


« + 


Improved Oil-Leak Sealer 

An improved Oyltite-Stik for 
sealing oil leaks under greater 
pressure and temperature has been 
announced by Lake Chemical Co., 
3052 W. Carroll Ave., Chicago 12, Il. 


A new formulation of a widely- 
used product, Oyltite-Stik has 
proved satisfactory for use on hot 
oil pipes where pressures up to 75 
psi and temperatures up to 400 
degrees are encountered, it is 
claimed. It is said to seal cracks, 
pinholes, rusty parts in weld in oil 
tanks, pipes and containers of all 
kinds. 





wits 


VACUUM CLEANER—Construction and 
design changes common to the entire 
Premier line of heavy-duty vacuum clean- 
ing units are shown by these two models. 
The PS-901, left, features a stainless steel 
tank, previously available only on special 
order but now regularly produced and 
optionally offered in addition to stand- 
ard steel construction. The P-909, right, 
displays the three-color industrial enamel 
finish that will replace the solid gray 
paint previously used on standard steel 
models. Premier Co., 755 Woodlawn Ave., 
St. Paul 1, Minn. 


* * x 


Bridgeport Introduces 
Hot-Cold Tube Valve 


A rubber-base replacement tire 
valve designed to be aplied either 
cold or hot has been developed 
by Bridgeport Brass Co., Bridge- 
port, Conn. 

Now available through jobbers, 
the valves are available for car, 
truck, bus, tractor and bicycle 
tubes. They are said to provide 
a positive valve-to-tube bond 
whether applied cold or with 
heat. 


* ok = 


Muffler Sales Kits 


Prepared by AP Parts 


AP Parts Corp., Toledo, has pre- 
pared a new merchandising kit for 
muffler specialists. It contains a 
brochure of selling tips, window 
streamers, decals, post cards, in- 
spection tags and inventory control 
data. 

The kits are free and are supplied 
by AP wholesalers. 
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a s dinner with my daughter, 


Jane, at Luchow’s the other 
night. You know how smart your 
children think you are when they’re 
little. Then you suffer through that} 
awful period when you think your 
kids couldn't be yours they've be-| 
come so impossible—and they obvi- | 
ously think you are pretty dumb, 
too. 

Then they grow up amazed to | 
find you've learned so much since 
they last noticed you, and you 
discover they’re pretty smart 
after all. 
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copy for the Cleveland Symphony, 
which was going “on the rocks.” 
I'd already suffered several eve- 
nings all dressed-up in my soup 
and fish sitting in the Symphony’s 
diamond horseshoe. But I got 
Janie to sharpen some more pen- 
cils and went to work on a full- 
page ad for the Cleveland Plain 
Dealer. 


Jane, a writer herself today, says 


nothing in the ad about ‘Irish Eyes 
Are Smiling,’ your favorite shaving 
song. Nor ‘East Side, West Side’ 
and ‘Sweet Rosie O’Grady’ — the 
songs you sang on our wind-blown 
rides in an open car.” 

But it evidently helped to get the 
symphony going on all cylinders, 
because soon after they were able 
to hire Nikolai Sokoloff, the famous 


| director, and the Cleveland Sym- 


phony has been tooting along 


| smoothly ever since. 


* * * 


Jane on the Spot 


Anyhow, Jane and I got to talk-| - SEEMS I put my daughter on 


ing about advertising. And she said, | 


“Isn't it about time I got you to) least. 


the spot a couple of times at 


“Remember when the New 


remembering in your column about! Yorker published that crack you 


‘the time when’. . .?” By golly she| 
does read her old man’s stuff. 

Well, I didn’t think I came off so 
badly last time. So with a little arm- 
twisting I agreed to do this column 
on episodes we recalled over the 
hassenpheffer at Luchow’'s 

* * - 


‘Aphrodite’ Banned 


Af THE time Pierre Louys’ lit- 
erary classic, “Aphrodite,” was 
banned in this country, I was doing 
a lot of traveling making speeches 
about the automotive industry. One 
long afternoon four of us were kill- 
ing time in a drawing room enroute 
to Portland where I was to speak 
before the Chamber of Commerce. 

That was in the roaring ’20s, 
and we got to talking about cen- 
sorship ... predicting that prud- 
ishness would end and money’d 
go on forever. I had a copy of 
Aphrodite, and I bet $500, even 
money, each of us could slip a 
piece of paper into the book at 
random—and that I could pick 
any one of them and use ver- 
batim a paragraph on one of the 

two pages. 

I pulled out the first marker and 
opened to a beautiful description 
of Alexandria seen from a high 
point on the banks of the Nile. It 
reminded me of Portland. It won 
me the money and made my speech. 
I heard later that a group of busi- 
nessmen sent out hundreds of 
copies. 

“You know, Daddy, I never really 
appreciated that story until I drove 
down the Columbia River to Port- 
land. At Crown Point,” Jane said, 
“Just as the sun began to set I 
saw Portland for the first time. 
The city spread over the vast delta 
of the Willamette, from the wooded 
shores to the darkening hills .. . 
just like Alexandria on the Nile 
Delta. How did Louys’ lines go? 
‘Beyond the obscure blue slopes the 
eternal sea... .?’” 


“. . . Shuddered beneath the im- 
mense scintillation of the night.” 
That came later. Pierre Louys’ 
words began to come back to me. 


It went something like this: 


“Setting suns beyond the harbors; 
peerless glories of maritime cities 
.. . torrential flames ... from the 
sun, half plunged into the sea... 
flowed .. . to the curved shore of 
the woods ... Far away in the 
purest atmosphere that ever united 
heaven and earth, a slight red trail 
... Something, something. . . trem- 
bled upon the brightness of the 
ocean beneath the rising moon.” 

That last sentence really got 
them. 

“And no one ever suspected you?” 
asked Jane. 

If they did, they probably 
thought I'd cribbed it out of a Cali- 
fornia Chamber of Commerce bro- 
chure. 

* * + 

Symphony Copy 
HEN Jane remembered the Sun- 
day when Della Hughes came 
out to our house in Cleveland. I 
was working on an advertisement 
for the Jordan car. Jane, about 8, 
had sharpened a flock of pencils 
for me and was sitting on the floor 
by the fire watching me “rough in” 

a layout and write. 








Della wanted me to write some | 


| 


|she was impressed by my sudden| 
| knowledge of music, but she said, | 
|“I was disappointed that there was| 





Rolly Motors Signs With Hudson— 


Rolly Motors, Inc., Scarsdale, N. Y., owned by Roland B. Stearns, president, and 
William Schoenfield, vice-president, has been added to the list of Hudson dealer- 
ships. A former Chevrolet dealership for the past 10 years, the building comprises 
20,000 square feet of floor space devoted to showroom, and part and service. A used- 
car lot adjoins the main building. 





later when my young husband read 
that piece he demanded: 

“*Who the hell is Sammy?’ 

“I never was able to remember 
Sammy’s last name. But he was 
a nice little kid and the Jordan 


made at an automobile show about 
having designed a_ standard-built 
roadster because I'd said I'd like a 
canary-colored roadster to take 
Sammy riding in... the boy next 
door? I was only 6 then, but years 


35 


Playboy was the answer to my 
dream. 

“And then that calamitous quote 
you gave me when I was sweet 16 
at Miss Choate’s School in Bostcn. 
I guess I did really say it—but toa 
friendly audience. One morning 
after breakfast a tight-lipped, de- 
cidedly unfriendly-looking Miss 
Choate silently held out to me a 
copy of the Boston Transcript. 
Prominent on Page One you had 
me sounding off about education: 


“‘Tf a girl’s good-looking, college 


is unnecessary—if she isn't, it’s 
inadequate.’ ” 
Well, Janie, if you’d been older 


and a public official, you’d simply 
have denied you ever said it—‘the 
reporter distorted our interview.” 

P. S. Times change. Today, “Aph- 
rodite, only slightly muffled, is on 
the newsstands for 25c. With room- 
ettes and taxes, four men in a 
drawing room and $500 bets have 
become obsolete. Roadsters are 
commonplace. Schools have learned 
the value of publicity and a sense 
of humor. But young husbands still 
want to know “who the hell was 
Sammy?” The sun is still to be 
seen plunging into the sea beyond 
maritime Portland . .. when it isn’t 
raining. 
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in Continental Mark 7 engines 


Continental Division—Ford Motor Company...like many other leading engine 


manufacturers selects and distributes ... for authorized replacement service 


PERFECT CIRCLE 


2in 1 chrome piston rings...the standard of comparison 
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Long Completes 
Modernization 


DETROIT. — Completion of 
major stages of a million-dollar 
modernization program to ready 
Long manufacturing division of | 
Borg-Warner Corp. for manufac- | 
turing diversification was inspected | 
by the corporation’s Long super-) 
visory board during its annual | 
meeting here. ° 

T. J. Ault, president and general | 
manager of Long division, was | Trailers Used in Rail-Road Service— 
host to Borg-Warner officials for! - Western Pacific Railroad Co. has installed a “piggy-back" freight service in con- 
a tour of the plant at 12501 De-/| nection with Haslett Warehouse, San Francisco, and Lodi Truck Service, Sacramento, 
Quindre, renovated under his direc- | Calif. Using eight Fruehauf model FD trailers, the operation is the connecting link 
tion. | between two railway lines, the great Northern Railroad and the Santa Fe. 


Quantity 


1956 


Bulletin Board... . 


#| Hercules Hoists, Models 330 and 


| 340 — 
|Hercules 
Galion, O. 


Bulletin 164, two pages, free. 
Steel Products Co., 


* * 


Wheel-Bearing Data 


Care of wheel bearings—folder, 
free. Replacement sales division. 
Chicago Rawhide Mfg. Co., Elgin, 
Ill. ; 


. ¥ * 


W orkmen’s Compensation 
“A New Way to Reduce Work- 


PRODUCTION 


o 


GREY IRON CASTINGS 


ONE OF THE NATION’S 


LARGEST AND MOST MODERN 


PRODUCTION FOUNDRIES 


k 
od’ 


ESTABLISHED 1866 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 


men’s Compensation Insurance 
Costs” 44 pages, free. Liberty 
Mutual Insurance Co., 175 Berke 
ley St., Boston 17, Mass. 
* x * 
N. Y. Lighting Chart 
Wall chart on New York new 
commercial vehicle lighting regula- 
tions—free, Signal-Stat Corp., 523- 
539 Kent Ave., Brooklyn 11, N. Y. 
* % * 


Burr Removal 
A bulletin describing the removal 
|of fragmentary burrs from finish- 
|machined cast iron or nonferrous 
| parts four pages, free. Modern 
Industrial Engineering ‘Co., 14230 
Birwood Ave., Detroit 38, Mich. 


* * * 


Handbook of Patents 


| “Handbook of . Patents’ 1,000 

|pages, $15. W. H. Anderson Co., 

|Box 427, Dayton, O. 
* 


* * 


GE Buyers Guide 
Buyers’ Guide for GE welding 
equipment 20 pages, free. 
General Electric Co., Schenectady 
6, N. ¥. 


* * * 
Disogrin Properties 

Physical and chemical properties 

| of Disogrin—six pages, free. John 

| Farley, Director of Public Rela- 

|tions, Greer Hydraulics, Inc., New 

York International Airport, Jamica 
130, N. Y. 


+ 


Alcoa’s Im pacts 


| “Alcoa Impacts—Design Manual” 
|—32 pages, free. Aluminum Co. 
|of America, Room 776, Alcoa Build- 
ing, Pittsburgh 19, Pa. 
* * * 


Cap-Screw Schedules 


A schedule of case quantities and 
approximate gross weights for hex- 
|agon head cap screws 5 cents 
per copy or discount of 25 percent 
jon orders of 100 or more. Super- 
|}intendent of Documents, Govern- 
|ment Printing Office, Washington 
| 25, D. C. 

” a x 


Box Sealing 


“How to Seal Corrugated Ship- 
|ping Boxes,” an outline of recom- 
|}mended procedures to cut losses, 
|reduce waste and speed sealing 
|methods — 24 pages, free. Hinde 
and Dauch, Sandusky, O. 


# . 


Use of Rubber in Autos 


“Rubber in Automobile Engi- 
neering”—204 pages, 75 cents. 
Natural Rubber Bureau, 1631 K 

| St, N. W., Washington 6, D. C. 


Poweramic Tool Grinder 


“The New Poweramic Grinder” 
six pages, free. Wesson Co., 1220 
| Woodward Heights Blvd., Detroit 
| 20, Mich. 
“ . 
Automation Study 
| “Automation — What’s Ahead?” 


| summarizes results of a recent sur- 
vey of the effects and future of 
| automation—12 pages, free. Ameri- 
can Society of Tool Engineers, 10700 
Puritan Ave., Detroit 38, Mich. 
* * * 


Fluid Power 


“How Fluid Power Serves Indus- 
try and You” explains the art of 
generating, controlling and apply- 
ing pumped and compressed liquids 
as a power source—free. National 
Fluid Power Assn., 1618 Orrington 
Ave., Evanston, Il. 


Portable Conveyors 


Two new bulletins describe port- 
able inclined belt conveyors, the 
Rapistan Stevedore Jr. and the 
Aluminum Stevedore Jr.—free. Rap- 
ids-Standard Co., Inc., 342 Rapistan 
Bldg., Grand Rapids 2, Mich. 

* * * 


Engine Corrosion 
“Corrosion in Engine Cooling Sys- 
tems Containing Aluminum: A Lit- 
erature Survey,” a _ bibliography 
covering sources available during 
the period 1926 through June, 1955 
—31 pages, $1. Office of Technical 
Services, U. S. Department of Com- 

merce, Washington 25, D. C. 

a” cS os 


Storage Space 


Catalog with tips on how to plan 
installations and order shelving in 
more than 1,000 combinations-— 
free. Hallowell Division, Standard 
een Steel Co., Jenkintown 44, 

a. 
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Media buyers agree— 
circulation claims are the 
most confusing things in 
publishing today . . . 


MOST SAY: TO EVALUATE CIRCULATION ... 
CONSIDER THE METHOD USED TO SECURE IT! 


Just for the record, here is the circulation pro- @ No sample copies to subscribers. 


eurement policy that has directed the growth of 


Automotive News for over 30 years. @ No subscription selling force. 


@ Subscribers pay $8.00 a year—highest in the @ No commissions to subscription agencies. 


And yet: a constant # 59% or better, re- 


newal rate. 


automotive industry. 
@ No “free” lists. 


@ No “cut-rate” subscription offers. 
Yes ... this is the Automotive News circulation 
© No premiums or rate books. policy—and it leaves no doubt about quality 


@ No arrearages or extensions. readership and editorial superiority. 


The Newspaper of the Industry 





2666 PENOBSCOT BLDG. DETROIT 26, MICH. 


REPRESENTATIVES: 


NEW YORK: Edword Kruspok, Advertising Mgr... Ray Billingham, Howard E. Bradley, 51 E. 42nd %t., Murrey Hill 7-6871 
DETROIT: R. L. Webber, Michigan Mgr., William R. Meas, Rey Holihan, 2666 Penobscet Bidg., Woedwerd 3-0495 
CHICAGQ, J. Goldstein, Western Mgr., William H. Gallagher, 360 N. Michigan Ave., State 2-6273 
LOS ANGELES: R. H. Deibler, 2506 West Eighth Street, Dunkirk 3-0303 
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Great Umbrella BIG ATTRACTION in Concord, N. C. 


THE McFARLAND "GREAT" UMBRELLA—pictured above is one of two ‘‘Great"’ 
Umbrellas on the Reliable Motor Company's large lot in Concord, N. C. Since these 
McFarland ‘Great’ Umbrellas were installed, the Reliable lot has been the high spot 
of attention in Concord. The results—more customers and more sales. Learn how the 
McFarland “Great” Umbrella (21 foot spread) and ““WHIRLABOUT,” the Great Umbrella 
that turns, will help your business. Get full color illustrated booklet. Write, wire or 
call the McFarland ‘‘Great'’ Umbrella Company, Division of the McFarland Awning 
Corporation, 742 S. W. 8th Street, Miami, Fla.—Phone—FR. 4-8153. 
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By Martin L. Whitmyer 
Staff Writer 


Motivational research is one of 
the art airector’s greatest allies, for 
it has proven that the artist’s in- 
stinctive convictions about adver- 
tising illustrations cause better 
readership in all ads, says Frank 
D. Baker, senior art director of 
McCann-Erickson advertising 
agency and president of the Art 
Directors’ Club of New York. 

Speaking before the Art Direc- 
tors Club of Detroit, Baker. said 
a very wonderful thing is hap- 
pening in our business. 

“For perhaps the first time, the 
creative person and the consumer 
are together on the same side,” 
Baker said. “The creative person 
has always believed in emotional 
pictures, but in the past he has had 
an uphill fight in trying to sell his 
point of view,” Baker said. 

“But now motivational research 


ffecting Factories and Dealers . . 








Auto Advertising 


proves successful, Hertz will allot 
more of the budget to advertising 
in daily newspapers,” Stedem said. 

The advertising committee also 
approved an increased budget for 


public relations. 


* * * 


Monroe Releases Sales Film 


Monroe Auto Equipment Co., 
Monroe, Mich., is currently releas- 
ing color prints of its latest sales 
film to its jobbers and distributors. 

Entitled “How About You?”, 
the new film runs 17 minutes and 
shows how a calendar girl came 
to life and helped a henpecked 
garageman make the profits his 
wife thought he should be mak- 
ing. 

Some 600 guests of Monroe at-| 
tended the Detroit Premiere Apr. | 


| bile Salon is transformed into a 








Summer in New York— 


Summer has arrived in New York os 
the Chrysler Corp. International Automo- 


“Vaca- 
tionland” for the second successive year. 
With the cooperation of the New York 
State Department of Commerce, travel 
information is being distributed to per- 





19th at the Fort Shelby Hotel. The 
meeting, arranged jointly by Mon-| 
roe, Buhl Sons, Automotive Re-| 


sons visiting the salon. Opening the 
show with Chris E. Anthes, salon mana- 


has proved that when mood and 
emotion are a positive factor in a 
picture, people can project them- 


placement Parts and Motor City) ger, is this year's New York State Apple 
Automotive, featured a personal/ Blossom Queen, Ann Vaas, a senior at 





Makes Travelin Fun! 


selves better into this advertise- 
ment than when it is not there. This 
means that you are communicating 
with the reader on much better 
terms.” 

Baker said that photography 
has grown from purely a repro- 
duction medium into a means of 
great creative expression. “The 
photographers are putting air, 
mood and emotion in their pic- 
tures,” he said. 

“Research didn’t invent mood and 
emotion in a picture. The artist 
created this ingredient. But re- 
search did prove that the thing the 
artist instinctively feels is a posi- 
tive factor for communication. 
“Too often we art people exhibit 
our virtuosity at the expense of 
simplicity. It is the picture content 
that counts, not the layout tricks,” 
Baker said. 

Turning to automobile adver- 
tising, Baker said “some people’s 
automobiles have more personal- 
ity than they have. They actually 
subconsciously count on the car 
to be an extention of themselves. 

“When we show an automobile 











AUTOMATIC 
AUTO REFRIGERATOR 


FOR 
REFRESHMENTS: 


It’s really a joy to have a Coldmaker Refrig- 
erator in your car while you travel. Keeps soft 
drinks, food, milk, lunches as cool as your 
refrigerator at home. And it’s fully automatic. 
Just start your car! Also handy for bringing ~ 
perishables from store to home. 





VACATIONS, PICNICS, 
SPORTSMEN 


OX 


ela, 





USES NO EXTRA GAS OR ELECTRICITY 

The Coidmaker mechanism* operates on suction 
from your engine. It requires no extra gas and 
uses no electricity. 





TRUCKERS 





ALUMINUM CONSTRUCTION 

Heavy gauge aluminum is used throughout >. 
the Coldmaker. It combines beauty with light- eo 
ness, strength and long service life. 2 

CAN BE TRANSFERRED TO ANOTHER CAR 

Your Coldmaker Refrigerator should outlast 
your car. It can easily be transferred to new 
cars as you buy or trade. 





TRACTORS 


5 YEAR WRITTEN WARRANTY 
MANUFACTURED BY 8B & M CORPORATION, HOUMA, LOUISIANA 
*Patent Pending A limited number of distributor territories open. 


B & M Corp. 
Houma, La. 


Please send me full information on the 





Coldmaker Auto Refrigerator as a (© Distributor C) Dealer 
NAME 

ADDRESS 

City STATE 


| would-be-purchaser to project him- | 
self 


with mood and emotion we help the 


into the situation and the} 
more we do this the more cars 
we'll sell. Research say I’m right,” 
Baker said. 





New Harrison Campaign 


A Harrison thermostat sales pro- 
gram built around the slogan “Right 
for the 100,000,000th Time,” has) 
been announced by Edward L. Lape, 
general sales manager for United 
Motors Service division of General 
Motors Corp. 

To assure that the program will 
have an all-new look, United Mo- 
tors has revised and condensed the 
Harrison thermostat catalog for 
easy reading and quicker at-a- 
glance application, Lape said. A 
new wall chart has been produced 
which carries automobile, truck 
and tractor applications, along with 
suggested list prices. 


* * 


| A new all-metal Harrison thermo- 


stat merchandiser has been de-| 
signed and is ready for distribution | 
by United Motors wholesalers. The| 
unit comes completely assembled | 
and holds 20 assorted thermostats. 
It can stand on a counter or hang 
on a wall to make an attractive 
point-of-sale merchandising aid for 
| thermostat dealers. 

| An advertising program will ap- 
|pear each month during the year, 
| assuring strong advertising support 
|for distributor and dealer sales ef- 
| forts, Lape said. 


K 


Hertz Boosts Ad Budget 


Hertz Rent A Car System has 
increased its 1956 national adver- 
tising budget to $2,100,000 from 
| $1,800,000, an increase of 17 per- 
cent. 

Joseph J. Stedem, executive 
vice-president of Hertz, said the 
additional $300,000 will be used in 
increased advertising in consumer 
magazines. The expenditure was 
approved at a meeting of the 
Hertz advertising committee at 
Hertz headquarters in Chicago. 

Hertz also will inaugurate a 
limited advertising campaign in 
the Sunday travel sections of 


* 








large circulation daily newspa- 
pers. “If advertising in this media 


|ager of the department. Peckels 


appearance by Arlene Kent, who| the New Paultz State Teachers College. 


starred in the film as the calendar} 
girl. 
* 


DeSoto Renews Groucho 


Groucho Marz’s “You Bet Your | 
Life” radio and television pro- 
grams have been renewed for the 
eighth consecutive year by De- | 
Soto. 

Effective Sept. 27, the come- 
dian’s top rated television and 
radio shows are renewed for 39 | 
weeks. Commencing June 28 De- | 
Soto will again continue the | 
Groucho shows through the sum- 
mer months for 13 weeks, repeat- 
ing the best of the previous | 
year’s broadcasts and under the 
name of “The Best of Groucho.” 

* * * 


IH Ups Peckels, Maxwell 


International Harvester has an- 
nounced the following management 
changes in advertising and sales 
promotion activities: 

Michael F, Peckles, former man- 
ager of the consumer relations de- 
partment, was named director of 
consumer relations, and William 
O. Maxwell, formerly assistant 
manager of the consumer relations 
department, was promoted to man- 


| 
} 





joined IH in 1915 and Maxwell, in 
1941. | 
* * cd 


‘Cadillac Shifts Faulkner 


H. E. Faulkner, formerly super-| 
visor of public relations, has been | 
named assistant to the merchandis- 
ing manager in charge of market 
analysis and special promotions at 
Cadillac. 

Faulkner joined General Motors’ 
central office public relations de- 
partment in 1948 as a member of 
the field relations staff. In 1951, he 
was appointed supervisor of public 
relations of the Cadillac Tank Plant 
in Cleveland, and in 1953 became 
supervisor of public relations of 
the division. 
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Reo Wins Ad Award— 


Reo’s advertising campaign during the 
past year won top honors among 
America's industrial advertisers when the 
Putman Award was granted jointly to C. 
E. Van Coft, left, advertising manager, 
Reo Motors, Inc., Lansing, and Dugald 
F. Gordon, account executive, Zimmer, 
Keller & Calvert, Inc., Reo’s advertising 
agency. Established in 1947 by the Put- 
man Publishing Co., the award was pre- 
sented by Col. Russell L. Putman, right, 
donor, at the Poor Richard Club of 
Philadelphia. 





Iowa Revokes 
Dealer’s License; 
First in 10 Years 


DES MOINES. — Midwest Auto 
Co., a used-car firm at 1311 Grand 
Ave., has had its dealer’s license 


| revoked by Clinton H. Moyer, state 


safety commissioner. 

The revocation, the first in Iowa 
in more than 10 years, takes effect 
June 15. 

Moyer revoked Midwest’s license 
after a long hearing on three 
charges filed by the license division 


| of the State Public Safety Dept. 


He said testimoney showed that 
Midwest’s advertising caused some 
low-income buyers to assume pay- 
ments “beyond their purse.” Moyer 
also criticized the manner in which 
Midwest took wage assignments in 
connection with auto purchases. 

Moyer said the firm “knowingly 
participated in a scheme .. . to de- 
fraud the State of Iowa of use-tax 
payments and registration fees on 
the purchase of two cars.” 


ASME Schedules 
Cleveland Meeting 
For June 17-21 


CLEVELAND, O. — The Ameri- 
can Society of Mechanical Engi- 
neers has scheduled its semiannual 
meeting here June 17-21, according 
to C. E. Davies, secretary. 


D. F. Galloway, British research 
expert, will deliver the Calvin W. 
Rice lecture June 19. He will speak 
on “Production Engineering Re- 
search and its Practical Application 
in Great Britain.” 

The Rice lecture was instituted 
in 1934 to increase understanding 
between engineers of various na- 
tions, Davies said. 

More than 50 technical papers 
will be read at the meeting with 
Arch Colwell, president, Thompson 
Products, Inc., Euclid, O., giving 
the banquet address June 20. 

On June 18, Charles R. Suther- 
land, Reliance Electric & Engineer- 
ing Co., will speak on “Executive 
Development in Engineers.” 





206 Dodge Wins 
9 Stock Races 


DETROIT. — Sweeping firsts in 
two major NASCAR stock car 
races at Langhorne, Pa., and Mar- 
tinsville, Va., the 1956 Dodge has 
piled up nine victories on the na- 
tion’s stock car racing circuits 
since Apr. 29. 

Four of the most recent winning 
Dodge performances have been in 
NASCAR Grand National Cham- 
pionship events, including the 250- 
mile feature at the Martinsville 
(Va.) Speedway where 1956 Dodge 
cars driven by Buck Baker, Speedy 
Thompson and Lee Petty finished 
one-two-three. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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the auto industry 


banks on the Post! 


AUTOMOTIVE ADVERTISING - FIRST QUARTER 1956 


[ PUBLISHERS INFORMATION BUREAU + CLASSIFICATIONS T-100 and T-200 | GAIN OR LOSS 
RANKING MAGAZINE PAGES REVENUE IN PAGES* 





From the day the automotive industry began to advertise, it 
has placed more pages and dollars in the Post than in any 
other magazine. Why? One reason is the extra hours readers 
spend with the Post. Another is the special confidence they 


have in it. Still another is the unique way ads in the Post are - 


read, remembered and responded to. 

It appears that automotive advertising men are becoming 
increasingly aware of these bonuses. For, this year, their 
schedules have given the Post the biggest increase in the 
magazine business! 


*As compared to the same period in 1955 


Phe saturday Ey 


POST 


—gets to the heart of America 
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NEW BUMPA-TEL SIGNS 





News to Note... 









FRANKLIN, Ky. — Kendall Co. 
has announced plans to build a 
million-dollar plant here for pro- 
duction of its tape products. 

It will provide 35,000 square feet 
of space and will triple production 
capacity, according to Richard R. 
Higgins, president. A railway sid- 
ing will lead in to the plant from 
the Louisville & Nashville railroad. 


ok * am 
American Airlines Flies 


7 Million ’55 Passengers 


NEW YORK. — American Air- 
|lines in 1955 became the first air- | 
line in the world to carry more} 
than 7,000,000 passengers in a single 
year, 












Petite 40"x 12" Regular 40" x 17" 


We are now offering a Bumpa-Tel sign in two sizes, the Petite measuring 40" x 12” 
for those advertisers who do not need as much space as is provided on our regular 


Bumpo-Tel sign which measures 40x17". The new Bumpa-Tel Petite is lower and 


blends into the body lines of most cars producing a very neat appearance. It is The airline carried more than 
69,483,000 freight ton miles, a new 
|industry high, while substantial 
gains were posted in mail, express 
and passenger miles. The report 
noted that the 7,300,000 passengers 
carried by American was more 
than twice the total number of 
passengers carried in 1950. From 
1950 to 1955, American carried more 


offered at the same price. In ordering be sure and state Bumpa-Tel Petite. 


“Mount or Dismount Your Sign in Seconds Without 
Tools, ee No Damage to Car.” 


Mounted or Dismounted in Seconds* 
® Polished Aluminum Frames e Sheet Steel Face 
® Sign Legs Telescope Into Non-Visible Brackets Mounted 
Behind Bumper Guards 


@ Does Not Interfere with Operation of Trunk Lid 500,000,000 passenger miles 
State Make and Model When Ordering. | industry records. : 


(4) Options, Unlettered at $12.50, . as 

General Absorbs Forrest 

NEW YORK. Forrest Process 
& Development Corp., purchased by 
General Tire & Rubber Co., is being 
integrated into the Textileather 
division as a department with prod- 
|ucts and services available for dis- 
tribution by all General Tire 
plastics divisions. Present produc- 
tion facilities will remain at the | 


| Forrest plant maee. 
* » 


both 
* After original installation 


Now Offered in Four 
Lettered at $16.50, Lettered and Reflectorized at $21.50, 
Lettered on Full Scotchlite Background, the Best Sign for| 
Night Use at $26.50. 
F.0.B., MOUNDS, ILLINOIS 
2% Discount For Check In Full With Order. 


Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, | 
Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile, 
Hudson, Nash, Packard and Studebaker. 


We will accept telephone calls collect on orders | Leyland Says omens 
for five or more signs. Are Nearly Double °55 


WARREN HASTINGS MOTOR COMPANY, INC. (_PEXEAND, Lancashire, England: 


—Leyland Motors, Ltd., received) 
103 NORTH BLANCHE MOUNDS, ILLINOIS) nearly twice as many export orders 
DEPT. 102 


SHady Lane 5-9415| in the first four months this year 








Fontaine SLIDING 


NO-SLACK 
5th Wheel 






Sliding 
Adjustment 
up to 

6 feet 





Standard SLIDING 5th Wheel, completely assembled, weighs only 410 
pounds. Shipped from factory ready to install without further assembly 
or further fitting. Made for any truck. 


Fontaine offers the only complete line of 5th Wheels, 
including: Angle Mount; Mounting Plate; Frame Mount; 


Frame Mount, Angle-Tie. Special mountings are available 
on request. 


Sold Only Through Truck Dealers 


Fontaine Truck Equipment Co., Inc. 


Birmingham 1, Alabama 








Auto World in Brief 


according to the annual re-| 
port being mailed to shareholders. | 


than 32,500,000 passengers some 18,- | 


t | troduced. 


|of Canfield. 


1956 


as in the first four months of 1955, | 


according to D. G. Stokes, general 
sales and service manager. 

Comet buses and trucks lead the 
increase he said, adding that Comet 


export orders totalled more than| 


$8.4 million through Apr. 30. India, 
South America and British West 
Africa have placed the heaviest 
Comet orders, Stokes said. 

* * * 


Hertz Purchases Carey, 


| New York Rental Firm 
| CHICAGO. — Hertz Corp. has 
completed negotiations ™ acquire 
Carey Driv-Ur-Self, Inc., New York 
rental company. 

Stock of Carey Driv-Ur-Self is 
|to be exchanged for Hertz stock. 
|Edwin J. Carey, Carey president, 


will continue as general manager | 


of Hertz operations in New York. 


* * * 


Thor Moves in Denver 


DENVER, — The Denver branch 
office of Thor Power Tool Co., 
Aurora, Ill. has been moved to 
enlarged quarters at 2704 W. 8th} 
Ave. here. Headed by C. H.| 
Gabriel, the branch serves Colorado, | 
Utah, Wyoming and parts of New | 
Mexico, Idaho, Nevada, Oregon, 
South Dakota and — 


x * 
Wolf's Head Holds 


Marketing Meeting 


OIL CITY, Pa. A three-day 
general sales conference of the 
marketing organization of Wolf's | 
Head Oil Refining Co. has been 
held at the company’s main office. 


Morning and afternoon sessions 
| were devoted to discussions of re- 
| cent improvements in products, the 
| various markets served and the 
| 1956 sales and advertising program. 
|A new sales promotion program 
was shown. Announcement was 
made of the new Wolf’s Head 
Series III Oil, and the gift certifi- 
cate plan to assist new dealers in 
building up new business was in- 





| 

| ok oo * 

Canfield Establishes 

Subsidiary in Indiana 
SEYMOUR, Ind. — Establish- 

ment of Wabash Rubber & Plastics 

Corp. here, a subsidiary of H. O. 


Canfield Co., has been announced 
by Ralph M. Wyman, vice-president 


The Indiana subsidiary is finish- 
ing a plant here which will start | 
production of plastic items for the | 
appliance and automotive industry. | 

* * * | 


GM Spends $291,870,713 


With Canadian Suppliers 

OTTAWA. — General Motors of | 
Canada paid Canadian business | 
firms $291,870,713 for goods and| 
services in 1955 which, despite a| 
three-month strike, was only 2.2 
percent below the 1954 record of 
$298,463,911. 

W. A. Wecker, president, said GM | 
|will draw even more heavily on 
Canadian sources of supply in the | 
future. GM’s purchasing depart- | 
ment now employs 172 persons and | 
Wecker said it is their duty to} 
| find as many Canadian suppliers as | 
| Possible. 





Packaging ieee 


| | Reports Space Sales 


ST. LOUIS. — Sale of exhibit | 
|}space in the 1956 National Pro-| 
|tective Packaging & Materials 
Handling Exposition, which will be 
held in Kiel Auditorium here Oct. 
23-25, is running ahead of any of 
the previous 10 expositions. 
Exhibitors who have _ reserved 
space on that date include a variety 
of makers of supplies, equipment, 


packaging, industrial materials 
handling and services. 
BS ok * 


American Chain to Expand 


NEW YORK. — American Chain 
& Cable Co., Inc., has announced 





manufacturing plant at Fairfield, 


and materials used for protective |~ 


plans to establish a new branch) 





| Ta., for its automotive and aircraft 
| division. 



















Safety Belts instead...” 


AUTO-CRAT MANUFACTURING COMPANY 
A DIVISION OF THE B. N. CORPORATION 
LOS ANGELES 39, CALIFORNIA 


World's Oldest and Largest Manufacturer 


of Automotive and Airline Safety Belts 


No Pit—No Holes—No Anchor Bolts. As- 
semble it yourself in 30 minutes, Plug in 
and run—anywhere. All steel turntable, 
scientifically balanced to take all cars. 
For indoor or outdoor display. Write for 
free literature. 


Also 

avail 

able 
rOsTs 

and 

VELVET 

ROPE 
RAILINGS 

Write 

for 

prices. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 


AUTO 
TURNTABLES 
é 


Manufactured by 
Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Cona. 


18° PENNETTE 


100 feet only $4.00 pptd. 
124 PENNETTES 
6 Bright Colors 


Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 


2168 W. 25th, Cleveland 13, 0., Dept. N 








OUR BEST 


passsor® BUSINESS BUILDER 


Proved way to keep old custom- 
ers... getnew! Complete details 
on request. 


WRITE STEMA 


1281 SO. CHEROKEE 
DENVER 23, COLO. 


“Gee, I wish we'd had Auto-Crat 
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Dealer Vincel Aided by Satisfied Customers .. . 





Seeks ‘Back-Fence’ Advertising 


By L. H. Houck 
Staff Correspondent 

ST. LOUIS.—Gimmick ads have 
lost their pull and customers are 
turning to reliable dealers with 
good reputations, according to J. V. 
Carson, general manager, C. E. 
Vincel Pontiac Co., Inc. 

And in that statement lies one 
of Carson’s basic sales tenets. 
The best kind of advertising, he 
says, is the “back-fence” variety 
—the word-of-mouth recommen- 
dations by satisfied customers. 


By way of illustration, Carson | 
told the story of one of Vincel| 
Pontiac’s greatest boosters, a suc- 
cesful businessman who bought his} 
first new car from Carson when} 
he was a helper on a haulaway 
truck. 

Through the years, Carson said, 
this man has “sold” Vincel to more | 
than a dozen friends and relatives 
and many of them have become 
steady customers. 

On one occasion as the customer | 
was signing the papers for a new 
car, he told Carson: “I guess you 
know I can pick this car up out} 
in the county for $150 less.” 

“I don’t doubt. it,” Carson replied. 
“So why are you buying it from} 
us?” 

“Because I know you'll stand | 
back of it no matter what turns 
up,” the customer answered, “and 
because I know. it’s exactly as 
represented. 

“That security is worth the dif- 
ference to me, and in the many 
ears I've bought from you it has 
put more than the difference back 
in my pocket in actual savings.” 

This customer never has been 
paid a fee or commission. “To offer 





Le Roi Announces 
Expansion Plan 


On 40th Birthday 


MILWAUKEE.-Le Roi division, 
Westinghouse Air Brake Co., ob- 
serving its 40th anniversary, has 
announced a $5.5 million engineer- 
ing and research expansion to be} 
completed in five years. 

The firm also has expanded its| 
planning committee and market} 
analysis staff which it said indi-| 
cates an increase in study of mar- 
kets, sales and customer services. 

At the same time, Le Roi reor-| 
ganized its engineering department, | 
added additional staff members 
and enlarged its facilities. This, a 
part of the overall expansion pro- 
gram, cost more than $500,000. 

Portable air compressors and en- 
gines form the bulk of its sales, Le 
Roi said. The company’s first prod- 
uct, when it was known as Mil-| 
waukee Machine Tool Co., was a} 
gasoline engine. Le Roi was pur- 
chased by Westinghouse in 1952, 
became a division in 1954. 


W orld’s Vehicles 
Total 95 Million, 


Census Shows 


NEW YORK. — The number of| 
motor vehicles on the road in 156 
nations as of Jan. 1 stood at 94,-| 
980,850, an increase of 7.8 percent | 
in a year’s time, according to “1956 | 
Global Automotive Market Survey | 
and World Motor Census.” | 

The 90-page booklet was pre-| 
pared by the market and research | 
division of The American Automo- 
bile & El Automovil Americano. | 
Price:is $1. 

By continental areas, Africa and | 
Asia led gains in registrations with 
an advance of 12.7 percent, the 
survey showed. Other gains were: 
Europe, 12.1 percent; North Amer- 
ica, 6.4 percent, and Oceania, 5.3 
percent. 

Among the booklet’s seven sec- | 
tions are the following: Develop- | 
ments in the market during 1955; 
world motor census; U. S. export 
pattern in 1955; global market pat- | 
tern in 1955; world production and 
assembly operations, and U. S. ex- 
port outlook for 1956 and 1957. 





Wondering how new-car and truck pro-| 
duction and sales are making out? AUTO-| 
MOTIVE NEWS gives you the entire story 
every week throughout the year 


| time 


him a commission would be an| 
insult,” Carson said. 

“Our policy of trying to do a 
little bit more for our customers | 
and to make sure that each car is 
as represented and that warranties 
are adjusted quickly is what keeps 
relations like this alive.” 

Carson’s back-fence advertising 
extends to the showroom floor. 
When a prospect mentions that a 
friend recently bought a car at 
Vincel’s, an effort is made to 
find out who made the sale and 
the prospect is turned over to 
that salesman. 

The telephone is another im- 
portant sales tool at Vincel’s. Each 
month each salesman calls about 
500 persons on the firm’s mailing. 
list. He inquires if the person still 
owns the car indicated in the 
dealership records and offers to 
make a deal. 

Experience in telephone selling 
indicates, Carson said, that the best | 
to call is between 7 and 8) 
p.m. He said some persons are glad | 





to talk about buying a car over 
the telephone while others refuse 
flatly to discuss it. 

If the person called appears in- 
terested, the salesman attempts to 
arrange a visit to the showroom. 
It is felt, Carson said, that the 
salesman has an advantage when 
he has many models to show. 

However, no opportunity is 
overlooked and salesmen often 
visit potential customers at their 
homes, 

In following up the calls, Carson 
said, every effort is made to sell 
the reliability of the dealership, its 
ability to provide first-class service 
and the intangible value of buying 
from an organization that will be 
there to back up its product. 

“Our salesmen point out,” Carson 
concluded; “that there isn’t much 
difference in prices for the same 
product at various dealerships, and 
they stress that the most important 
difference to the gustomer is the 
dealer and his service organi- 
zation.” 
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Lincoln's New Home— 


This architectural rendering shows the Lincoln general offices and plant now under 


construction in Novi Township, Mich., 28 miles northwest of Detroit. 


Occupancy of 


the 200,000 square-foot office building, which incorporates the lift-slab type of con- 


struction, is planned for next January. The 


1,300,000 square-foot plant, with an 


annual capacity of 90,000 cars on a straight-time basis, is scheduled to go into 


operation in mid-1957. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 





Interested in upper incomes? 


Readers in families 


Everybody is! The well-to-do lend class and prestige to any 
customer list. Among its audience of 4,780,000 The News has 
more readers in families with $10,000 and up incomes than 
any other New York paper. More between $7,000 and $10,000. 
More with $5,000 a year and over. Significantly, The News 
has more in every income bracket! Also gives advertisers more 
owners of stocks and bonds, homes, cars, and more college 
educated. You reach the best customers best with The News! 

We learned a lot about the market, and so can you, from the 


largest and most authoritative study ever made of newspaper 


readers in New York City and suburbs. Conducted by W. R. 


Simmons & Associates Research, Inc. the survey cost us over 


$150,000... and is worth more to you! Ask your advertising 


agency or any New York News oflice to show you. 


“Profile of the Millions” 


THE [a NEWS, New York’s Picture Newspaper... with more*than 


twice.the circulation, daily and Sunday, of any other newspaper in America... 


220 East 42nd St., New York City... Tribune Tower, Chicago. .. 
155 Montgomery St., San Francisco...3460 WilsHire Blvd., Los Angeles 


Source: ‘‘Profile of the Millions” 
Copyright 1955 by News Syndicate Co., Inc. 


with over $10,000 income 
News ......... 300,000 


Re ives ces es 
TE ike es ctae «s Oe 
Herald Tribune . . . . 130,000 
Journal American . . . 130,000 
PUR 6064 eke ke 2 eee 
World Telegram & Sun 220,000 
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Market Trend 


A rock-solid used-car market 
was reflected last week by Auto- 
motive News’ index, which showed | 
the overall average price of units 
sold at wholesale auction un- | 
changed from the level estab- | 
lished in the two preceding weeks. | 

Among individual models, how- 
ever, four showed gains and four 
showed losses. 

Declines were: '54s, down $2; | 
50s, down $4; '49s, down $8, and | 
"56s, down $24. 

Advances were: '558, up $2; 53s, | 
up $10; ’51s, up $16, and 52s, up 
$17. 

The price of ’56s represented a | 
new low for that model. 

At a group of representative 
auctions last week, the average | 
consignment consisted of 212.6 
units, a new high for the year,. | 
Of these, an average 73.8 percent 
were sold. 

A week earlier, the sales ratio | 
was 764 percent, based on an | 
average consignment of 178.5 | 

| 
| 





units. 

Prices marked with an * indi- 

cate a unit equipped with an au- 

tomatic transmission or overdrive 

and (ps/ indicates power steering. 
> 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 

day. Prices are for sale of May 28.) 

(Market very active. Sold 248 cars out 
of 317 offerings.) 

BUICK—'56 Century conv., $2,950* (ps): 
Riviera, $2,745* (ps), $2,520°; Super | 
Riviera, $2,875* (ps): Special Sport| 
coupe, $2,425*. '55 Century Riviera, $2,- 
005*; RM 4-dr., $1,955* (ps), $1,940° 


‘54 Century Riviera, $1,700°. ‘53 RM 
conv., $1,075*° (ps). 

CADILLAC—'56 (62) coupe de Ville, $4,- 
835* (ps); coupe, $4,680° (ps); conv., 
$4,370* (ps); club coupe, 2 at $4,200* | 
(ps). ‘55 (62) coupe de Ville, $3,720° | 
(ps). °54 (62) 4-dr., §2.885° (ps), $2,-| 
655° (ps). 

CHEV ROLET—'56 Corvette, $3,400*; Bel 
Air (8) station wagon, §2,600*; Sport 
coupe, $2,265*, $2,165°; 4-dr., $2,250°*, 
$2,225*; Two-ten (8) 4-dr., $2,145*, $2,- 
140°; Handyman, $2,450*, $2,305*, $2,-, 
265, $2,250. ‘55 Bel Air (8) station! 
wagon, $2,100*; conv., $1,790; 4-dr., 
$1,790* (ps), $1,550*, $1,440, $1,410° 
(ps); Two-ten (6) 4-dr., $1,200*, $1,120. 
"54 Bel Air 4-dr., $1,210, $1,125. '53 Two- 
ten Handyman, $1,050; Bel Air conv., 
$940* (ps). 

CHRYSLER—'56 Windsor 4-dr., $2,550*. 
'54 NY Newport, $1,680* (ps). 53 NY 
4-dr., $875* (ps); Windsor 4-dr., $695*. 

DeSOTO—'55 Fire Dome (8) Hardtop, $1,- 
775°, $1,730. '53 Fire Dome (8) 4-dr., 
$975* (ps). 

DODGE—'56 Coronet (8) Hardtop, $2,345*; 
Royal (8) Hardtop, §2,345*. ‘55 Royal 
Hardtop, $1,585. ‘53 Coronet (8) 4-dr., | 
$575*, $540. 

FORD—'56 Fairlane (8) conv., $2,235* 
(ps); Victoria, $2,070* (ps); Country 
sedan, $1,810; Custom 2-dr., $1,775, $1,- 


710. ‘55 Fairlane (8) Crown Victoria, | 


$1,850; Country sedan, $1,850, $1,805; 
Victoria, $1,800*, 2 at $1,795, $1,635; 
Custom (8) 4-dr., $1,350. '54 Main (8) 
Ranch Wagon, $1,125; Main (8) 2-dr., 
$820, $750, $740, $725. ‘53 Main (8) 
Ranch Wagon, $1,050: 

HUDSON—’53 Super Wasp 4-dr., $740*. 
"51 Hornet 4-dr., $265*. 

KAISER—’53 Manhattan 2-dr., $260*; 4- 
r., $400. 


LINCOLN—'55 Capri conv., $2,470* (ps). | 
’54 Capri Sport coupe, $1,790* (ps). °50) 


4-dr., $155*. 


MERCURY—'56 Montclair 4-dr., $2,460* | 


(ps); Monterey coupe, $2,435* (ps) ; Cus- 
tom 4-dr., $2,400*. ‘55 Montclair 4-dr., 
$1,880*; Custom Hardtop, $1,690*. ‘54 
Monterey conv., $1,610*%. ‘53 Custom 
Sport coupe, $1,000. 

NASH—’55 Ambassador 4-dr., $1,995* (ps), 
$1,575; Rambler 2-dr., $910. ‘53 Ambas- 
sador 4-dr., $750*. 
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Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


$789 = $769, $747 g705 






* Prices of "48s dropped. 


55 Commander station wag- 
'53 Commander club coupe, 
"52 Champion 4-dr., 





| a , 
WILLYS—’50 Jeepster, "49 Jeepster, 
MISCELLANEOUS- 
+-ton Suburban, 
4-ton pickup, $600. 
International 2-ton truck, $425 


DYER, IND. 


Auto Auction 
Prices are for sale of May 25.) 

(Prices just a little soft. 
coming holiday or the beginning of a 
. Sold 245 cars out of 374 offerings.) 
‘56 RM 4-dr., 
tury Riviera, $2,665*, 


Sale every Friday. 


Could be the 


: Riviera, $1,930°*. 
"54 Century Riviera, $1,565*; § 





LEADING USED-CAR | 


$3.50, 52-times. Di 
umns.) For Display 


ALABAMA 





JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 
(ps). Special Riviera, $1,815°, $1,790°. | (Buy 3 cars or more and we pay plane fare 
from your home town to Huntsville, Alabama) 
Insured Checks and Titles 


Lawrenceburg, Tenn. Every Tuesday 








CALIFORNIA 


WEST SACRAMENTO — Sacramento 
4304 W. Capitol Ave., | 
1 “4076 (Thurs. 


COLORADO 


Auto Auct., 





COLORADO 


AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sele Every Monday—11:00 a.m. 
Owner: 


st 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars paid for by our own check through | 
the First National Bank of Englewood. 








DENVER AUTO AUCTION 
Oldest Auto Auction) 


14595 S. Santa Fe 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 


| 








DEALERS SAY 





OLDSMOBILE—'56 (88) Super 4-dr., $2,- 
785* (ps); Deluxe Holiday, $2,600*. ‘55 
(98) Holiday, $2,420* (ps), $2,415* (ps), 
2 at $2,365* (ps), $2,280° (ps); (88) 
Super Holiday, $§2,370* (ps); Deluxe 
Holiday, $2,195* (ps), $2,095* (ps), $2,- 
035° (ps), $1,860*. 54 (98) Holiday, $1,- 
985* (ps); (88) Super 4-dr., $1,540* (ps), 
$1.370*; Deluxe 4-dr., $1,345*, $1,310. 

PLYMOUTH—’'56 Savoy (8) station wagon, 
$2,200. ‘55 Belvedere (8) Hardtop, $1,- 
780* (ps); 4-dr., $1,480; Plaza (8) 2-dr., 
$1,005. '53 Belvedere Hardtop, $690. 

PONTIAC—'56 Chieftain (8) station wag- 
on, $2,975* (ps); Chieftain (6) station 
wagon, $2,350*. '55 Star Chief (8) Cata- 
lina, $1,910*%; Chieftain (8) Catalina, 
$1.860*. ‘54 Star Chief (8) Catalina, 
$1.355* (ps). °'53 Chieftain (8) 4-dr., 
$940", $670. ‘52 Chieftain (8) 4-dr., 
$410 

STU DEBAKER—'56 Golden Hawk (8), $2,- 


Our greatest.dollar values are at 

MARKER'S 
FORT WAYNE 

AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P.M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 
324 West Main Street, Fort Wayne, Indiana LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State, Fidelity 


Phone E 5209 | 


We Guarantee Checks 
Dealers Only 


















March Apr. May June 
to Date 





Riviera, $955*, $910*, SS8S20*, S$790*; 4- 


sLAC—'53 (62) coupe, $1,500*, $1,- 
(ps). ‘51 (62) 4-dr., $990*; (61) 
4-dr., $835*. '49 (61) 4-dr.. $475*. 


CHEVROLET —'55 Bel Air (8) 4-dr., $1,- 


550* (ps), $1,430*, $1,330; conv., $1,655"; 
Two-ten (8) 2-dr., $1,325*, $1,170; Two- 


ten (6) 2-dr., $1,115*. '54 Bel Air Sport| 


coupe, $1,240*; conv., $1,250*. °'53 Bel 
Air 4-dr., $775; Two-ten 4-dr., $685*, 
$675, $610, $536; sedan, $595. ‘51 SL 
Deluxe 4-dr., $300, $290, $210*, $200; 
FL Deluxe 4-dr., $145 


CHRYSLER—'56 NY 4-dr., $2,875* (ps). 


‘51 Imperial Newport, $475* (ps); NY 
4-dr., $185*. 

DeSOTO—'53 Fire Dome (8) 4-dr., $660* 
(ps). "51 Sportsman, $360. ‘50 Custom 
4-dr., $220; Carryall, $155. ‘49 Custom 
4-dr., $155. 

DODGE—'55 Royal (8) 4-dr., $1,575* (ps). 
"54 Royal (8) 4-dr., $875*. "52 Coronet 


DIRECTOR 


Frequency Rates: Listing (maximum: three lines of type)—$5.00, 1-time; $4.00, 13-times; 
soy Cenietenm speoe: 1 Sek ee 5-inches on 2-col- 
ates contact Want Ad Dept., Automotive News, Detroit 26, Mich. 





ILLINOIS | 


CHICAGO — Greater Chicago Auto| 


Auction, 7750 S. Cicero (Thursday 
12 Noon). 


MICHIGAN 








Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 
Exclusively for Dealers 


| Here in the shadow of General Motors, you 
| get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 








GRAND RAPIDS. AUCTIONS, INC. 


On M2i—One Haif > west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








MISSOURI 


FORD —'56 Thunderbird, $3,100*, $2,760; 


HUDSON—'52 Wasp club coupe, $200. ‘51 
Hornet club coupe, $410*; 4-dr., $285;! 


KAISER—'53 2-dr., $275. 
| LINCOLN-~'51 4-dr., $290°*. 
| MERCURY—'56 Phaeton 4-dr., $2,310*. 


| 
| 
| 
| 
| 


NASH—'55 Rambler Cross Country, $1,- 


OLDSMOBILE—’'56 (88) Super 4-dr., §2,- 


| WILLYS—'50 station wagon, $370*. 











ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 

Owned and Operated by 

BILL McCRACKEN and 
ROY McMANAMA 


(Dealers Only) 
Operating Since 1946 





vo a YORK 


Insured Checks and Titles (Wed.). 








conv., $440. ’51 Coronet 4-dr., $200, 
$155. '50 Wayfarer 2-dr., $140. 


Fairlane (8) conv., $2,450*; Victoria, 
$2,200*; 4-dr., $1,990* (ps), $1,850; Cus- 
tom (8) 2-dr., §1,770*, $1,650. '55 Thun- 
derbird, $2,600*; Fairlane (8) conv., $1,- 
795* (ps); Victoria, $1,615*; Custom (6) 
2-dr., $1,105, $1,050. '54 Custom (8) 4- 
dr., $945*, $825, $815. '53 Custom (8) 
2-dr., $715, $445*, $400*. 


Wasp club coupe, $130 


‘55 Montclair conv., $2,015*; coupe, $1,- 
980*, $1,690*. ’54 Monterey coupe, $1,- 
410*. '53 coupe, $840*. °52 Monterey 
4-dr., $585*; coupe, $570. 


400*. '54 Ambassador 4-dr., $1,300*. '53 
Ambassador 4-dr., $655*. °52 Statesman 
2-dr., $480. ‘50 Statesman 4-dr., $160. 


655* (ps); Deluxe 4-dr., $2,625*. '55 (9S) 
Holiday, $2,290*; (88) Super Holiday, 
$2,200* (ps); 4-dr., $1,805* (ps). '54 (98) 
4-dr., $1,660* (ps). '52 (88) 4-dr., $6S80*; 
(9S) 4-dr., $400* 

PACKARD —’'55 Clipper 4-dr., $1,795* (ps). 
52 Clipper 2-dr., $360*. ‘51 (200) 2-dr., 
$350* 

PLYMOUTH—'56 Savoy (6) Suburban, $1,- 
850. °55 Savoy (8) 2-dr., $1,100, °54 
Savoy 4-dr., $S880*, $740. ‘53 Cranbrook 
4-dr., $555, $540*, $525*. ‘52 Cranbrook 
4-dr., $420, $100. ‘51 Cambridge 4-dr., 
$165, $155. '50 Special Deluxe Suburban, 
$345; 2-dr., $120 

PONTIAC—'56 Chieftain (8) Catalina, $2,- 
180* (ps). '55 Star Chief (8) conv., $1,- 
945*. ‘53 Chieftain (8) 4-dr., $600, ‘52 
Chieftain (8) Catalina, $550*; 4-dr., $500, 
$450*. '51 Silver Streak (8) 2-dr., $375* 
$310*, $300. 

STU DEBAKER-—'54 Champion 2-dr., $810. 


51 Commander 4-dr., $200*, $185*. ‘50 


Champion 4-dr., $140* 


ALBANY 


(Tim Anspach Auto Auction. Sale every | 





- 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


CHRYSLER—'54 Windsor 4-dr., 





Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS" 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





CLEVELAND—Cleveland Auto Auc- 
tion, 4305 Euclid Ave. (rear), Tel. 
EN. 1-2100 (Every Tues. 1 p.m.). 


PENNSYLVANIA 








MANHEIM AUTO AUCTION, ‘INC. 
Manheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








CROSSROADS 


. where buyers and sellers meet . 
hey meet at the dealer auctions and 
on the pages of Automotive News. 











Monday. Prices are for sale of May 28.) 


(The start of today’s auction was 
marked by a stronger market, When the 
’50s moved in, a vigorous rally in bid- 
ding resulted and kept boiling on until 
we reached the '55 group. They reacted 
stronger than last week, but we sold only 
56.8 percent, cutting our overall average. 
We sold six out of six of the ’56 models 
The market spurt was due to our first 
spring weather in this area, plus far bet 
ter retail trade and a finer selection of 
cars. More buyers than at any time this 
year attended, Sold 185 cars out of 230 
offerings.) 


BUICK—'56 Special 2-dr., $2,260. "55 Spe- 


cial 2-dr., $1,560*. ‘54 Century station 
wagon, $1,720*; Special Riviera, $1,410* 
Super 4-dr., $1,350*, $1,340* (ps). 3 
Super 2-dr., $1,050"; 4-dr., $860*; Special 
4-dr., $S80*; 2-dr., $885; RM 4-dr., $835* 


(ps). ‘52 Super 2-dr., $750*; RM 4-d 

$520* (ps). '51 Super Riviera, $540*; RM 
4-dr., $380; Special 4-dr., $400. '50 Super 
4-dr., $320*; Special 4-dr., $170. °49 Su- 


per 4-dr., $100 

ADILLAC—'56 (62) coupe, $4,200* (ps). 
54 (62) 4-dr., $2,650° (ps). ‘53 (2) 
4-dr., $1,690* (ps), $1,550* (ps). "51 (62) 
coupe de Ville, $1,030*; conv., $1,080"; 
4-dr., $920*, $810*; (61) Hardtop, $91U* 
50 (62) conv., $935*. ‘4S (61) 4-dr., 
$300*. 


CHEVROLET—'56 Bel Air (S) 4-dr., $2,- 


210*; Bel Air (6) 2-dr., $1,985. '55 Two- 


ten (6) station wagon, $1,410; 4-dr., 
$1,300*; Two-ten (8) Delray coupe, §1.- 
100. ‘54 Bel Air 4-dr., $980; Two-ten 
2-dr., $50. 53 Bel Air 2-dr., $790; 
coupe, $950*; Two-ten 2-dr., $770, $700* 
4-dr., 2 at $700, $590, $430; One-fifty 
4-dr., $440, $410; 2-dr., $570. ‘52 SL 
Deluxe Bel Air, $670*; 2-dr., $450, $410; 
Carryall, $560. ‘51 SL Deluxe 4-dr., $475, 
$400 50 SL Deluxe 4-dr., 2 at $300* 
coupe, $170. ‘49 SL Deluxe 2-dr., $210 


$1,025° 
53 Windsor 4-dr., §670*. ‘52 Windsor 
4-dr., $390. ‘51 NY 4-dr., $450*%, $275* 
(ps; Windsor conv., $380*,. "49 Windsor 
$-dr.,° $150. 






DeSOTO-'50 Carryall, $150*. ‘49 Custom 


4-dr., $140. 


DODGE —'53 Coronet station wagon, $730; 


4-dr., $520. '52 Coronet club coupe, $295*. 
51 Meadowbrook 4-dr., $320*; Coronet 
club coupe, $310. ‘50 Coronet 4-dr., $150*. 


FORD—'56 Fairlane (8) 2-dr., $1,770*. ‘55 


Fairlane (8) conv., $1,720*; 2-dr., §$1,- 
530*; Custom (8) 2-dr., $1,280*, $1,200; 
4-dr., $1,175. 54 Crest (8) Country 
Squire, $1,300; conv., $1,230; Victoria, 
$1,150; Custom (S) 4-dr., $940; Custom 
(6) 2-dr., $S85*; 4-dr., $840; Main (S) 
Ranch Wagon, $1,130; 2-dr., $750 53 
Crest (8) Country Squire, $1,175; conv., 
$700*; Custom (8) 2-dr., $700*, $585, 
$485*; Custom (6) 4-dr., $675; 2-dr., 
$665*; Main (S) Ranch Wagon, §$1,130* 
(ps); 2-dr., $510; Main (6) 2-dr., $470 
"52 Crest (S) Country Squire, $750*. ‘51 
Custom (8) Victoria, $370; Custom (6) 
2-dr., $335. "50 Custom (S) 2-dr., $295, 
$220, $200; 4-dr., $240; Deluxe (%) 2-dr., 
$250; coupe, $190. "49 Custom (8) club 
coupe, $120. 


HUDSON—’'51 Hornet 2-dr., $250*. 
LINCOLN—'53 Capri 4-dr., $1,075* (ps). 
MERCURY—'55 Monterey coupe, $1,650*. 


‘54 4-dr., $1,150°. °53 4-dr., $650. ‘52 
2-dr., $600. ‘51 2-dr., $330, $225; 4-dr., 
$310, $220; coupe, $225. ‘50 4-dr., $350; 
2-dr., $240. °49 4-dr., $140. 


NASH—'53 Rambler Country Club, $685*; 


Statesman Hardtop, $670*. ‘51 Rambler 
Sport coupe, $320; Statesman 4-dr., $110. 


OLDSMOBILE—'55 (S88) Holiday, $2,025* 


(ps); 4-dr., $2,000* (ps); coupe, $1,900". 
‘53 (98) 4-dr., $950*; «SS: Super 4-dr., 


Model Breakdown 
Of Auction Averages 





June, 1956 May April 
Model To Date 1956 1956 
1956...... $2,140 $2,164 $2,256 
1955 1,575 1,573 1,620 
1954...... 1,080 1,082 1,115 
1953..... 73 740 757 
1952..... 505 188 499 
1951... 352 336 329 
1950. seat 245 249 241 
1949... 173 181 177 


Overall ——_- S§ ——— 
Average $ 852 $ 852 $ 874 


$890*. ‘S52 (98) 4-dr., $800". ‘51 (98) 
Holiday, $520*; 4-dr., $350*; (ss) Super 
4-dr., $450*. '50 (88) 4-dr., $440*, $130°. 


PLYMOUTH.-'55 Plaza (6) 2-dr., $1,065*. 


‘54 Belvedere station wagon, $1,200; 4- 
dr., $1,000*; Savoy 2-dr., §S50*. ‘53 
Cranbrook 4-dr., §$795*, $680, S520. ‘51 
Cranbrook Belvedere, $530; 4-dr., $385. 
‘50 Deluxe 4-dr., $135. 


PONTIAC—'56 Chieftain (S) 2-dr., $1,950. 


55 Chieftain (8) 4-dr., $1,565*; station 
wagon, $1,540. ‘54 Chieftain (8) Cata- 
lina, $1,385*; conv., $1,370*; 2-dr., $875. 
‘53 Chieftain (8) cony., $860*; 4-dr., 
$800* (ps), $720. '52 Chieftain (8) 4-dr., 
$590*, $450*. '50 Silver Streak (8) 2-dr., 
$160. ‘49 Silver Streak (8) 2-dr., $220; 
4-dr., $100*; Silver Streak (6) 2-dr., 
$140. 


STU DEBAKER—’'54 Champion station wag- 


on, $650. '53 Champion 4-dr., $385. ‘51 
Champion coupe, $150; 4-dr., $150; Com- 
mander club coupe, $110. 


WILLYS—’'52 Aero Ace 2-dr., $340. 
MISCELLANEOUS—’55 Volkswagen 2-dr., 


$1,130. "50 Chevrolet %2-ton pickup, $300; 
Delivery sedan, $100. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 


day. Prices are for sale of May 29.) 


(Sold 243 cars out of 368 offerings.) 
BUICK—’55 RM Riviera, $2,175* (ps); Su- 
per Riviera, $1,945*; Century Riviera, 
$1,590* (ps); Special Riviera, $1,935", 
$1,750; 4-dr., $1,755*. ‘54 RM Riviera, 
$1,585* (ps); Super Riviera, $1,575*, $1,- 
525* (ps), $1,515*, $1,400, $1,395* (ps). 


CADILLAC—'56 (62) 4-dr.,.$4,140* (ps). 


‘55 (62) coupe de Ville, $3,595* (ps), 
$3,500* «ps); coupe, $3,350* (ps). ‘54 
(62) coupe de Ville, $3,065* (ps). ‘53 
(62) conv., $1,795* (ps). ’52 (62) 4-dr., 
$1,305* (ps). 

CHEV ROLET—’56 Bel Air (8) Nomad, §2,- 
305; conv., $2,.225*; 2-dr., $1,900*; Two- 
ten (6) 2-dr., $1,415. '55 Bel Air (8) 
cony., $1, “S00: " Sport coupe, $1,725*, $1,- 
705*, $1,660*, $§1,620*; 4-dr., §1, 445°; 
Two-ten (6) Handyman, $1,450; 2-dr., 


(Continued on Page 43, Col. 1) 
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cial Riviera, $1,850. ‘54 RM conv., $1,- '53 Crest (8) conv., $955; Custom (8) | CADILLAC—’55 (62) coupe de Ville, $2,- 

















oa 960* (ps) ; 4-dr., $1,410* (ps). '53 Super 4-dr., $800*, $760*. 325* (ps). 
4. o aoe ,$1,050*, $970*; 4-dr:, $1,055*. | LINCOLN—'55 Capri conv., $2,470* (ps). | CHEVROLET—'56 Bel Air (8) 2-dr., $2,- 
tit se ” ar uc ion rices $1, ne: Bene conv., $735 (PS); RM ’52 Cosmopolitan 4-dr., $735* (ps). 325*; Sport coupe, $2,225; Sport sedan, 
ae 4-dr., $675 ; Super 4-dr., $600*. MERCURY—’55 Custom 2-dr., $1,380. '54 $2,140*, $2,025*; Two-ten (8) 4-dr., $1,- 
a CADILLAC -’56 Eldorado coupe Seville, Monterey 4-dr., $1,180*. ‘53 Monterey 955. '55 Bel Air (6) 4-dr., $1,450*, $1,- 
re, $5,600* (ps) ; conv., $5,575* (ps); (62) coupe, $1,250* (ps); Custom 2-dr., $875*. 420*; Two-ten (6) Delray coupe, $1,200; 
is coupe de Ville, $4,345* (ps); coupe, $4,-| ‘52 Monterey coupe, $765*; 4-dr., $650*;| 2-dr., $1,125. °54 Two-ten (6) 4-dr., 
rst (Continued from Page 42) 175° (Ps). (55 (62) coupe de Ville, $3,-| Custom 2-dr., $525. $925*; One-fifty 2-dr., $420. '53 Bel Air 
750* (ps), $3,500* (ps); coupe, $3,375* | NASH—’55 Ambassador Country club, $1,- 4-dr., $800, $585*. "52 SL Deluxe Bel Air, 
of $1,200, $1,155, $1,145. °54 Bel Air 4-dr., | NASH--'54 2-dr., $668. '52 2-dr., $440. '51| {PS)' 4-dr.. $3.000° (ps); (60) Special) 910°; Rambler Country club, $1,520, $1,-/ $585. $475. 51 Sl. Deluxe sedan, $300°. 
his $1,190*, $930; 2-dr., $1,020; Two-ten| 2-dr., $215 $5, n8e* Con), SOO ee de Or ecm; | 2000; S-dr., S875. "St Statesman 4-dr., ani an wade 
30 4-dr., $830, $820 | CLIGMONELE—"es c08) 4-ar., 61,700°. 51 | (po); coupe’ Sc.Saoe ip); (60" Bpacial | QUBUMMOEELE be tosh maka Gites’ | bomen ss Coreun tam “ones 
CHRYSLER—'51 Windsor Newport, $345*. (88) 4-dr., $1,535" (ps). $1 sone * on ps); ange tues” 5 (ps); (60: Special | OLDSMOBILE—'55 (98) Holiday, $2,500*, | DODGE—'53 Coronet 4-dr., $615*, $495. 
a DeSOTO—'55 Fire Dome (8) Sportsman,| (88) 4-dr.’$775*, $6200, gg outs $2,370* (ps). '52 (62) conv., $1,- | $2,310* (ps); (88) conv., $2,070* (ps); | FoRD ’56 Country sedan, §2,100*. ‘55 
n $2,100* (ps). ‘53 Fire Dome (8) 4-dr., 2-dr., $655*. °'51 (88) 4-dr $318*. 50 (62). (75) limousine, $1,100 (ps). 51) Holiday, $2,025* (ps); 4-dr., $1,820* Fairlane (8) Crown Victoria, $1 900°: 
0* $780* (ps), $550* (ps). '51 Custom 4-dr., (88) 4-dr., $250 any ey | er eee $1,340 , $1,280°. | (ps). '54 (98) Holiday, $1,845* (ps);| victoria. $1,740*: Custom (8) 4-dr., $1,- 
3 $290*. | PACKARD : 49 sade $150 CHEVROLET 56 Bel Air (8) conv., $2,- 4-dr., $1,575*, $1,500*, ’53 (98) Holiday,| o75* °54 Custom (8) 4-dr., $1 050*. °53 
cial DODGE—'53 Coronet 4-dr., $600°. | PLYMOUTH — °54 Plaza 2-d 650 eg} 200", $2,125*; Bel Air (6) conv., $2,150*.| $1,320*; conv., $1,290*; (88) 4-dr., $920*,| Custom (8) 2-dr., $670 "52 Main (8) 
388 FORD—'56 Main (6) 2-dr., $1,675; Main|~ Goncord 2-dr.. $238 51 pe $650. 52 | 55 Bel Air (8) coupe, $1,750%; 4-dr., 2| $905* (ps). '52 (88) 4-dr., $650*. ’51| Ranch Wagon, $630; Custom (8) 4-dr 
eee (8) 4-dr., $1,525. °55 Fairlane (8) Crown $208 $265 va Smee a ‘ ee 4-dr., | at $1,590* (ps) ; 2-dr., $1,575*; Bel Air (88) 4-dr., $475*. 2 at $500 ‘Bt Guatian 18) <2 g350°" 
RM Victoria, $1,930*, $1,850* (ps); Victoria, | tion’ wagon $198: oe “Fibs "oat sta-| (6) conv., $1,620*; Sport coupe, $1,505*; | PACKARD—'53 Clipper 4-dr., $570*. '52 MERCURY__’56 sonterey tardée "$0 500° 
me $1.775* (ps); Custom (8) 4-dr., $1,245. ane ao. 8; 2-dr., 95. 7 club | Two-ten (6) 2-dr., $1,200; 4-dr., $1,125; Clipper 4-dr., $300*. 3 cos - sieehaen eon wane “$2 - 
mie $1,235; 2-dr.. $1,150, $1,145; Custom (6)| poNdIAC.'s6 Chistiem, <0) Gitet | One-fifty (6) 4-dr., $955*. '54 Corvette, | PLYMOUTH—'56 Savoy (8) Suburban, §2,- 250°: Hardto $1 950°: 2- i *1.500 
4-dr., $1,110; Main (8) 2-dr., $1,145;| 4o5* go 353° 55 Chieft ) a: Coe, $1,805*: Bel Air Sport coupe, $1,305*%:| 035; Savoy (6) Suburban, $1,655. °55 +54 Hardtop 31 iae*: Cost Shs $900. 
al Main (6) 2-dr.. $950. '54 Crest (8) Coun- 31 765°" "54 coaetente to Oa oo na,| 4-dr., $1,105* (ps) ; 2-dr., $960; Two-ten Savoy (8) 4-dr., $1,275. ‘53 Cranbrook ol DSM BI z 2 ; s z ae 
62) try sedan, $1,170* (ps); Custom (8) 4-| 9958 53 Ghieftaia (5) Goel a ee es. | 4-dr., $855, $840; 2-dr., $825, $790; Onee Suburban, $830; conv., $660; 2-dr., $550. + <egeo c—'56 (98) Holiday, $3,175 
= an, $995°" | 725". "33 Chieftain (8) Catalina, $1,035*;| fifty 4-dr.. $750, $730. °53 Bel Air conv., | PONTIAC—-'53 Chieftain (8) station wag-| $P8)i (88) 4-dr., $2,495. SS (96) 4-dr., 
aoe HUDSON—'55 Hornet Hollywood, $1.645*.|  sg00¢- 4-ar.. $310* r Str (8) 2-dr.,| $1,010*; Sport coupe, $890, $840, $785; on, $940. ‘52 Chieftain (8) Catalina, cichaee = (88) Holiday, $900°. 
oe ‘52 Hornet 4-dr., $450°*. STUDEBAKER _’53 4-dr., $498. '52 H 4-dr., $855; One-fifty station wagon,| $695*; 4-dr., $620*. '51 Silver Streak (8) | 55 vue 7 52 2-dr., $420 
7 LINCOLN—'53 Cosmopolitan 4-dr., $995*.| "ion ss05, $305. "20 ocnw.. ons. op Hard-| $775: Two-ten 2-dr., $750, $690. Catalina, $390*, $355. ona OUTH—’55 Belvedere (8) 2-dr., $1,- 
“i "53 Capri 4-dr., $820*. 51 4-dr., $200°.| sob, $405, $305. " ., $215 2-dr., | CHRYSLER—'56 Windsor ‘4-dr., $1,765*. | STUDEBAKER 54 Commander 2-dr., — G3 Cranbrock 2-dr., G008, "GS Cram- 
oat. MERCURY—'56 Monterey coupe, $2,265°. | 54 Windsor 4-dr., $1,075* (ps).''52 Wind-| $785*. ‘53 Commander 2-dr., _$870*; | ,, rook 2-dr.. $295. 
= ’55 Monterey coupe, $1,445*. 54 Monte-| a sor club coupe, $615* (ps) Champion 4-dr., $420. °52 Commander ONTIAC 55 Star Chief (8) 4-dr., $1,- 
wo- rey station wagon, $1,665°; coupe, $1,- CHICAGO DeSOTO—'55 Fire Dome (8) 4-dr., $1,800*,| coupe, $395, $370. 755*; Chieftain (8) 4-dr., $1,350°. ’51 
at, 420°: Custom 4-dr., $1,275* (ps); 2-dr..| (Great cu ; : $1,600*. | Silver Streak (8) station wagon, $250. 
$i. $1.245°, $1,200, $1,100. °53. Monterey | reater cago Auto Auction. Sale| DODGE—’54 Coronet 4-dr., $830*, 53 Cor- DENVER WILLYS—’52 station wagon, $615. '51 sta- 
1 Soupe, $1,190°, $940° | oy Thursday. Prices are for sale of| onet 4-dr., $565* - - tion wagon, $620. '50 Jeepster, $475. 
ine NASH—'55 Rambler 2-dr., $900. '54 Ram-| , *Y Sangh Que, Bete telient _ | FORD—'56 Thunderbird, $3,150; Fairlane (Jack Layton’s Auto Auction. Sales every | MISCELLANEOUS 5 = aoe: %-ton 
bier station wagon, $1,300. '53 Statesman| . »_ fi lowing holiday (8) Crown Victoria, 2 at $2,110, '55 Fair-| Monday and Thursday. Prices are for sale| Pickup, $1,625. '55 Chevrolet %-ton pick- 
ifty a > ‘ ~ | very strong on all models, Sold 225 cars lane (8) Crown Vi i 900* , 22. up, $1,415, $1,300; Ford %-ton pitku 
a 4-dr., $795, $690*; 2-dr., $525. "52 States-| out of 294 offerings.) o ctoria, $1,900° (ps), | of May 28-31.) 900: i } ee 
Ban man club’ coupe, $700°; 4-dr., $445,| BUICK-"56 Centres 4-dr 92,795° $1,815* (ps), $1,810*; conv., $1,800; Main (Strong demand for clean used units. = = Muse. %-ton peep, oe oe 
75° $305*; 2-dr., $440*; Rambler club coupe, | Special £ ae Yes sone 2,728 a (ps); (8) Ranch ,Wagon, $1,435; Custom (8) Beautiful weather today.) illys a $965. 53 Ford \%- 
ane’ $430. $410. | Riviera. s2igs¢ cae." on 14 2-dr., $1,275, $1,230; Custom (6) 2-dr.,| BUICK—'56 Century 4-dr., $2,575* (ps). ton pickup, $525; GMC %-ton Presee, 
‘ OLDSMOBILE—'56 (88) 4-dr., $2,100*. '55| $1 745°: RM Riviera. $2.085° (p $1,790, | $1,125. "54 Crest (8) conv., $1,345*; 4-| '55 Super Riviera, $2,190* (ps); Century $475. '52 GMC %-ton pickup, $425, $375. 
ae (98) conv., $2,505* (ps); Holiday, $2,350* | ’ ; » $2,08° ps); Spe- dr., $925, $905; Custom (6) 2-dr., $805. Riviera, $1,950*. (Continued on Page 44, Col. 1) 
- 20 (ps), $2,305* (ps); (88) Holiday, $2,035° 
aor (ps), $1,890*; 4-dr., $1,995* (ps), $1,- 
a 800* (ps). ‘54 (98) Holiday, $1,915* 
aor (ps); 4-dr., $1,710* (ps), $1,665* (ps), 
$1.600* (ps) | 
tom PACKARD—'55 Clipper 4-dr., $1,595*. °53| 66 ° Ss 
Clipper 4-dr., $610*, $560* | 
P30) PLYMOUTH—'55 Belvedere (8) conv., $1,- 
D5 *. 710°; 4-dr., $1,295*; Savoy (8) 4-dr., | 
ynet $1,285, $1,255; Plaza (6) 4-dr., $800. '54) 


D0*. Belvedere conv., $1,235*, $1,150*; Savoy | 
39 4-dr., $815. '53 Cranbrook 4-dr., $720*; | 


oe 
$1,- Belvedere, $715 = 99 
200; PONTIAC—’56 Chieftain (8) Catalina, $2,-| i nr uU r uU Si n ess 
atry 150*. '55 Star Chief (8) Catalina, | = 8s fs 
| 








ria, 975*; Chieftain (8) Catalina, $1,730°. '54 
tom Chieftain (8) 4-dr., $1,715° (ps); $1,000°; 

(Ss) 2-dr., $1,335*; Star Chief (8) 4-dr., $1,-/ 

53 200* | 
a a ae — '55 Commander club says Albert E. Norman, Jr. Vice-President 
585, upe, $1, ; 

dr., WILLYS—"52 Aero 2-dr., $430. and General Manager of Norman Motors, Inc. 
|30* Old i 
y smobile Dealer of Evanston, Ill 
70 ~ ~ ’ ° 
‘51 JENISON, MICH. 
(6) (Grand Rapids Auctions. Sale every Tues- | 
295, day. Prices are for sale of May 29.) 
dr., (Sharp cars still brought that real high 
club = dollar. Not too many offerings today, but 
a@ nice variety. Sold 84 out of 123.) 
BUICK—’'56 Special 4-dr., $2,475*, $2,350°*. | 

more "55 RM Riviera, $2,240* (ps). ‘53 Super 
7. Riviera, $800°; Special 4-dr., $785*. ‘50 

Aw Super Riviera, $240; Special 4-dr., $225, 

——e $100 
350 ; CADILLAC—'53 (62) 4-dr., $1,665* (ps). 

— "52 (62) coupe, $1,350° (ps). ‘51 (60) 
~~ Special 4-dr., $900* "50 (62) conv., 
bler 705° | 
110. CHEVROLET—'56 Bel Air (8) 4-dr., $2,-| 
ao 085*, $2,015* (ps). "55 Bel Air (8) conv., 
b0°. $1,750°; 4-dr., $1,485*; One-fifty (6) 2- 

dr., dr., $1,000. ‘54 Bel Air Sport coupe, | 


— $1,325*, $1,150; 4-dr., $980; 2-dr., $920; 
Two-ten 2-dr., $900, $885; 4-dr., $830. 
‘53 Bel Air club coupe, $875; Two-ten| 
2-dr., $695, $550. °51 SL Deluxe 2-dr., 


; $380°; club coupe, $375*; 4-dr., $375. 50) 
SL Deluxe 2-dr., $190. . 

ril DODGE—'55 Coronet 4-dr., $1,695*; 2-dr., 

56 $1,650*; club coupe, $1,550. °53 Coronet | 


conv., $675; 4-dr., $650. "52 Coronet 4-| 








36 dr., $365*, $285. 
20 FORD—'56 Fairlane (8) conv., $2,100*; 
pa 4-dr., $2,050*. "55 Custom (8) 2-dr., $1,-| 
li e 065; Main (8) sedan, $1,065, $895. ‘54 re ‘ ‘ ‘ ‘ i 
57 Crest (8) club coupe, $1,185* (ps); Cus- We need prize incentives in our business . . . they add 
99 Main (6) sedan, $595. "53 Crest (8) conv., excitement and interest—keep up the self-inspired pres- 
= ; am 
: $680: Main (8) sedan, $685, $510. ‘52 . ° e ° 
29 Crest (8) club coupe, $615; Main (6) | sure that’s so important in selling cars. 
41 sedan, $390. °51 Custom (8) Victoria, | 
$500; sedan, $335*; Custom (6) 2-dr., | 
77 $340; 4-dr., $225. ‘50 Custom (8) 4-dr., “I know, salesmen say they prefer cash But the 
$2s0 ’ ee ey 
mF ae Coen Dt. $825. ’50 fact is, extra cash simply doesn’t provide extra incen- 
7 , vam . . 
OLDSMOBILE — °55 (98) 4-dr., $2,200*| mes < s - 
«cl rr — “M ee), te, eee tive In fact, it often cuts down on the over all 
98) (88) Super 2-dr.,’ $1,525* (ps). '53 (88) | volume—salesmen sell enough to get their average in- 
per 4-dr., $900. '52 (88) 2-dr., $650*%, $630; | . : 
0°. (98) 4-dr., $630*, $565. come, and then coast . . . Besides, a cash spiff changes 
5°. PLYMOUTH-—'56 Savoy (8) 4-dr., $1,620. h : : 
fo ‘55 Savoy (8) 2-dr., $1,100°; Plaza’ (8) the basic pay plan—when the spiff comes off, the sales- 
"53 2-dr., 840*. '54 Sav 2-dr., $915. ‘51 ’ 
$3 eae ee F men feel that they've had a pay cut. 
385. PONTIAC—’'55 Star Chief (8) 4-dr., $1,- 
700* (ps). '54 Chieftain (8) sedan, $945*, 
950. $900. '53 Chieftain (8) 4-dr., $760*, $715, e i i 
50. sees. ‘Se Cusetinin (8) 0-te., 708°, re oer on the _ hand, give — a permanent 
mae $275. reward. man who wi Ff 
375. STUDEBAKER — ‘51 Commander 4-dr., ‘ . mS 88 Optpene ne doesn . 
ar. $200. expect to win another next month. He’s received a 
2 ji eps 
— ST. LOUIS permanent boost in his standard of living— 
20: ST. c 7 ee q 
dr., ~ (St. Louis Auto Auction. Sales every without a permanent faise in pay. Prizes add ANCE 7, 
uesday and Friday. Prices are for sales i -to- i . 4, 
ag. ee oes interest . . Pen. day-to-day selling from be a Cm 
5 (Good demand on all makes and mod- i 
= on: and Gemand om Gi makes and med. coming humdrum. They help fight boredom, 
355 offerings.) the worst enemy of the retail auto business. 
BUICK—’'54 Super Riviera, $1,450*; Special e e 
dr., Hardtop, $1,385. 53 Super Riviera, $848. The prize becomes a symbol of achievement 
y > 
00; 52 Super 4-dr., $480*. 51 Super conv., be h ‘ ‘ Pp 
$400"; 2-dr., $428*, $378; 4-dr., $310*. not only in the eyes of his family, but in the 
‘49 Special station wagon, $300. 
CADILLAC"54 (62) air.’ $2,000* (ps). eyes of other members of the sales force too. 
‘53 (62) 4-dr., $1,490* (ps). '52 (62) , : 
1es- cabs $1,200", 00 (62) 4dr.” $495". And what’s really important, they produce a 
C —’ el Air (8) Sport coupe, ! 
$1,923*; Two-ten (8) 2-dr., $1,730"; 4- lot of extra sales! mu, € 
Su- dr., $1,700, $1,600, $1,548. '55 Bel Air 
ae fea om a ge Sport coupe, “Ss e . 
5*, ,550*; '2-dr., $1,265; 4-dr., $1,340*, ure, an incentive program mea . 
ra, $1,235;' Two-ten (8) 2-dr., $1,240*, $1,- ; : —— ns extra bookkeep 
$1,- 180. ’54 Bel Air 4-dr., $1,005, $958; 2-dr., ing—but that extra bookkeeping means that you have 
DS). $725. '53 Bel Air 4-dr., $720. 7 4 Palmer House, Chicago, Illinois 
38). DeSOTO—'53 Fire Dome (8) 4-dr., $615*. much better sales control at all times—you have daily 
Ss), . Custom 4-dr., $320*. ’ 
5A DODGE__’49 4-dr.” §290*. knowledge of a salesman’s progress and can spot a sales 
"53 FORD—’56 Thunderbird, $2,860; Fairlane l mo e be P 2 ’ d ” DETROIT INCENTIVE CENTER 
dr., (8) conv., $2,043*. '54 Crest (8) Victoria, s ump ore it comes a salesman s ownfall. 
$1,085. '53 Crest (8) Victoria, $918; sta- 2930 W. Grand Bivd. 
§2,- — wagon, $900; Custom (8) 4-dr., $610. 
wo- ’52 Custom (8) 4-dr., $500; 2-dr., $450, i i 
(8) $445; Crest (8) Victoria, $650, $485*. We find only one Gay +. 2 ae enough. Telephone TRinity 4-3070 © TRinity 2-201 
$1.- LINCOLN—'51 2-dr., $298*. Frankly, we'd like to have more factory incentive r. v Ter 


5*; MERCURY—’54 Monterey coupe, $1,525*. 


ir. '53 Custom Sport coupe, $965. '52 Custom campaigns—like the last one Oldsmobile ran with 
sao. "Bb Sango; cone, Sus," Belnap & Thompson.” 21 OFFICES COAST TO COAST 
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$415*, $390°; 2-dr., $370. '49 4-dr., $105 4-dr $415*, $365". ‘49 Su | °S > 
a ’ oy : J . > 5°. Super conv., 53 Coronet (8) station wagon, $920* 
OLDSMOBILE—'53 (S88) 2-dr., $825. ’'51 $110*. sedan, $845*, $710*. ‘52 Corenst ‘Sart 
(88) Super 4-dr., §200. | CADILLAC—’53 (62) coupe de Ville, $1,- $370*, $320*. '51 Coronet 4-dr., $370*. : 


* . 

Used-t or Auction Prices | PACKARD—’'50 4-dr., $160*. | 665%. ’51 (62) coupe de Ville, $1,290*;| FOR - '56 i 8) 2- - 
| PLYMOUTH—’56 Belvedere (8) conv., $2,-| 4-dr., $1,050*. 49 (62) 4-dr., $510°. Main (8) ide, $1,610, ‘55 "Senators. 

400°. '55 Plaza (6) 2-dr., $880. '54 Savoy | CHEVROLET—'56 Bel Air (8) Hardtop,| 9405+ (ps): Fairlane (S, Wie. 
4-dr., $750. '53 Cranbrook 4-dr., $600.| $2,340* (ps): Two-ten (6) sedan, $1,890. Se a ee eee. ee cere acer 
'52 Cranbrook 4-dr., $370*; Cambridge | '55 Bel Air (8) Hardtop, $1,870*, $1,820°. toria, $1,900*; Victoria, $1,750*, $1,675°: 
4-dr., $255; 2-dr., $370. ’51 Cranbrook| $1,800*, $1,775*, $1,755* (ps); Two-ten| ‘Sedan, $1,430*; Main (8) Ranch Wagon, 
| 2-dr., $240. '50 Deluxe 4-dr., $185, °47 (8) 4-dr., $1,450*%; 2-dr., $1,405; Two-ten $1,855*, $1,830*, $1,705; Main (6) Ranch 





(Continued from Page 43) 





'51 Ford %-ton pickup, $435; GMC 1-ton '52 Meadowbrook 4-dr., $440. '50 Coronet | Deluxe 4-dr., $110 (6) sedan, $1,240*, $1,150; station wa w *; 
: ; a bs . 4 ’ , . ’ ® . ; g- | Nagon, $1,540*; Custom (8) 4-dr. i, 
peeaee, $420. ‘50 Ford ‘%-ton pickup, — $240. i — Chieftain (8) station wagon, ot “ee an i Hardtop, $1,370;| 570* (ps), $1,550*. °54 Crest (8) Vic. 
55. ‘ORD--'56 Fairlane (8) Victoria, $1,950. °55 :260°. ei Ale Hae . LS ae ieees | Ge ke’ on tone Ghee ee ee 
Main (8) Ranch Wagon, $1,500; Custom | STUDEBAKER—'51 Champion 2-dr., $195*. ~ aan San tbh’ cease 4-dr., $980°;/ (8) 4-dr., $1,180*, $1,010, $1,000, $910, 
N. PLAINFIELD, N. J. (8) 4-dr., $1,100; Main (6) 2-dr., $1,055*. | WILLYS—'50 station wagon, $350°. Two-ten 2-dr., $785; 4-dr., $750, $680°.| $615; Main (8) Ranch Wagon, $1,400* 
<n Ae Amin, Gee overs 54 Main (8) Ranch Wagon, $1,185*; ‘ oe SL a ann.” oes $495*. °51 SL ‘53 Crest (8) Victoria, $1,125*; Custom 
, y Crest (8) Victoria, $1,250: C | eluxe 2-dr., 55. °50 SL Deluxe Bel (S) 4-dr., $935*; 2-dr. 875°; C rr 
Thursday. Prices are for sale of May 31.) 2-dr., $700. '53 Crest (a) Country aquive, PORTLAND, ORE. Air, $465; conv., $360; station wagon, (6) 4-dr., $675, 52 Main is y ante. $090, 
cMarket steady on older models with | $750; Custom (8) 4-dr.. $750; Custom (6}| | (Portland Auto Auction. Sale every Tues. i ane | eee co? oat, Cee), me. te) 
pe meets eens. oe cars ou Sar, $500". $555; Main (6) 2-dr., $585. | day. Prices are for sale of May 29.) CURYSLa — "6s Winaece clad ome Gules Ga, aan Custom (8) 2-ér.,_ $280; 
s. 5: -dr., $530. ’ ustom (38) | (G a ¥ SLE — "Si s ’ ustom (6) 2-dr., _ ustom (8) 

ByIce- rae Saee, ot Pony oe, ae 8308", ‘50 Custom | 168 a. adie. Sold eee 50 NY club coupe, $400*; 4-dr., | club coupe, $320; 2-dr., $220. 
) oe a —! rie dane ae a ) 2-dr., $200. | SUIOk — “56 RM Riviere, $2,160° (ps); | DeSOTO—'52 Fire Dome (8) club coupe, “tae eee ae oak 
“ o a *» 5°. § edan, $2,090* (ps); Special sedan,| $750*, $650*: 4-dr., $555*. °51 Custom — inn, ag ere 

ed oe one (62 4 $1.760° ( MERCURY 56 Monterey 4-dr., $2,105*.| $1,860*. ‘54 RM Riviera, $1,590* (ps). 4-dr., $340°*: Sportsman, $290° ‘o' Con coupe, $125 
- "52 (62) sedan $1.190°. "51 i olen, = A-dr., 151,500. ‘54 2-dr., $990. '53| ‘53 Super Riviera, $1,020*. ‘51 Special| tom 4-dr., $395°. . ae ”” | LINCOLN—’54 Capri coupe, $1,935* (ps). 
" ‘ ° ° rdtop, $1, ; conv., $880*. '51 4-dr., 4-dr., $445; Super 4-dr., $420*. '50 Super | DODGE—’54 Royal (8) 4-dr., $1,240* (ps). (Continued on Page 45, Col. 1) 





$810°. 

CHEVROLET — '54 Two-ten sedan, $860, 
$820. ‘53 Bel Air 4-dr., $820*; Two-ten 
sedan, $670, $620. '52 SL Deluxe Bel Air, 
$580*. ‘51 SL Deluxe sedan, $450, $390; 
SL Special sedan, $350, $210. '50 SL De- 
luxe sedan, $250. 

CHRYSLER '53 Windsor sedan, $730*. 
"52 NY sedan, $510°*. 

DeSOTO—'53 Fire Dome (8) sedan, $690; 
conv., $720*. '50 Custom sedan, $330. 


DUDGE-—’'53 Coronet sedan, $660. '52 Cor- = 
onet sedan, $380. ‘49 Meadowbrook se- 
dan, $235. 
FORD - "53 Crest (8) Victoria, $940*; 
conv., $790*. "52 Custom (8) sedan, $540; a 
Custom (6) sedan, $500, ‘51 Custom (8) 
sedan, $290, $150. ‘50 Custom (8) sedan, 
$240, $180, $120. "49 Custom (8) station 
at ie 7 7 
































































































































wagon, $250. 

KAISER—’'53 sedan, $500. 

MERCURY—'54 Custom sedan, $1,050. ‘53 
sedan, $810. "52 Monterey Sport coupe, 
$740*. '51 sedan, $390. 

NASH—'53 Ambassador sedan, $545*. ‘51 
Statesman sedan, $220. 

OLDSMOBILE—'53 (98) Holiday, $1,100*. 
’"52 (88) Holiday, $830*; sedan, $720°*. 
"51 (98) sedan, $465*. ‘50 (98) sedan, 


$300. 

PLYMOUTH—’'54 Belvedere 4-dr., $1,035*. 
’53 Cambridge sedan, $480. ‘52 Cran- 
brook sedan, $370, $335. ‘50 Special De- 
luxe sedan, $235. ‘49 Special Deluxe 
sedan, $240, $200. 

PONTIAC—'53 Chieftain (8) sedan, $840, 
$590. ‘52 Chieftain (8) sedan, $575. ‘50 
Silver Streak (8) sedan, $330°; Silver 
Streak (6) sedan, $240. 

STUDEBAKER 51 Commander sedan, 
$110. ‘50 Champion sedan, $110. 

MISCELLANEOUS—’51 Ford %-ton panel, 
$240. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of May 31.) 

(A great many hungry buyers were in 
attendance today as we were short of 
cars because of the holiday.) 

BUICK—'55 Special conv., $2,110° (ps); 
Super Riviera, $2,035* (ps), $2,010° (ps). 
'S54 Super Riviera, $1,470°. °53 Special 
2-dr., $810; Super Riviera, $765*° (ps). 
‘50 Super Riviera, $375*; Special 2-dr., 
$170°. ‘48 RM sedanet, $135*. 

CHEVROLET—'56 Bel Air (8) 4-dr., $2,- 
105*; Two-ten (8) 4-dr., $1,680. "55 Bel 
Air (8) conv., $1,780*°; station wagon, 
$1,665*; Sport coupe, $1,645, $1,600; 4- 
dr., $1,535*; Two-ten (8) station wagon, 
$1,595; 2-dr., $1,345; Bel Air (6) 4-dr., 
$1,415*. "54 Bel Air coupe, $980. "53 Bel 
Air 4-dr., $710, $700°; 'wo-ten 2-dr., 
$615. ‘52 SL Deluxe 4-dr., $420°. '51 SL 
Deluxe 2-dr., $345*. ‘49 SL Deluxe club 
coupe, $1485. 

CHRYSLER—’'56 Windsor (8) sedan, $2,- 
550°. 

FORD—'56 Parklane station wagon, §$2,- 
270°; Fairlane (8) Victoria, $2,170* (ps), 
$2,095* (ps); club coupe, $1,975*, $1,860°. 
‘55S Fairlane (8) 4-dr., $1,435*, $1,400°; 
Custom (8) 2-dr., $1,355; 4-dr., $1,285°, 
$1,170, $1,140*. 54 Crest (8) Victoria, 
$1,055; 4-dr., $1,015*; Custom (8) 4-dr., 
$990°; 2-dr., $820; Main (8) 2-dr., $815. 
"53 Custom (8) 2-dr., $775*, $765°; 4-dr., 
$760°, $720°, $635; Custom (6) 2-dr., 
$610; Main (8) 2-dr., $500. ‘51 Custom 
(8) Victoria, $505*; 4-dr., $450°. ‘50 
Custom (8) 4-dr., $245; Custom (6) 2- 
dr., $165. ‘49 Custom (8) conv., $175. 

LINCOLN—’56 Premiere Hardtop, $3,825* 
(ps). 

MERCURY—’'56 Custom station wagon, $2,- 
220. °55 Montclair 4-dr., $1,985* (ps). 
‘53 Monterey Hardtop, $1,160*. 

NASH—’'52 Rambler station wagon, $470*. 
"51 Statesman 4-dr., $195. 

PACKARD—'52 4-dr., $305. 

PLYMOUTH—’'55 Savoy (6) 4-dr., $1,080; 
2-dr., $975. ‘54 Savoy station wagon, 
$685. ‘53 Cranbrook club coupe, $600*; 
Hardtop, $490°. 

PONTIAC—'54 Star Chief (8) sedan, §1,- 
250° (ps). °53 Chieftain (8) Catalina, 
$915; 4-dr., $650*. °52 Chieftain (6) 2- 
dr., $290. '51 Chieftain (8) station wagon, 
$650°. , 

STUDEBAKER—'51 2-dr., $285*. 

WILLYS—’55 station wagon, $1,010. ‘49 
Station wagon, $220. 

MISCELLANEOUS — '48 Chevrolet %-ton 
pickup, $305. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of May 31.) 

(Not much change this week. Bidding 
brisk and prices very good, Sold 89 cars 
out of 104 offerings.) 

BUICK —’'54 Century Riviera, $1,500*. °'53 
RM Riviera $1.035* (ps); Super Riviera, 
$765*; Special Riviera, $730. ‘52 RM 
Riviera $575*. ‘51 Special 4-dr., $330*. 
"50 Super Riviera, $415*; Special 4-dr., 
$230. 

CADILLAC—'52 (62) 4-dr., $1,230* (ps). 
"49 (62) 4-dr., $550*. 

CHEV ROLET—'56 One-fifty (6) 2-dr., $1,- 
600. '55 Two-ten (6) 2-dr., $1,155. ‘53 
Two-ten station wagon, $1,000; 4-dr., 
$775*; Bel Air coupe, $845; One-fifty 2- 
dr., $570. '51 SL Deluxe 4-dr., $425, 
$405*; FL Deluxe 2-dr., $360*. '50 FL 
Deluxe 2-dr., $380; 4-dr., $310*; SL De- 











luxe 4-dr., $320, $285; 2-dr., $270*, $260, 
$180; club coupe, $140; SL Special 2- 
dr., $260. '49 FL Deluxe 4-dr., $320; SL 
Deluxe 4-dr., $265; conv., $180; SL i 
Special 4-dr., $200. '48 SM 2-dr., $100. 
CHRYSLER—'51 Windsor 4-dr., $355. ‘50 
NY Newport $315*. 7 


—- Fire Dome (8) 4-dr., $1,- 
* 
DODGE—’'56 Coronet (6) 4-dr., $1,760*. 
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20° $460*. '51 Commander 4-dr., $335*, $330, 
a $295; Champion coupe, $235*. | 
: e ° MISCELLANEOUS—'55 Ford % -ton pick- 
' up, $955. '53 Ford %-ton pickup, 5, 
oe Used-Car Auction Prices |) sisi iat’. c ate td 
bir Chevrolet %-ton pickup, $660; Ford %- 
Vi ton pickup, $435. °51 Ford %-ton pickup, 
75* $530. ‘50 Ford %-ton pickup, $500. | 
gor | 
siets (Continued from Page 44) VALDOSTA, GA. | 
$1 ’53 Capri coupe, $1,350* (ps); Cosmo-| ‘51 (88) Super 2-dr., $520*; (98) 4-dr., | (Tom Hewitt Auto Auction, Sale every | 
Vic politan 4-dr., $1,170* (ps). | $490*. 50 (98) conv., $430*; (88) club| Friday. Prices are for sale of June 1.) 
ee MERCURY—’'55 Montclair Hardtop, $2,- — $360°; 4-dr., $320*, $200*. | (Prices were really high on all makes | 
as 050°. '54 Monterey station wagon, $1,-| PACKARD—’55 Clipper Hardtop, $1,925*.| and models this week as plenty of buyers | 
00 720* (ps); conv., $1,610° (ps); 4-dr.,| 51 (300) 4-dr., $485*. 
stom $1,375* (ps); Custom Hardtop, $1,475*: and sellers were in attendance, We just 
ston ’ os , : +’ | PLYMOUTH—'56 Belvedere (8) Hardtop,| need more clean merchandise, Sold 280 
stom 2-dr., $1,205. ’'53 Monterey 4-dr., $920*. $2,325*. °55 Sav (8) 2-d $1,220. °53 | 
53.0), *51 club coupe, $535*, $500*; 4-dr., $475*, Cambria oer oy g95° = sh Cranbrook | .°®** out of 350 offerings.) 
(8) $440°, $375°. '50 d-dr., $425*; coupe,| Cambridge Sdn. | Ht0O on rook | BUICK—'56 Super 4-dr., $2,850* (ps), $2,- | 
280; $265*. '49 4-dr., $130. Be, oe . 705* (ps). '55 Special Riviera, $1,795°. | 
iP NASH—’55 Rambler station wagon, $1,-| PONTIAC—’5S4 Star Chief (8) conv., $1,-| ‘54 RM 4-dr., $1,450° (ps); Super Rivi- | 
710*; Metropolitan Hardtop, $1,000. '54| 325°; 4-dr., $1,275* (ps). '53 Chieftain| era, $1,400* (ps); Century 4-dr., $1,300°, 
$2,- Ambassador 4-dr., $1,235* (ps). '52 Ram-| (8) Catalina, $1,090*; 4-dr., $910*. '52| $1,210. '53 Super coupe, $910*. ’51 Super 
club bler station wagon, $500. '51 Statesman Chieftain (8) 4-dr., $550°. °51 Silver! Riviera, $350. '50 Special 2-dr., $165. 
4-dr., $290*. Streak (8) 4-dr., $435. 50 Silver Streak | CADILLAC—’56 (62) sedan, $4,900* (ps). 
ps). OLDSMOBILE — '53 (98) coupe, $1,170*| (8) Catalina, $465°, $320°. | '55 (62) conv., $3,515* (ps). '54 (62) 
(ps); (88) Super 4-dr., $1,045*, $775*. | STUDEBAKER—’52 Commander Hardtop,' coupe de Ville, $3,060* (ps), $2,810*' 


1956 





(ps); 4-dr., $2,825* (ps). '53 (62) coupe, 


$1,735*. '52 (62) 4-dr., $1,210*. 
CHEVROLET—’'56 Bel Air (8) Hardtop. 
$2,025*; Two-ten (8) 4-dr., $1,725. ‘55 


Bel Air (8) Sport coupe, $1,685*, $1,450", 
$1,400; 4-dr., $1,350, $1,285, $1,230; Two- 
ten (8) Delray, $1,375; 4-dr., $1,250; 
One-fifty (6) 2-dr., $1,020. ‘54 Two-ten 
Delray coupe,~$975; .2-dr., $840*; Bel Air 
2-dr., $850; One-fifty 4-dr., $625. '53 Bel 
Aire Sport coupe, $850; Two-ten 4-dr., 


$700, $645. '52 SL Deluxe 4-dr., $410*. 
’51 SL Deluxe 4-dr., $410*; FL Deluxe 
4-dr., $390*. 49 SL Deluxe 4-dr., $225. 


CHRYSLER — '56 NY St. Regis, $3,005* 


(ps). °55 (300) Hardtop, $2,060* (ps). 
'54 NY 4-dr., $1,480* (ps). *49 Windsor 
4-dr., $212. 

DeSOTO—’'54 club coupe, $780. .'50 coupe, 
$285. 

DODGE—’53 Coronet 4-dr., $675*. ‘52 4- 
dr., $405. 

FORD — '56 Fairlane (8) 4-dr., $1,935*; 


conv., $1,925*; 2-dr., $1,675, $1,670, $1,- 
655; Custom (8) 4-dr., $1,665*, $1,590. 
‘55 Country sedan, $1,600*; Fairlane (8) 
sedan, $1,470*; 4-dr., $1,410*, $1,360; 
Town sedan, $1,400*; conv., $1,180; Main 











HEAVY LOADS OPEN ROAD 








Here’s another Spicer innovation in auxiliary transmission design for more efficient 
truck operation ... a deep underdrive and splitter ratios in one gear box! 


This means plenty of power for tough operating conditions when off-the-highway 
on any terrain. 


And it means plenty of speed for fast on-the-highway operation! 


Another important feature: these new Spicer 4-Speed Auxiliaries have 
exactly the same overall length as Spicer 3-Speed Auxiliaries. They can be 
installed in the same vehicle without change in companion flanges or 
drive-line length. And they have the same shift lever controls 

as the 3-speed units. 


A top-mounted power take-off capable of transmitting full engine 
torque is available for use with the new Spicer 
4-Speed Auxiliaries. 


SUMMER 













SPICER PRODUCTS: 1¢ 














LIGHT LOADS 





HEAVY TRAFFIC 











45 


(8) Ranch 
4-dr., $615; 


2-dr., $1,025. ‘54 Main 
$1,075*; Main (6) 
(8) sedan, $970*. °53 Crest (8) 
Country Squire, $950*; Victoria, $875, 
$610*; Main (8; Ranch Wagon, $910: 
2-dr., $605; Custom (8) club coupe, $860: 
4-dr., $775, S670, $660° 





(6) 
Wagon, 
Custom 


LINCOLN—'54 Capri coupe, $1,750* (ps). 
‘53 Capri 4-dr., $1,090*. 
MERCURY—'56 Monterey station wagon, 


$2,575* (ps). '55 Monterey coupe, $1,685* 
(ps); Custom 2-dr., $1,390. '54 Monterey 
4-dr., $1,080*. °53 conv., $825. '52 4-dr., 
$540. '51 4-dr., $365, $275. 

NASH—’53 Rambler conv., $475. 

OLDSMOBILE — '56 (88) sedan, §2,525* 
(ps); Holiday, $2,510* (ps); Super 2-dr., 
$2,475. '54 (88) 4-dr., $1,500* (ps). ‘53 
(88) conv., $800*. °51 (88) 2-dr., $570*. 
"50 (76) 4-dr., $215*. 

PACKARD —'55 2-dr., $1,700*. 
top, $450*. '51 4-dr., $325*. 

PLYMOUTH—’56 Savoy (8) 2-dr., $1,630*. 
‘55 Belvedere (8) coupe, $1,300*; Savoy 
(6) 2-dr., $1,080*. '54 Belvedere 4-dr., 
$830. ‘53 Cranbrook 4-dr., $500, $460; 
Cambridge 4-dr., $450. ‘52 Cranbrook 
4-dr., $340. 

PONTIAC—'55 Chieftain (8) Catalina, $1,- 
575*. °54 Chieftain (8) 4-dr., $1,095*, 
$1,000, $840. '53 Chieftain (8) Catalina, 
$925*. °51 Silver Streak (8) conv., $350*; 
2-dr., $320. 

STUDEBAKER ‘52 Commander coupe, 
$480. '50 Champion 2-dr., $100. 

WILLYS—’'53 2-dr., $200. 

MISCELLANEOUS — '55 
pickup, $815. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Friday. 
Prices are for sale of June 1.) 

(Market active on all clean cars.) 
BUICK—’56 Super Riviera, $2,850*° (ps). 

55 RM 4-dr., $2,200* (ps); Special Rivi- 


‘52 Hard- 


Chevrolet %-ton 


era, $1,900*, $1,825*. '54 RM Riviera, 
$1,325* (ps). ‘51 Super 4-dr., $445*, 
$405°. ‘50 Special 4-dr., $275*; Super 
4-dr., $170*. 

CADILLAC—'56 (62) conv., $3,430* (ps). 
‘55 (62) conv., $3,455* (ps); coupe de 
Ville, $3,970* (ps). °52 (62) coupe de 


Ville, $1,700* (ps). 48 (62) conv., $350*. 
CHEVROLET—'56 Corvette, $3,400*; Bel 
Air (8) Sport sedan, $2,250*; 4-dr., $2,- 
155*; 2-dr., $1,875. '55 Nomad station 
wagon, $2,185*; Two-ten (8) station wag- 
on, $1,585; 4-dr., $1,450*°. ‘54 Bel Air 
station wagon, $1,470; 4-dr., $815, $530. 
’52 SL Deluxe Bel Air, $575. 
DeSOTO—’'56 Fire Dome (8) station wag- 
on, $3,450* (ps). 
DODGE—’55 Coronet Lancer, 
station wagon, $695°*. 
FORD—'56 Thunderbird, 2 at $3,375* (ps), 
2 at $3,275* (ps), $3,250* (ps); Fair- 
lane (8) 2-dr., $1,875* (ps); 4-dr., $1,- 
795. '55 Custom (8) 4-dr., $1,280; Cus- 
tom (6) 2-dr., $1,145. '54 Crest (8) Vic- 
toria, $1,290. ‘53 Main (8) 2-dr.. $775. 
"52 Main (8) Ranch Wagon, $710. ‘51 
Custom (8) Victoria, $400*. 
HUDSON—’53 Jet 4-dr., $325°*. 
MERCURY—’56 Monterey Sport coupe, $2,- 
380*; Custom Sport coupe, $1,995*. ‘55 
Monterey 4-dr., $1,950* (ps). '54 Monte- 
rey 2-dr., $980. '50 4-dr., $225. 
NASH—’55 Ambassador (8) 4-dr., $1,895* 
(ps). 50 Statesman 4-dr., $115. 
OLDSMOBILE—'56 (98) Holiday, $3,165* 
(ps); (88) Super Holiday, $2,820* (ps). 
'55 (88) Super Holiday, $2,185* (ps). "54 
(98) 4-dr., $1,605*° (ps). "53 (98) 4-dr., 
$965*. ‘50 (88) 4-dr., $295*. 


$1,575°. ‘51 


PACKARD—'55 Caribbean conv., $3,150* 
(ps). '53 Clipper 4-dr., $880*°, $660. 
PONTIAC — '56 Star Chief (8) Catalina, 


$2.800* (ps), $2,680° (ps). '55 Star Chief 


(8) conv., $2,005* (ps). ‘54 Chieftain 
(S) 4-dr.. §$1,115*. °53 Chieftain (8) 
Catalina, $945*; 4-dr., $680*. ‘50 Silver 


Streak (6) 2-dr., $175. 

STUDEBAKER—’53 Champion 4-dr., $505, 
$400. '52 Commander 4-dr., $180. 

WILLYS—'55 Jeep, $1,160. ‘47 Jeepster, 
$290. 

MISCELLANEOUS — '56 Chevrolet %-ton 
pickup, $1,470. '54 Ford %-ton pickup, 
$700. '52 Dodge %-ton pickup, $455. "51 
Chevrolet %-ton pickup, $450; Ford %- 
ton pickup, $355. ‘49 GMC *%-ton pickup, 
$370. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 30.) 
(They’re begging for more clean cars. 
Sold 121 out of 158 offerings.) 
BUICK—’54 Super 4-dr., $1,310*. '51 Super 
Riviera, $340; Special 4-dr., $280*. ‘50 
Special 4-dr., $355, $300°; Super 4-dr., 
$330 . 49 Special 2-dr., $295*; RM 4-dr., 
$285°*. '48 Special 2-dr., $165. 
CADILLAC—'55 (62) 2-dr., $3,200* 
"50 (62) 4-dr., $690°. ‘41 (75) 


(ps). 
4-dr., 


$250. 
CHEVROLET—'55 Two-ten (6) 2-dr., $1,- 


180, $1,095. '54 Two-ten 2-dr., $930. '53 
Bel Air 4-dr., $780; 2-dr., $705. '52 SL 
Deluxe 2-dr., $380. '51 SL Deluxe 2-dr., 
$420, $380. 50 SL Deluxe 2-dr., $325; 
4-dr., $335, $245. '49 SL Deluxe conv., 
$405; 2-dr., $230. ‘48 FL 2-dr., $125; 
SM 4-dr., $100. '47 SM 2-dr., $170; FM 


4-dr., $150. "46 FM club coupe, $210. 


CHRYSLER—’'53 Windsor 4-dr., $600*. ‘51 
2-dr., $400. 

DeSOTO—'50 2-dr., $230. 

DODGE—'50 4-dr., $245*. 

FORD—'56 Custom (8) 4-dr., $1,680. '55 
Custom (8) 2-dr., $1,055*. '54 Custom 
(8) club coupe, $1,055; 4-dr., $930, 


$905*; 2-dr., $895. ‘53 Custom (8) 2-dr., 
$770*, $755, $715, $700; 4-dr., $785, 
$740; Main (8) 2-dr., $600; 4-dr., $505. 
"52 Crest (8) Victoria, $805*, $705; Cus- 
tom (8) 4-dr., $570, $485; 2-dr., $625; 
Main (8) 2-dr., $335. ‘51 Custom (8) 
station wagon, $455; 2-dr., $450, $335; 
Deluxe (8) 4-dr., $285. ‘50 Custom (8) 
4-dr., $405, $360, $355, $300, $255*; 2-dr., 
$540, $505, $240, $180. '49 Custom (8) 
2-dr., $385°, $180; 4-dr., $310; Custom 
(6) 2-dr., $225; Deluxe (8) 2-dr., $220. 
48 Deluxe (8) 2-dr., $220; 4-dr., $105. 
'47 2-dr., $145, $125. '46 4-dr., $110. ‘40 
2-dr., $170. 
MERCURY — '51 2-dr., $300. 
$245, $175. 49 4-dr., $240°. 
NASH—'51 Statesman 4-dr., $205. 
OLDSMOBILE—'54 (88) 2-dr., $1,500. '53 
(98) 4-dr., $955. "51 (88) Holiday, $540*; 
4-dr., $455*. 50 (88) 4-dr., $505, $455*, 
$445*, $390, $350°; 2-dr., $345; (98) 4- 
dr., $360°*; 2-dr., $240*. 
PLYMOUTH—'54 Belvedere 2-dr., $1,030. 
‘53 Cranbrook 4-dr., $700*. ‘52 Cam- 
bridge 4-dr., $275. '50 Deluxe 2-dr., $230; 
4-dr., $140. '49 Deluxe 4-dr., $235. 
INTIAC — ‘50 Silver Streak (8) 2-dr., 
$200°*. ‘49 Silver Streak (8) 2-dr., $130. 
WILLYS—'53 2-dr., $335°. '52 station wag- 
on, $455; 2-dr., $355; Jeep, $290. 
MISCELLANEOUS—'53 Ford %-ton pick- 


(Centinued on Page 47, Col. 1) 


‘50 2-dr., 
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Eprror’s Note: This is the last 
of three articles on the Motors 
Holding division of General Mo- 
tors. 

By Joseph M. Callahan 
Staff Writer 
HEN will the Motors Holding 
division of General Motors 
finance a dealer? 

How does the Motors Holding} 
plan work? 

These questions were answered 
in detail recently by Herbert M. 
Gould, general manager of Mo- 
tors Holding. 

Broadly speaking, the function of 
Motors Holding is to supply up to 
75 percent of the capital needed by 
a deserving and experienced man 
to buy, found or,expand a GM deal- 


ership. 
ca * a 


BOUT 80 percent of Motors 
Holding’s ventures now are for 





the purpose of enabling a dealer- 
candidate to establish a new dealer- 





For customer 
satisfaction 


How GM Sifts Applicants for Help... 


Qualifying with Motors Holding 


ship, either succeeding an existing| dealers were employes of the old 


dealer or at an open point. 
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dealers—sales managers or sales-| 


Immediately after the war, about men.” 


50 percent of the division’s invest- 
ments were for the purpose of 
founding dealerships at open points 
(new retail locations). 

This type of investment has 
gradually tapered off until at the 
present time there are no new 
open-point investments. GM re- | 
cently announced that no open | 
points would be closed for a year. | 
Of the 20 percent of the Motors} 
Holding deals not involving a new 
dealership, about three-quarters are 
loans to existing dealers for ex- 
pansion and the remainder are for 
buying out inactive partners. 

Said Gould, “Ninety percent of| 
our deals today are in cases where 
a dealer wants to retire or where 
he dies. Very often, a father wants 
to transfer his dealership to his son, 
and the father wants to get out 
completely. 

“A goodly number of the new 


* % * 
YOULD said Motors Holding| 


F never goes into a deal to bail! 
out a dealer in trouble. He said 


| that in most cases where the divi-| 
| sion goes into an existing deal, it’s 
| to permit an expanded operation. | 


He cited a recent case in which 
Motors Holding invested ina 
dealership because the dealer’s | 
wife wanted to get her money | 
out of the operation. 

The basic requirements for an 
investment by Motors Holding are: 

1. The dealer must be recom- 
mended by the division having jur- 
isdiction. 

2. The dealer must have demon- 
strated sales and management 
ability. 

3. The franchise must offer a} 
satisfactory sales and profit poten-| 
tial. 

4. The dealer must make a satis- 
factory investment—at least 25 per- 


j}cent of the required capital. 


5. The dealer must “subscribe to 
sound merchandising policies based 
on the experience and practices of | 
successful dealers.” These princi- 
ples are summarized in a booklet 
Policies of Motors Holding as a} 
Stockholder in Dealership Corpora-| 


| tions. 
- * * 


| ERE are the steps which must 


be taken to obtain Motors Hold- 

ing assistance: 
1. The applicant must first confer} 
with the car division zone manager. 





Nya dM 


There’s extra profit in Coachcraft appointments 


Custom Luggage Rocks 
Octopi Luggage Tie Downs 


Sold only thru New Car Dealers coast-to-coast. . . write 
for details on our entire line. 


Coacheraft Sales Corp. 


9015 Santa Monica Blvd. * Hollywood 46, California 
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2. 1f the zone manager ap- 
proves the applicant, the man- 
ager submits a preliminary sur- 
vey to his central office, listing 
| the basic investment factors that 
| must be considered. | 

3. Following the car division ap-| 
proval, this survey is passed to 
zyeneral Motors central office for} 
clearance. 

4. The local Motors Holding 
branch manager investigates the} 
proposed investment and forwards| 
the investment survey, along with} 
| his recommendations to the Motors 
| Holding executive offices for final 
| analysis and decision. 

Gould explained, “We are the sole} 
judges of what investments we 
make. The car divisions don't tell 
us which ones we are supposed to 
take. However, we do take most of 
the deals they recommend.” 

The final Motors Holding decision | 
on an investment is made by an 
investment committee composed of 
Gould, William Harvey. manager of 
branch operations; R. F. (Bob) Isa-} 
bell, assistant manager of branch| 
operations in the west, and A. J.)} 
(Tony) Schmitt, assistant manager | 
of branch operations in the east. 

5. When the investment is ap- 
proved, Motors Holding takes im- 
mediate action to consummate the} 
investment. This generally requires 
only a few days. 

«© 





* * j 


(- the plan, the new dealer| 
must invest at least 25 percent 





Ford, Chrysler Invest 


$14 Million in Outlets 


DETROIT. — In recent years 
| Ford Motor and Chrysler Corp. 
| have also established agencies for 
financing dealerships. 

The Dealer Development Of- 


| was an 


| claim 





fice of Ford Motor Co. was 
founded in 1950 and currently has 
about $10 million invested in 
about 100 dealerships. 

This office was reorganized last 
month and W. S. Venn, formerly 
of the Mercury division, was 
named director. The office was re- 
cently moved into Ford’s new 
Central Office Building in Dear- 
born. 

Chrysler Corp. founded a simi- 
lar organization — Dealer Enter- 
prises — in March, 1954, which 
has invested in 58 dealerships up 
to the present time. One of. these 
dealers has since bought out the 
Chrysler interest. 

Chrysler has about $4 million 
invested in these dealerships and 





the dealers have $1,414,800 in- 
vested. 
American Motors and 


Studebaker - Packard have no 
comparable departments for fi- 
nancing dealerships, 








Pig 





Sponsor Students at Chevrolet School— 


Dealers who attended graduation ceremonies for students they sponsored at the 
Chevrolet Dealers Sons School in Detroit are, from left, back row, M. B. Ross, St. 
Peterbsurg, Fla.; J. H. Bennett, Galt, Ont.; A. C. Mcintyre, Orillia, Ont.; H. C. Mills, 
Oshawa, Ont.; C. H. Sawyer, Cincinnatus, N. Y.; Giles Sullivan, Champaign, Ill.; L. T. 
Kolb, Stinton, Tex.; H. N. Rohm, Auburn, Ind.; W. P. Stephenson, Bastrop, La.; R. P. 
Learnard, Belleville, N. J. Middle row: |. S. Grody, West Hartford, Conn.; C. W. Appich, 
Richmond, Va.; T. W. Hoehn jr., Memphis; C. W. Albrecht, Wood River, Ill.; Henry 
Brandt, Morocco, Ind.; B. T. Marshall, El Reno, Okla.; Henry Brasher jr., Weimar, Tex.; 
C. B. Gray, Rossville, Ind.; R. D. Schmidt, Bound Brook, N. J.; M. E. Hairston, Chesa- 
peake, O. Front row: R. M. McClure, Los Angeles; G. A. Newman, Framville, Va.; F. A 
Moltz, Williamsport, Pa.; Ray Carrow, Orchard Park, N. Y.; A. H. Kahn, Staten Island, 
N. Y.; W. C. Williams, Greenwood, Miss.; S. A. Strohl, Fogelsville, Pa.; W. H. Roberts, 
Bolivar, Mo.; H. A. Clements, West Seneca, N. Y., and Sid Nichols, Paso Robles, Calif. 


of the required capital. However, 
he is also expected to use all his 
available capital. 

“It’s very seldom that a dealer 
has more than 25 percent of the 


Harvey said that Motors Hold- 


required capital,” Gould asserted. | 
| 


ing seldom approves an invest- 
ment if the applicant has to bor- 
row his 25 percent. 

He added that the division was 
interested in the source of the ap- 
plicant’s money because (1) this 
indication of his compe- 
tence and managerial ability and 
(2) Motors Holding feels that the 
more equity a man has in a busi- 
ness, the better his performance 
will be. 


In this connection, the division 
now requires a dealer which it 
finances to sign a paper agreeing 
to devote 100 percent of his work- 
ing time to the firm. 

x cd *« 

HEN Motors Holding agrees to 

invest in a firm, it is immedi- 
ately reorganized, and the dealer 
is elected president and a director 
of the firm. He appoints all its per- 
sonnel and is directly responsible 
for the management of the enter- 
prise. 

However, Motors Holding re- 
tains complete voting stock con- 
trol of the company during the 
entire period in which it has any 
stock. The Motors Holding branch 
manager is chairman of the board 
of directors. 

But the Motors Holding officials 
(and their claims are sup- 
ported by several past and present 


| Motors Holding dealers) that their 


role is largely advisory and that 
they sometimes don’t even advise a 
dealer if he is doing well and if he 
is following the broad Motors Hold- 
ing policies. 

“The execution of the mangement 
role is by the dealer,” said Gould. 
“If a guy is having trouble, we try 
to sell him on an idea. Sometimes 
our dealers disagree with us and 
we talk it out. Sometimes, he’ll 
take our idea and sometimes he’ll 
sell us his idea.” 


» 


* * 7 

SABELL said that one of the most 

common complaints from the deal- 
ers is that the Motors Holding 
branch managers do ‘not come 

around often enough. 

He added that the branch man- 
agers normally are expected to 
visit each dealership at least 
once a month, unless a trouble- 
some situation develops at an 
outlet, in which case the visits 
are more frequent. 

Isabell and Schmitt also act as 
trouble-shooters, operating from 
Detroit. ¢ 

In advising dealers, Gould said 
the principal aim of Motors Hold- 
ing is to make money for the deal- 
ership so that the dealer can buy 
out the division as soon as possible. 

Said Gould, “Our field is the 
financial management of the firm— 
the control of expenses and the 
turnover of new cars, used cars and 
parts and service.” 

* 


* 
N INDICATION of the esteem 
in which the advice of Motors 
Holding is held is contained in the 








fact that dealers repeatedly come 
back to Motors Holding for advice 
after the buyout and that dealers 
frequently postpone for several 
years terminating their partnership 
with the division so as to continue 
receiving the counsel. 

Gould said that the buyout time 
(period in which the dealer pays 
off Motors Holding) is elastic, 
depending on whether the auto 
market has been good or poor. 

He added that one of the princi- 
pal reasons for founding Motors 
Holding in 1929 was to provide a 
source of capital financing for deal- 

ers which would permit a dealer to 
pay back his loan quickly in good 
times and to defer payment when 
the auto market was sagging. Obvi- 
ously, an ordinary bank would not 
do this. 

Gould declared that a buyout 
time of four years was “satisfac- 
tory and desirable” and that in 1955 
dealers were buying out Motors 
Holding in an average time of two 
years and 10 months. 

Gould added, however, 
cause of the leaner auto market 
this year, the buyout times are 
stretching out. Most of the dealers 
questioned reported much longer 
buyout times—-one dealer saying he 
was with Motors Holding for 12 
years. 

“Touching on current sales,” he 
said, “The sales push this spring 
has not developed in March, April 
or even thus far in May.” 


Ohio State Honor Medal 


Awarded to Critchfield 


COLUMBUS, O. One of Ohio 
State University’s top honors—the 
Benjamin G. Lamme Medal — has 
been awarded to 
a Buckeye alum- 
nus, Robert M. 
Critchfield, gen- 
eral manager of 
Pontiac Motor di- 
vision. 

Presenta- 
tion was made 
at the university's 
spring quarter 
commence- 
ment, June 8, on 
the campus here. 


that be- 


R. M. Critehfield 
The gold medal is awarded annually 


to a graduate in recognition of 
“meritorious achievement in engi- 
neering or the technical arts.” Re- 
cipients are selected by a special 
faculty committee of the college of 
engineering. 

Critchfield, 61, was born and 
reared in Columbus and earned his 
bachelor’s degree in electrical en- 
gineering from Ohio State in 1916. 


Hallett Diesel Sold 


LOS ANGELES. — Negotiations 
for purchase of the diesel engine 
division of Hallett Mfg. Co., sub- 
sidiary of Moore Machinery Corp., 
have been completed and American 
M.A.R.C., Inc., successor company, 
will take possession of the Hallett 
engine plant in Inglewood, Calif., at 
once, under a leasing arrangement. 
Ownership of all Hallett diesel 
patents and trade marks are in- 
cluded. 
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AUTOMOTIVE NEWS, JUNE 11, 


Used-Car Auction Prices 





(Continued 


%-ton pickup, $475. 
\%-ton pickup, $415. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- | 
day. Prices are for sale of May 31.) 

(One of the hottest sales this year, 
with better than 80 percent selling. We 
could have sold at least 100 more autos. 
Every seller was a buyer today. Sold 83 
cars out of 109 offerings.) 


up, $605. ‘52 Dodge 
’51 Chevrolet 
| 












BUICK—’55 Super 4-dr., $1,765* (ps). '54 
Special 4-dr., $1,260. ‘53 Super Riviera, 
$920*. '51 Super Riviera, $300, $295*. 

CADILLAC—’53 (62) coupe, $1,710* 

CHEVROLET—'55 Bel Air (8) 4-dr., $1,- 
475*: yo-ten (8) Handyman, $1,545; 
4-dr., $1,235*, $1,175; 2-dr., $1,100; One- 
fifty (6) 2-dr., $980. '54 Two-ten 4-dr., 
$905*, S890, SS55, S725; One-fifty 4-cr 
$750, $720*; 2-dr., $715. "53 Bel Air 4-dr., 
$860*, S775; 2-dr $820: Two-ten 2-dr., 
$730; 4-dr., $700. ‘52 SL Deluxe 2-dr., 
$560*, S520, $460. ‘51 SL Deluxe 2-dr., 
$375*, $270*; 2-dr., $350. ‘50 SL Deluxe 
4-dr., $365, $255; 2-dr $385 

CHRYSLER 53 NY 4-dr., S795*. °50 
Windsor 4-dr., $2S5* 

DeSOTO 54 Fire Dome (S) 4-dr $955 
'53 Fire Dome (8) 4-dr., $750 50 Cus- 
tom 4-dr., $305 

DODGE 53 Coronet 4-dr., $625 "51 Cor- 
onet 4-dr., $295 

FORD—'56 Fairlane (8) 4-dr., $1,740". °55 
Fairlane (8) Victoria, $1,570; 4-dr., $1.- 
540* (ps): Custom (S) 4-dr $1,285. ‘54 
Crest (S) con\ $1,300; 4-dr., 8935; Main 
(S) 2-dr $815 52 Crest (SS) 4-dr 
S$755* Victoria, $625; 2-dr., $625: Main 
(6) 4-dr., $535; 2-dr., $310. °51 Custom 
(8) conv., $475: 4-dr $415*. ‘50 Deluxe 
(S) 4-dr $230; 2-dr $205 19 Deluxe 
(Ss 2-dr., $140 

HUDSON 53 Hornet 4-dr., $725 

LINCOLN —'54 Capri 4-dr., $1,585* (ps) 

MERCURY 53 Custom 4-dr., $930 "52 
2-dr., S670. '51 2-dr.. $465 

NASH 54 Ambassador 4-dr $950. °53 
Statesman 4-dr., S700 

OLDSMOBILE "55S «8S8) 4-dr $1,S90* 
(ps). "54 (98) 4-dr., $1,640* «ps». 30 
2-dr., $125 

PLYMOUTH 51 Plaza 4-dr SSO5 "53 
Cambridge 4-dr., $615; 2-dr., $565. °51 
conv $345 

PONTIAC ‘55 Star Chief (8) 4-dr., $1,- 
750* (ps); Catalina, $1,690* (ps); Chief- 
tain (8) 4-dr., $1,515*. °54 Chieftain (6) 
2-dr., $890. '53 Chieftain (8S) 4-dr., $775*. 
’50 Silver Streak (S) 2-dr., $195; 4-dr., 
$145 

STUDEBAKER "51 Commander 2-dr., 
$205* 

WILLYS 16 Jeepster, $195 
MISCELLANEOUS ‘55 Chevrolet 2-ton 
truck, $1,325. °52 Henry J 2-dr., $220 
NEW YORK CITY 
(Skyline Auto Auction. Sale every Tues- 


are for sale of May 29.) 
on 


51 through 


Prices 
(Action brisk once again on 
"54 models. Market slightly off on °55s 
and ‘56s. All sharp autos in great de- 
mand. Sold 84 cars out of 115 offerings.) 
BUICK 54 Super Riviera. $1.365*. °53 

RM 2-dr., $710* (ps). ’°52 RM Riviera. 

$750* ‘ps); Super 4-dr., 8550*: Special 

4-dr.. S550*. °51 Super Riviera, 8445*; 

Special 4-cr., ‘50 Super 2-dr., 

$310". 
CADILLAC 


day 





S375*. 


"53 (62) coupe, 81.800", °51 
(62) 4-dr., S650* 50 (62) 4-dr., 
"49 (62) coupe de Ville. $435°*. 

CHEVROLET—"55 Bei Air Haratop, 
$1.570*; Two-ten (6) 4-dr., $1,200, $1,- 
195. 2 at 81.175, 81.140, $1,125; 2-dr., 
$1.130, $1.125. 81.105, $1,090; One-fifty 
2-dr., $935. °54 Two-ten 4-dr., S825; 2- 
dr., S870, $845, S830, One-fifty 
4-dr 8695, 2 at S685; 2-cdr., S690, S660 
$640. °53 Two-ten Hardtop, S775*; De- 
livery sedan, $340. '52 SL Deluxe Busi- 
ness coupe, $315; Delivery sedan, S270) 
’51 SL Deluxe Bel Air, $350. ’50 SL De- 
luxe 4-dr., $200; 2-dr., $305, $255, $200. 
"49 SL Deluxe 4 $225; SL Special 
2-dr., $150, $105 

CHRYSLER—'55 Windsor Hardtop, 
°53 Windsor 4-dr., $650* 

DeSOTO Fireflite 4-dr., 

DODGE—’'49. Coronet coupe, $210 

FORD — '56 Country sedan, $2,030*. °55 
Thunderbird, $2,275. '54 Crest (8) Coun- 
try sedan, $1,085; Main (6) 4-dr., $485. 
"53 Main (8) Ranch Wagon, $710; Main 
(6) 2-dr., $460. ‘52 Custom (8) 4-dr., 
$400. °51 Custom (8) Victoria, $345, 
$315*; 2-dr., $390; Deluxe (8) 4-dr., 
$305. 

HUDSON— ‘51 2-dr., 

MERCURY ‘51 

$265. 


S$575*. 


aS) 











$2,090. 


$1,600*. 


"5S 


$245. 


2-dr., $360. °50 2-dr., | 


Calendar 
(Continued from Page 12) 


General 


Oct. 10-12 — National Transportation 
Meeting, Society of Automotive Engi- 


neers, Hotel New Yorker, New York. 
Oct. 17-27 — International Motor Show, 
Earls Court, London, England. 


Oct. 22-26—44th National Safety Congress 
and Exposition, Conrad Hilton, Congress, 
Morrison and LaSalle Hotels, Chicago. 


Oct. 23-25—!!th Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St. Louis 


Nov. 1-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 


Nov. 7-9—American Finance Conference 
Convention, Hotel Commodore, New 
York. 

Nov. 8-9—National Fuels and Lubricants 
ang Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 28-Jan. 6—Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 

Jan. 14-18—Annual Meeting, Society of 
Automotive Engineers, the Sheraton- | 
Cadillac and Statler Hotels, Detroit. | 

Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn., Hotel Del | 
Coronado. San Diego. Calif. 





from Page 45) 


NASH—’54 Rambler 4-dr., $770. '50 Ram- 
bler station wagon, $185. 

OLDSMOBILE—'56 (98) Holiday, $2,535. 
'55 (98) conv., $2,200; Holiday, $2,000. 
"52 (88) Super 4-dr., $655*. '51 (88) 2- 
dr., $400*. 

| PLYMOUTH—’53 Cranbrook 4-dr., $465, 
$330. ‘51 Cambridge 4-dr., $350; Cran- 
brook 4-dr., $200. 

PONTIAC—’53 Chieftain (8) 4-dr., $780*, 
$650. 52 Chieftain (8) conv., $350* 

STUDEBAKER—'52 Champion 4-dr., $280. 
"49 4-dr., $165 

* ¥ * 


— Auctions in Brief — 
SYRACUSE 


Syracuse Auto Auction. Sale every Wed- 
nesday (May 29). Activity at today’s sale 
was excellent in spite of its being held on 
Tuesday instead of our usual Wednesday, 
because of the holiday. We had somewhat 
fewer cars, but the percentage of sales held 
to the 75 percent mark. 


MANHEIM, PA. 


Manheim Auto Auction. Sale every Fri- 
day (June 1). Prices remained firm as 301 
were sold out of the 367 cars that passed 
the auction stand 

x * * 
INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 












every Thursday (May 31). All prices re- 
mained very strong here today as buyers 
purchased 92 percent of all cars entered. 


* * * 


WINDSOR, VA. 


Windsor Auto Auction. Sale every Thurs- | 


day (May 31). We had a very good sale 
today with the percentage of sales holding 
high. 


Hertz to Purchase 


Robie Interests 


CHICAGO. — Hertz Corp. will 
shortly purchase the car and truck 
leasing properties controlled by 
Richard S. Robie, according to 
Walter L. Jacobs, president of 


Hertz. Robie will join Hertz as an | 


executive officer. 

The Robie properties, which 
operated for 25 years prior to 1955 
as a Hertz licensee, include ap- 
proximately 5,400 cars and trucks, 
principally in Boston and other 
New England cities. These vehicles 
are producing annual revenues in 
excess of $10 million. 

Robie left the Hertz organization 
in 1955 after he purchased the Avis 
Rent-A-Car system. Jacobs said the 
plan is for Robie to dispose of the 


Avis licensee system to existing 
franchise holders or to outside 
interests. 








Ford Fleet Owner for 42 Years— 
Ferry-Morse Seed Co., Detroit and Mountain View, Calif., has been a consistent 


owner and operator of Ford cars and trucks for the past 42 years. Starting with 


two Model T cars in 1914, the firm has increased its operations until it now maintains 
a fleet of 106 cars and trucks. Shown above is part of the fleet operated in 1915. 
The cars had rear deck removed and delivery bodies installed. 


Stainless Steel sells and re-sells! 





The Stainless Steel trim, molding and vital 
parts that add style and beauty to a car, inside and 
out, are features that help make the sale. 


Stainless Steel has wide customer acceptance. 

It’s easy to clean and keep clean. It’s a tough, solid 
metal that will not corrode or dent and stands 

up to gravel, ice, salt and water. 


The finish never fades and parts are easy to 
replace. Stainless Steel lasts the life of the car. It 
sells in a new car and it re-sells in a used car. 


McLoutn 


STAINLESS 


STEEL 


for automobiles 


Mc Lo UTH Sree L C ORPORATION, Detroit, Michigan, Manufacturers of Stainless and Carbon Steels 
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Sales 





Conditions in Various Areas... 





Auto Market Reports 


Milwaukee 

A total of 4,305 new cars were 
registered in Milwaukee during 

April, the highest total for that 
month ever recorded. 

Nevertheless, the total was 4 per- 
cent below the March count of 
4,512. 

In the first four months of 
1956, Milwaukee has registered 
13,441.new cars, only 3.7 percent 
behind last year’s record of 13,956 
for that period. 

April new-car registrations by 
make were: Chevrolet, 1,026; Ford, 
935; Buick, 547; Oldsmobile, 385; 
Pontiac, 246; Plymouth, 240; Dodge, | 
192: Nash, 161; Mercury, 150; Cad- 
illac, 114; DeSoto, 71; Chrysler, 68; 


Hudson, 47; Studebaker, 47; Lin- 
coln, 40; Packard, 26; Willys, 2, 
and miscellaneous, 8. (John E. 
Hubel.) 


* > * 
Cleveland 

Moderate sales volume marks the 
auto market in the Cleveland area 
as new-car turnover eased down- 
ward to 1,659, about 100 under the 
previous week. 

Used-car sales were reported at 
1,935, well above the previous week. 
In commercial sales, new units sold 
totalled 117; used 70. Both figures 
are holding their own for this time 
of the year.—(Sanford Markey.) 

> > > 


Syracuse, N.Y. 
New-car registrations in Syracuse, 
N. Y.. and the 19 towns of Onondaga 
County the first four months this 
year set a record by topping the 
tetal for the first four months of 
1955, according to figures from the 





For Expanded 


F. C. Livingstone 
Special Correspondent 

ONDON, England.—The British | 

Motor Co. has introduced a} 
new car which its promoters confi- 
dently predict will make the firm 
England's leading auto exporter. 

The car is the Austin “A-105,” 
a luxurious four-door sedan 
which is expected to appeal to 
all markets. It will sell for 739 


By 


Tire Shipments 


Gain 16.69 Pct. 
During Month 


NEW YORK. Manufacturers’ | 
shipments of passenger-car tires in| 
March amounted to 7,463,577 tires, | 
an increase of 16.69 percent over) 
February, when 6,396,214 tires were | 
shipped, according to the Rubber) 
Manufacturers Assn., Inc. 

Production of 7,811,863 tires in 
March was 3.18 percent more than) 
February's 7,571,033 units. 

Inventories in the hands of manu-| 
facturers at the end of March were 
18,096,416 tires, slightly higher than | 
at the end of February, when stocks | 
amounted to 17,701,211 units. 

Shipments of truck and bus tires 
in March amounted to 1,163,014) 
units, a gain of 8.03 percent over 
February, when 1,076,597 tires were 
shipped. 

Production increased 4.17 percent 
to 1,381,502 units, compared with 
1,326,262 tires, a month earlier. 

Month-end inventories were 3,- 
465,273 tires, 7.21 percent higher 
than the 3,232,246 units on hand 
Feb. 28. 


All-Cargo Airfreight Flight 


Links New York.to Coast 


NEW YORK.—-An all-cargo air- 
freight service, employing DC-6A 
planes, has teen put into service 
between New York and San Fran- 
cisco by American Airlines. | 

The new service will complete an 
American “pattern linking 11 major 
cities with DC-6As and will increase 
the carrier's daily transcontinental | 





cargo capacity by 15 tons in each | 
direction. | 


Auto News from England 


Austin A-105 Carries British Hopes 


Automobile Dealers Assn. of Syra- 
cuse. 

Last year was a record year. 

The total of sales to May 1 is 
5,167 for this year, compared with 
5,129 last year. This year the figures 
by months are: January, 606; Feb- 
ruary, 1,085; March, 1,596, and April, 
1,880. By months last year they ran: 
January, 771; February, 823; March, 
1,448, and April, 2,087. 

The 1956 lead in the first quarter 
was 245 cars, but this dropped off to 


| 38 when the April returns were tab- 


ulated. The figures are taken from 

new-car registrations in the Motor 

Vehicle Bureau.—(Geogre E. Toles.) 
* * * 


Sioux City, Ta. 


May registrations of new cars in 
Woodbury County (Sioux City), Ia., 
totalled 301, a decline of 4 percent 
from the previous month's total of 
314. 


Trucks dropped 35 percent, from 
60 in April to 39 in May. 

By make, May new-car registra- 
tions were: Chevrolet, 86; Ford, 
74; Buick, 30; Oldsmobile, 21; 
Pontiac, 20; Plymouth, 18; Dodge, 
11; DeSoto, 10; Mercury, 8; Cadil- 
lac, 6; Nash, 5; Hudson, 3; Lin- 
coln, 3; Chrysler, 2; Packard, 2; 
Clipper, 1, and Imperial, 1. 

Truck registrations were: Ford, 
12; Chevrolet, 9; International, 8; 

Diveo, 3: Dodge, 3; Diamond T, 2, 
and GMC, 2. 


Cincinnati 


Sales of motor vehicles in Hamil- 
ton County (Cincinnati), O., declined 
18 percent in the week ended May 
31 from sales in the previous week. 






Export Share 





pounds ($2,069) plus the purchase 
tax of 370 pounds ($1,041). 
Capable of about 100 miles an 
hour, the “A-105" is powered by a 
six-cylinder overhead-valve engine 
equipped with twin S. U. carbure- 
ters. The engine will produce 102} 
British horsepower at 4,600 r.p.m. 
An overdrive unit operated semi- 
automatically through the accelera- 
tor pedal on the third and top 
gears gives the car six forward 
gear ratios and provides high-speed 
cruising at comparatively low 


“ engine revolutions. 


* * 


HE new model has a unitized 
body and resembles the “A-90” 
Westminister. It is a five-seater 
and is finished in two-tone combi- 
nations of green, beige, grey, blue | 
or black. 
The wheels are fitted with 6.40x15 
whitewall tubeless tires and 
feature stainless steel wheel discs | 


+ 


| which are slotted to aid brake cool- 


ing. The springing consists of in- 
dependent front coil springs and 
reverse semi-elliptic rear springs, 
with full hydraulic control. 

The full rear seat and the close- 
mounted individually adjustable 
front seats have latex cushion- 
ing and are upholstered in real 
leather. Air conditioning, heat- 
ing and defrosting units are pro- 
vided. The fittings include arm- 
rests, carpets, a full-width parcel 
tray and a courtesy light triggered 
by the door. 

Safety features include the 
padded and _ leathercloth-covered 
inside roof and_ special catches | 
which prohibt children from open- | 
ing the rear doors. 


* * * j 


NEW Ashton Martin coupe, 
been produced by the David Brown | 


with an aluminum body, has 


Industries group. | 

This new two-seater is on the 
same chassis as other Ashton 
Martin cars and has the same 
six-cylinder engine, developing | 
210 British horsepower. It is 
said to be capable of 150 miles 
per hour. 

New features include a_ four- | 
speed David Brown gearbox with 
a central gear lever, Girling hy- 
draulic brakes, three Weber car- 
buretocrs and a single clutch:plate. 


The decline was due, in part, to the 
Memorial Day holiday. In compari- 


son with sales in the like week of | 


1955, sales were down 25 percent. 

In the week ended May 31, a 
total of 1,555 units were sold, com- 
pared with-~1,902 vehicles in the 
previous week. 

A total of 592 new cars and 50 
new trucks were retailed 
seven-day period, against 708 new 
cars and 75 new trucks in the pre- 
vious week. 

A total of 879 used cars and 34 
used trucks was sold, compared 
with 1,066 used cars and- 53 used 


trucks in the week ended May 24. 
(Frank Kappel.) 





The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 
BUICK—Special—4-dr. sed., $2,412; 2- 

sed., $2,353; 4-dr. hardtop, $2,524; 2- 
dr. hardtop, $2,453; conv., $2,736; 4-dr. 2- 
seat stat. wag., 2.771. Century 4-dr. 
hardtop, $3,020; 2-dr. hardtop, $2,958; 
conv., $3,301; 4-dr. 2-seat stat. wag., 
$3,251. Super —4-dr. sed.. $3,245; 4-dr. 
hardtop, $3.335; 2-<r hardtop, 83,199; 
conv., $3,539. Roadmaster—4-<dr. sed., S3.- 
498; 4-dr. hardtop, $3.6S7; 2-dr hardtop. 
$3.586; conv $3,699. (Dynafiow standard 
on Century, Super and Roadmaster. Power 
Steering standard Super and Road- 
master.) 

CADILLAC — Series 62—4-dr. sed.. $4,- 
291; 2-dr hardtop, $4.196; 4-dr. Sedan 
de Ville hardtop, $4,748; 2-dr. Coupe de 
Ville hardtop, $4,619; conv., $4,761; 2-dr. 
Eldorado Seville hardtop. $6,551; Eldorado 
Biarritz conv., $6,551. Series 60 Special— 
4-dr. sed.. $5,042. Series 75—S-pass. sed., 
$6,608; 8-pass. lim., $6,823. (Hydra-Matic 
and power steering standard.) 

CHEVROLET (Prices are for 6-cyl. 
models; for V-Ss, add $99.)—-One-Fifty 
4-dr. sed., $1,865; 2-dr. sed., $1,822; utility 
sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. 
Two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,- 
908; 4-dr. hardtop, $2,113; 2-dr. hardtop, 
$2,059; cl. cpe., $1.967; 2-dr. 2-seat stat 
wag., $2,211; 4-dr. 2-seat stat. wag., $2.- 
259: 4-dr. 3-seat stat. wag., $2,344. Bel Air 
i-dr. sed., $2,064; 2-dr. sed., $2,021; 4- 

hardtop, $2,226; 2-dr. hardtop, $2,172; 
$2,340 4i-dr. 3-seat stat wag.. 
$2,478; 2-dr. 2-seat Nomad stat. wag.. 
$2,604. Convette—Hardtop cpe. or conv 
(V-8 only), $3,145. 

CHRYSLER—Windsor —4-dr 
865.75; 2-dr. Nassau hardtop, 
i-dr. Newport hardtop, $3,123.75; 
Newport hardtop, $3,036.75; conv., 
331.25; 4-dr. stat. wag., $3,593.50. 
Yorker—4-dr. sed., $3,774.50; 4-dr. New- 
port hardtop, $4,097; 2-dr. Newport hard- 


dr. 


on 


dr 
conv 


top, $3,946.50; 2-dr. St. Regis hardtop, 
$3,990.50; conv., $4,237.75; 4-dr. stat. 
wag., $4,518.50. 300B —2-dr. hardtop, $4,- 
414.25. (PowerFlite standard on New 
Yorker.) 

CLIPPER—Detuxe — 4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2.916. Custom-—-4-dr. sed., $3,069; 2-dr. 
hardtop, $3.164. 

CONTINENTAL 2-dr. sed., $9,538. 


(Turbo-Drive and power steering standard. ) 


DeSOTO — Firedome — 4-dr. sed., $2,- 
673.25; 4-dr. Seville hardtop, $2,828.25: 
2-dr. Seville hardtop, $2,729.25; 4-dr. 


Sportsman hardtop, $2,948.75; 2-dr. Sports- 
man hardtop, $2,849.75; conv., $3,076.75; 
4-dr. stat. wag., $3,366.25. Firefiite—4-dr. 
sed.. $3,114.50; 4-dr. Sportsman hardtop, 
$3.426.50; 2-dr. Sportsman hardtop, §$3,- 
341.50; conv., Pace Car conv., 


$3,539.50; 


New Commercial Car Registrations, 


All States for April, 1956-1955 


in the) 








_ AUTOMOTIVE NEWS, JUNE 11, 1956 





Luff Opens Hudson Dealership— 


Harry E. Luff Motor Co. is the new Hudson dealership in Salt Lake City. From left 
ore Harry E. Luff, owner of the dealership, and Clinton White, salesman. 
















Current Prices on New Cars 



















$3,610.50. (PowerFlite standard on Fire- Super 6 -4-dr. sed., $2,685. Ambassader 
flite.) Super V-8 -4-dr. sed., $2,997. Ambassador 
DODGE — Coronet 6 — 4-dr. sed.. §2,- cn ee 4-dr. sed., $3,236; 2-dr. hard- 
263.50; 2-dr. sed., $2,190.50. Coronet V-8— ‘OP. 5¥.9¢9. 
i-dr. sed., $2,371 35: 2-dr. sed., $2,298; _ OLDSMOBILE — Series 88 — 4-dr. sed., 
2-dr. 500 sed. $2,529.90: 4-dr. hardtop, | $2-4 2-dr. sed., $2,418; 4-dr. hardtop, 
$2,547.50; 2-dr’ hardtop, $2,433.50; conv., $2,667; 2-dr. hardtop, $2,595. Super 88— 
$2.773.50. Royal — 4-dr. sed., $2,508.75; | 4-4r. sed., $2,635; 2-dr. sed., $2,569; 4-dr. 
‘-dr. hardtop, $2,692.75; 2-dr. hardtop, "ardtop, $2,876; 2-dr. hardtop, $2,803; 
2,578.75. Custom Royal—4-dr. sed., $2,- COMV-, $3,026. Series 98—4-dr. sed., $3,- 
618.75; 4-dr. hardtop, $2,802.75; | 2-dr. | 293;_4-dr. hardtop, $3,546; 2-dr. hardtop, 
hardtop, $2,688.50; conv S2.90%, Station $3,475; conv., $3,735. (Jetaway Hydra- 
Wagons—2-dr. Suburban 6, $2,487.25; 2-dr. Matic ane power steering standard on 
Suburban V-8, $2,595; 2-dr. Custom Sub- | Series 95.) 
urban V-S, $2,724; 4-dr. 6-pass. Sierra PACKARD — Executive—4-dr. sed., $3,- 
V-S, $2,712.25; 4-dr. 8-pass. Sierra V-8, | 465; 2-dr. hardtop, $3,560. Patrician— 
$2,817.75; 4-dr. 6-pass, Custom Sierra V-8, 4-dr. sed., $4,160. 400—2-dr. hardtop, 
$2,864; 4-dr. S8-pass. Custom Sierra V-8, | $4,190. Caribbean—2-dr. hardtop, $5,495; 
$2,969.50 conv., $5,995. (Ultramatie standard.) 
FORD-—-(Prices for 6-cyl. models; for - c 
V-Ss, add $99.98.)—Mainline—4-dr. sed.,| _|PLYMOUTH—Plaza 6—4-dr. sed., $1,- 
$1,891.48; 2-dr. sed. $1,846.30; business 922.50; 2-dr. sed., $1,879.50; bus. che. 
2-dr., $1,744.22. Customline — 4-dr. sed., | $1,780.50. Plaza ¥-8—4-dr. sed., $2,025.75; 
$1,981.76: 2-dr. sed., $1,935.58; 2-dr. hard-| 2-dr. sed., $1,982.75; bus. epe., $1,883.75. 
top, $2,098.93. Fairlane—4-dr. sed., $2,- | Savoy 6—4-dr. sed., $2,021.50; 2-dr. sed., 
089.64; 2-dr. sed., $2,043.46; 4-dr. hardtop, | $1,978.50; 2-dr. hardtop, $2,125.75. Savoy 
$2,244.80; 2-dr. hardtop, $2,189.98; Crown V-8—4-dr sed., $2,124.75; 2-dr. sed., $2,- 
Victoria 2-dr.. $2,333.75; conv., $2,355.07. | 081.75; 2-dr. hardtop, $2,228.25. Belvedere 
Station Wagons 2-dr. 2-seat Ranch|6—4-dr. sed., $2,105.50; 2-dr. sed., $2,- 
Wagon, $2.181.05: 2-dr. 2-seat Custom | 962.50; 4-dr. hardtop, 2,277.50; 2-dr. 
Ranch Wagon, 2,2 2-dr. 2-seat| hardtop, $2,209.75. Belvedere V-8 — 4-dr. 
Parklane, $2,424.05; 4-dr. 2-seat Country | sed., $2,208.75; 2-dr. sed., $2,165.75; 4-dr. 
Sedan, $2,292.87; 4-dr. 3-seat Country Se-| hardtop, $2,381; 2-dr. hardtop, $2,313; 
dan, $2,424.05; 4-dr. 3-seat Country Squire, | Conv., $2,473.50. Fury—2-dr. hardtop, $2,- 
$2,528.60 Thunderbird—Hardtop cpe. (V-8 | 862. Suburban 6 —- 2-dr. 3seat Deluxe 
only), $3,147.60 stat. wag., $2,192.50; 2-dr. 2-seat Custom 
stat. wag., $2,263.50; 4-dr. 2-seat Custom 
HUDSON — Wasp Super 6—4-dr. sed..| stat. wag. $2,309.75; 4-dr. 2-seat Sport 
$2,416. Hornet Special V-8—4-dr. sed.,| gat wae i790.75 |S nn Wm. 2. 
$2,626; 2-dr. aaaean $2.741. Hornet Super a a an on —— 
6—4-dr. sed., $2.770. Hornet Custem 6 9-seat Custom stat. w. Be $2,367: 4-dr. 
i-dr. sed.. $3,019; 2-dr. hardtop, $3,136. | 2-seat stat. wag., $2,413.25; 4-dr. 2-seat 
anh Sato. $2,439 f-dr. sed., $3,256;/ Sport stat. wag., $2,583.25. 
2-dr. ardtop, S&S: 9. 
, am ' : a 
[MPERIAL—Impertal —4-dr. sed, $4.-| 094 oo ae ced. Oo Ones dr Beran: =. 
897: 4-dr. hardtop, $5,220.80: 2-dr. hard-| <--' <<: “%. 26.ce8, Se. arr, we 
Cop, $5,080.35" “Crown” imperial ot-ar-'s-| 129; 2-dr. acatop, $2,300; 2dr, seat 
pass,  sed..  57-507-50; Space. lm. nua | $2,647. Chieftain 'S10—4-dr. sed., $2,409: 
——- ‘-dr. hardtop, $2,530; 2-dr. hardtop. $2,476: 
. . t-dr. 2-seat stat. wag., $2,744. Star Chie 
LINCOLN—Capri — 4-dr._sed., $4,207; t-dr. sed., $2,523; 4-dr. hardtop, $2,731; 
2-dr. hardtop, $4,114.50. Premiere—4-dr. | 2-dr. hardtop, $2,661; conv., $2,853; 2-dr. 
sed., 93596; 2-dr. hardtop, $4,596; conv., | 2-seat Safari stat. wags, $3,124. 
oo a and power steering | RAMBLER—Deluxe—4-dr. sed., $1,826. 
aneee. ? | Super--4-dr. sed., $1,936; 4-dr. 2-seat stat. 
MERCURY—Medalist—4-dr. sed., $2,309; | wag.. $2,230. Custom—4-dr. sed., $2,056; 
2-dr. sed., $2,250; 4-dr. hardtop, $2,454;|4-dr. hardcop, $2,221; 4-dr. 2-seat stat. 
2-dr. hardtop. $2,384.50. Custom—4-dr.| wag., $2,326; 4-dr. 2-seat hardtop stat. 
sed., $2,406; 2-dr. sed., $2,346.50; 4-dr.| wag., $2,491. 
hardtop, $2,551; 2-dr. hardtop, $2,481; | nar — ee oe 
conv., $2,707.50; 4-dr. 6-pass. stat. wag.,| ..4an $1 993: 2-dr. sedanet, $1,841: 2-dr. 
$2.718:. 4-dr.. S-pass. stat. wag., $2,915. (eo 6S oe” ‘mee eres , 
Monterey 4-dr. sed.. $2,551; 4-dr., hard- sedan, $1.943. Hawk 6—Flight Hawk 5- 
top $2696: 2-dr hardtop " $2 626: 4-dr, | P@5S- Cpe. $1,982. Commander V-8—4-dr. 
Spass stat’ wag $2973, Montelair—4-dr, | S€44n, $2,121; 2-dr. sedanet, $1,970; 2-dr. 
| S-pass. Stak. S.. Seewee. 3 =. President V-8—4-dr. sedan, 


hardtop, $2,830.50; 2-dr. hardtop, $2,760.50; 


conv., sic 
METROPOLITAN —2-dr. hardtop, $1,527; | Hawk 5-pass. cpe., 

conv., $1,551. 2-dr. 
NASH—Statesman Super 6—4-dr. sed., | hardtop, $3,057. 

$2,381. Ambassador Special V-8 — Super 6-cyl. 2-dr., 

4-dr. sed., $2,591; Custom 4-dr. sed., §$2,- $2,350; Pinehurst V-8 2-dr., $2,525. 


$2,895.50. 


816; 2-dr. hardtop, $2,681. Ambassador 


sedan, $2,072. 





$2,251; 2-dr. sedan, $2,184. President Clas- 
-4-dr. sedan, $2,485. Hawk V-8—Power 
$2,097: 
hardtop, $2,473; Golden Hawk 2-dr. 
Station Wagons—Pelham 


Sky Hawk 


$2,229; Parkview V-8 2-dr., 


(Over- 


drive standard on Golden Hawk.) 






































Truck registrations by states D Gc lit | | | 
are released here weekly, as | grock-| Chev- a | | be Stade- To- 
compiled by R. L Polk repre- | way | rolet Dodge} Ford al Mack | Reo | baker | White | Willys | Misc. | TAL 
sentatives in state capitals. | j | 
39 States Previously 56 44; 16718 223; 3134) 15408! 4604; 6557 743 172 576 860; 1217 525| 5078! 
Reported for April 55 21, (5977 194; 2989) 17343; 2900) 5814 626 177 716 643) 1483 367; 49250 
California 56 -3268| 63 542; 2900 901 621 34 34 98 70 233 281, 9045 
‘55 2552 35 758, 2583 63! 556 37 ol7 126 119 364 190, 7968 
Kentucky "56 553 5 94 417 164 160 2 2 10 7 33 3, 1450 
‘55 486 2! 58 445 105 135 5 1 BM) 6B 2) 1307 
Massachusetts ‘56 7 458 16 134 580) 149 196 él 14 17 54 64 4.~—«C«WL 7% 
55 - 355 - 90 514 52 145 43 ” 19 47 45 1 1345 
Missouri "56 776 i 89 602 179 256 8 » 20 50 14 6 2017 
55 757 20 98 75! 94 228 8 3 19 24 2 6, 2035 
New York 56) 69; 1466 15 397; «1590, = 488 736 200) 42 4l 150 16! 138; 5493 
55 52} 1133 23 342' 1358 264°, 784 (46 46 63! 123 168 53| 4555 
Pennsylvania "56 + 908 18 316) 942 266 394 88 | i 29 102 132 20) 3234 
55 13 99\ 2! 262; 1243 146 544 62 25 45 76 87 15} 3530 
South Carolina 56 300) 35, 257 42 56 30 1 " 8 2 2 744 
55 309 46 345 45 65 16 L 11) a: | 860 
South Dakota ‘56 181 3 29, «147 47,156 3 3 1 20 4) (594 
+ ‘55 146| 5| 31 191 37 145 sao at ae 31 595 
| Texas "56 2565 28 198; 1931; 454 | 655 72 8 37 223 70 24, 6265 
"55 | 1948 16 286| 2865} 308) —— 706 4B 16 85} 182! 8 15} 6555 
Washington "56 338 4 110 299 222 163 13 15 15 56 45\ ‘1280 
ait ‘55 206 3 66 355 109 212) ‘4 3 a= a 70 i5 107! 
All States Reported 56 128) 27531 366, 5078, 25073; 7516) 9950 1251 293 857, 1540/ 2002 1094) 82699 
_To Date for April | _—‘55, 94) _—-24860 327| 5026, 27993 4691; 9334) = :1000)_— 297, 1127, 1239) 2406 675| 79071 
Year "56 -—«.337| 98255 +1368) 17827 05606 28514! 35450' 4225 945° «3395. «= 5301' «96757 =: 3450) 291509 
_To Date 55! 366' 75732 1093) 20745) 91369! 17369, 33300; 2860 B18! 3742) 4210' ~— 8294, 21291 (262027 








“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk 


& Co. cannot assume any liability by reasoncef inaccuracies or omissions.""—R, L. Polk & 


Co. 
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Goodyear Builds It In... 





End of Spare Tire Seen 


(Continued from Page 2) 
then promptly running over an-| 
other nail.” 

In the more than one million 
miles of testing done on Captive- 
Airs by taxicabs in five cities, 
only one case of a total tire 
breakdown was reported, Lee 
said, and it was found later that 
no change was necessary. The 
numerous other test tire punc- 
tures were absorbed without 
changing of the damaged tire on 
the road. 

Thomas and Dr. R. P. Dinsmore, 
research vice-president, stressed 
the safety theme in announcing the 
new tire. .ney said that Captive-| 
Air would prevent possible acci- 
dents in the event of blowouts on 
superhighways or bridges lacking 
shoulders. 

Lee said that the two-in-one tire 
would not have been possible with- 
out nylon. 

The Captive-Air evolved from 
Goodyear’s LifeGuard design, in 
which a double air chamber con- 


verted all casing breaks into slow 


leaks. 
In the Captive-Air, the slow-leak 
grommet is eliminated for a self- 


| sealing rubber valve concept simi- | 


lar to that used in inflating basket- 
balls. This valve is in the tire’s| 
sidewall near the regular rim valve. | 
A simple inflating needle, ap- 
proximately two inches in length 
is used to inflate the outer 
chamber of the tire. 
First step in the 


inflation | 


| sequence is to insert the inflation 
| needle in the sidewall valve. 
| the 
| through the rim valve to the tire’s 
| recommended operating pressure. 


Next, 


inner chamber is_ inflated 


Then, 
the sidewall 


the air hose is changed to 
inflation needle and 


the outer chamber inflated to the 
same pressure as the inner 
chamber. 


In cases where the tire beads are 
not seated against rim flanges, ad- 
ditional air is added to the outer} 
compartment to seat the tire bead 
against the rim flange and then im- 
mediately reduced to the desired 
operating pressure. 

When tires in service drop below 
the recommended air pressure, re- 
placement air is added only through | 
the rim valve to the inner chamber 

adding two pounds for each 








At Present Fatality Rate... 
Ee eeeeeenencnenennndianamarmnanianeass 


Record Traf 


fic Toll Due 
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pound needed, as shown by an air | 
gauge reading. Air is equalized in 
the two chambers by filtering very | 
slowly through the inner chamber. | 

Inflating needles will be supplied | 
to every Captive-Air purchaser. The | 


| tire will be built at the Akron plant 


in four 15-inch rim sizes—6.70, 7.10, | 
7.60 and 8.00—and will be available 
for the 14-inch rims due on ST | 
cars. | 

Lee said that research is pro- 
gressing on Captive-Airs for trucks, 
buses, airplanes and snow tires. He | 
said it was not possible to say | 
when further applications would | 
be ready for market. 

He said the two-ply inner tire | 
would fit any tire now made for | 
cars, rayon or nylon, The inner 
shield weighs three pounds and 
is not affected by temperatures. 
Speeds of up to 100 miles an | 
hour, Lee said, puff out the inner | 
tire but not so far as to rub it 
against the outer tire. 

Lee emphasized that the inner 
tire should be inflated before the 
outer tire. Reversing this sequence | 
is not harmful, he said, but creates | 
too great a pressure for comfort-| 
able riding. | 

Both outer and inner tires are | 
designed to carry 24 pounds of air 


pressure. Mounting and dismount- | 
ing are similar to present prac- 
tices. 


Captive-Air neither lengthens nor | 
shortens average tire life, Lee said. | 
“To my mind,” Thomas said, “it | 


|is an achievement outranking any | 


(Continued from Page 2) 


cities noted decreases in April com- | 
pared with the corresponding | 
month of 1955, and 177 were able 
to point to reductions for the four- 
month period. | 
Minneapolis cut its four-month 
total by 79 percent. Dallas went | 
down 64 percent and Rochester, | 
N. Y., showed a 56 percent dip in | 
fatalities. | 
Following them were Dayton, | 
O., down 42 percent; Cincinnati, 
Miami and Providence, each 
down 33 percent, and Columbus, 
O., and Long Beach, Calif., each 
down 30 percent. | 
In April, 420 cities had perfect | 
records, headed by Minneapolis, | 
Cincinnati and San Anto 
244 cities could boast of no fatalities 
for the first four months of the | 
year. Largest of the latter were 
Reading, Pa.; Allentown, Pa., and 
Rockford, Iil. 
The three leading cities in each 
population group at the end of four 
months, ranked according to the | 


Only 200 Buyers 
Answer NADA’s 
Gripe Call 


(Continued from Page 2) 

He was a member of the school 
board. | 

Several of the more vitriolic let- 
ters came from people whose cars| 
had been repossessed. One outraged 
woman said the finance men had| 
picked up her husband’s car at 6| 
a.m., robbing him of the essential 
transportation he needed to get to 
work. 


Her husband, she explained, was 
a house painter, and sometimes he 
had work and sometimes he didn’t. 
As she put it, they made their car 
payments “spasmodically.” It was} 
hard for her to see why her dealer | 
couldn’t understand these economic | 
fluctuations, and be content with a 
monthly payment every now and 
then. 


A few letters came from deal- 
ers who caught Bell’s appear- 
ance, and NADA reports they 
were unanimous in their praise. 
One wrote that the telecast did 
much to focus attention .on ‘the 
new-car dealer as a _ preferred 
merchant, and was a step in the 
right direction to build better cus- 
tomer relations. | 
NADA has no intention of becom- | 

ing a complaint bureau, and admits 
the offer was a “one shot” public 
relations idea. 


But the association believes it’s a 
good idea to let car buyers know 
that someone will listen to them. 
That someone, it adds, ought to be 
the dealer himself. 

















number of deaths per 10,000 regis- 
tered vehicles, were: 


Over 1 Million Population 
Chicago : 3.1 
Detroit 3.4 
Los Angeles 3.6 


750,000-1 Million Population 


San Francisco 2.3 
Washington 3.3 
Boston 3.5 
500,000-750,000 Population 
Minneapolis 0A 
Dallas ........ 0.6 
Houston 2.3 
350,000-500,000 Population 
Denver 1.3 
Indianapolis . 1.8 
Kansas City . 1.8 
200,000-350,000 Population 
Wichita 0.7 
Rochester, N. Y. . 09 
Omaha 1.2 
100,000-200,000 Population 
Rockford, Ill. 0.0 
Allentown, Pa. 0.0 
Reading, Pa. .... % ... 0.0 
50,000-100,000 Pepuiation 
Madison, Wis. 0.0 
Pueblo, Colo. 0.0 
Charleston, W. Va. 0.0 
25,000-50,000 Population 
Battle Creek, Mich. 0.0 
Las Vegas, Nev. : . 0.0 
Billings, Mont. ; 0.0 
10,000-25,000 Population 
Birmingham, Mich. ....... . 0.0 
Hollywood, Fla. ......... . . 0.0 
Mt. Clemens, Mich. .................... 0.0 





Cincinnati Dealers Cited— 


Thirteen Cincinnati dealers received 
Highway Safety Awards from the Cin- 
cinnati Safety Council for supplying cars 
to schools for use in driver-training pro- 
grams. The dealer awards are presented 
to Erdie Turner, secretary, Cincinnati Auto- 
mobile Dealers Assn., by Judge Otis R. 
Hess, of the council's executive committee. 


I have witnessed in my 40 years| 
of goodyear service. It represents | 
a remarkable advance on tire | 
safety. 

“It comes at a time of growing | 
and great need. It sets a pattern 
which will render obsolete every 
passenger car tire on the road 
today.” 

P. W. Litchfield, recently retired 
as Goodyear chairman, attended 
the press briefing and joined news- 
men in actual testing of punctured 
Captive-Airs at the Akron muni- 
cipal airport. 


House Schedules 
Vote on Small 


Business Bill 


WASHINGTON. — The House is 
scheduled to vote today (June 11) 
on the Patman-Kefauver bill or an 
identically worded measure spon- 
sored by Rep. Byron G. Rogers, 
Colorado Democrat, according to 
the National Congress of Petroleum 
Retailers. 

Small business groups have 
termed the Patman-Kefauver pro- 
posal an “equality of opportunity” 
bill. They say it plugs a loophole 
in the Robinson-Patman Act of 
1936. 

The Supreme Court has held that 
“good-faith meeting of competition” 


| is an absolute defense to a charge 


of price discrimination under 
Robinson-Patman. 

Under Patman-Kefauver, accord- 
ing to NCPR, good faith is an abso- 
lute defense only if the resulting 
action does not substantially lessen 
competition or create a monopoly. 

The Patman-Kefauver bill was 
introduced in January, 1955. Last 
March, Rep. Wright Patman, Texas | 
Democrat, began circulating a peti- 
tion to remove it from committee 
and bring it to the floor. Patman| 
now has garnered the 218 signatures 
necessary to do this. 

The Rogers bill reached the floor | 
through regular committee pro-| 
cedure. 


Germany’s DKW Enters 


Canadian Auto Market 


TORONTO. — Another of 
Europe’s manufacturers has 
moved into the Canadian car 
market. 

The firm is Germany’s Auto 
Union. The car is the DKW, 
before the war the fastest-selling 
car in Germany, Holland and 
Seandinavia. Distributing the 
DKW in Eastern Canada is a 
former Austrian racing-car 
driver, Werner Ornstein, who still 
owns a Vienna textile store. He 
has been an auto dealer in Can- 
ada since 1950. 
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| guess it's time 
to look for 


a new one, dear!" 





t 
a 


Trust the little woman to get some action 
on buying a new car. And Chicagoans 
do their looking in the record-breaking 
pages of the Daily News. During 1955, 
the News ran more new-car linage than 
any other Chicago newspaper, morning, 
evening or Sunday. But that’s just one 
record .. . automotive. Another is food. 
For thirteen straight years, the Chicago 
Daily News has carried more grocery 
advertising than any other paper in 
America This is a break for all adver- 
tisers. They know that the News goes 
into more than 600,000 homes a day. 
And advertisers’ profits prove that— 


The CHICAGO DAILY NEWS 
HITS HOME 
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Rate Half of Other Groups... 





Small Dealer Caught 
In Profit Squeeze 


(Continued from Page 1) 


per unit in Group II, $57 in Group 
III and $39 in Group IV. 

A year ago, in the first quarter, 
dollar profit was: Group II, $152; 
Group III, $141, and Group IV, 
$116. 

Profit in all volume groups was 
reduced in the first quarter this 
year as dealers sliced transactions 
paper-thin in an effort to perk up 
sales. 

While the '56 first-quarter figure 
of 0.8 percent was down 74.2 per-. 





cent from the 3.1 percent profit 
reported for the first quarter of last 
year, it matched exactly the post- 
war low of 0.8 percent reported in 
the first three months of 1954. 
* a ~ 

~ COMMENTING on its findings, 

NADA said, “In the closing 
months of last year, the industry 
borrowed heavily from future busi- 
ness, and the debt was still being 
paid off in the first quarter.” 

Even the 0.8 percent looks big 

to the 37 percent of all dealers 
who, NADA said, operated in the 
red during January, February and 
March, 

To all dealers, the slim profit 
figure presages grim months for 
the remainder of the year. 
Dealers this year have no profit 
cushion built up to ease them 
over the rough periods ahead. 
Last year, for example, the first 

quarter’s 3.1 percent profit held 

through the first half, then skidded 

to 2.6 percent at the end of nine 

months and to 1.7 for the full year. 
o 7 - 


Fr PROFITS drop 1.4 percentage 
points this year in the final nine 
months, as they did last year, all 
profit will be wiped out. 

In reviewing 1954, the year in 
which first-quarter profits 
matched this year’s 0.8 percent, it 
is found that profit climbed to 
19 percent at the end of six 
months, eased to 1.7 percent at 
the end of nine months and stood 
at 0.6 percent for the entire year. 
Dealers got caught in a two-way 

Squeeze in the first quarter this 
year: Gross profit was down and 
total expenses were up. 

Gross profit dropped to 14.3 per- 
cent this year, compared with 15.3 
percent-a year ago, 15.5 percent 
in 1954, 17.1 percent in 1953 and 
16.7 percent in 1952. 

Total expense, meanwhile, 
climbed to 13.5 percent, compared 
with 12.2 percent in 1955, 14.7 per- 
cent in 1954, 12.7 percent in 1953 
and 11.8 percent in 1952. 

. = = 


[jets anes, gross profit in 
the first quarter this year aver- 
aged $762 in Group I, $724 in Group 
II, $641 in Group III and $505 in 
Group IV for an industry average 
of $700. 

A year ago, the gross profit 
averaged $759 in Group I, $710 in 
Group II, $641 in Group III and 
$545 in Group IV to average $702 
for the industry as a whole. 

Total expense this year was $738 
in Group I, $666 in Group II, $584 
in Group III and $466 in Group 
IV. The industry average was $660. 

Year-ago figures were: Group I, 
$617; Group II, $558; Group III, 


$500, and Group IV, $429, for an in- 
dustry average of $561. 


* * * 


|b pewenee may! were hit hard by 
sharply increased trading losses 
on used cars. In most cases, such 
per-unit losses were nearly double 
what they were a year ago. 


The overall average used-car 
loss per new unit sold was $334, 
compared with $170 a year ago. 
By volume groups this year, the 
loss ranged from $279 to $421. 
A year ago, the range was $141 
to $212. 

The average selling price per 
used unit this year was $715, com- 
pared with $739 a year ago. 

Dealers, however, have stepped 
up used-car sales considerably. In 
the first quarter this year they 
sold 1.8 used cars for every new- 
car retailed. A year ago, the figure 
was 1.5 to one. 

= * + 


7 inventory of used vehicles 
was virtually unchanged from a 
year ago. The average dealer had 
a stock good for 36.4 days’ selling 
a year ago, compared with 36.5 
days this year, NADA said. 

Dealers have more sticky pieces 
this year, however, with a total 
of 46.5 percent of their used-car 
inventory standing on the lot for 
at least 30 days. A year ago, 
30-day cars comprised 40.2 per- 
cent of the average stock. 

The average cost of each used 
car in stock this year was $652 in 
the first quarter, compared with 
$705 in the comparable year-ago 
period. - 


> > 7 
wa dealers increased their 
dollar sale of parts, on a per- 
unit-sold basis, their percentage of 
gross profit sales declined, as did 
their rate of annual turnover. 

The dollar-sales figure this year 
was a $329, compared with $262 
a year ago. However, gross profit 
dipped from 30.3 percent to 29.6 
percent. A year ago, the average 
dealer had an annual turnover 





Dealer Picture 
At a Glance 


(First three months, 


1956 vs. 1955) 
Percent | Percent 
Up | Down 
Gross Profit .................. 6.5 
Total Expense ............ 10.7 
Profit 74.2 


Price 
Used-Car Inventories 
Total Service Sales .... 21. 
Service Absorption .... 





rate of 2.1 in the first quarter. 
This year it was 19. 

The picture was repeated in cus- 
tomer labor sales. Average dollar 
sales per new unit sold increased, 
while the percentage of gross profit 
declined. Sales rose to $226 from 
$193, while profit shrank from 42.5 
percent to 41.6. percent. 


Thus, the pattern remained in- 


tact when applied to total service 
sales. Dollarwise, such sales 
amounted to $759 per new unit 
sold this year, compared with $627 
a year ago. Gross profit amounted 
to 32.2 percent, compared with 34.2 


percent. 
* * + 


- ONE highly important aspect 

—service absorption — a decline 
of 7.2 percent was noted this year. 
Including officers’ and owners’ 
salaries, service absorption in the 
first quarter this year was 50.6 per- 
cent, compared with 54.5 percent 
a year ago. 

In the first quarter this year, 
57.6 percent of all sales were traced 
to new vehicles, 25.6 percent to 
used vehicles, 15.5 percent to the 
backshop and 1.3 percent to miscel- | 
laneous. 


Makers Report 


Sales Upturn in 


Final May Period 


DETROIT. — Optimistic sales re-| 
ports from the factories last week | 
included the following: | 


Hudson 


Hudson new-car sales in the final 
10 days of May increased 43.2 per- 
cent over the same period of last 
year, according to V. E. Boyd, gen- 
eral sales manager. 

Pontiac 

Pontiac retail sales in the last 10/| 
days of May were the highest for| 
any 10-day period in the last two 
months, according to R. M. Critch- 
field, Pontiac general manager. 


Lincoln 


An alltime five-month sales rec-| 
ord has been set by Lincoln dealers, 
the division said last week. 

May sales of 4,029 cars brought 
the year’s total to 18,849, 27 per-| 
cent ahead of the same period a| 
year ago. The previous five-month 
sales record was in 1949, when 
18,083 Lincolns were sold. Lincoln 
sales in the third period of May 
totaled 1,529. 


Chevrolet 


Chevrolet sales in the first five 
months this year virtually equalled 
the pace set in 1955 when the com- 
pany was on its way toward an 
alltime record for the industry, 
T. H. Keating, general manager, 
said last week. 

Keating said reports from dealers 
showed delivery of 690,286 passen- 
ger cars and 132,443 trucks, a total 
of 822,729 vehicles. This was only 
820 less than the 823,549 sales re- 
ported for the same five months of 


1955. 
Oldsmobile 


Oldsmobile dealers delivered 14,- 
972 new cars in the last 10 days 
of May for the second largest 10- 
day sales in 1956, according to J. 
F. Wolfram, general manager. 


This also marked an increase of 
24 percent over retail deliveries in 
the second 10 days of May, which 
totalled 12,053 new cars, he said. 

Buick 

Buick dealers delivered 17,418 
cars the last 10 days of May, 
Edward T. Ragsdale, general man- 
ager, said last week. 

“This is an increase of 17.8 per- 
cent over the previous ten-day 
period when retail deliveries 
totalled 14,789 units,” Ragsdale said. 








Breakdown of Dealer Expense 


FIRST THREE MONTHS, 1956 
(PERCENTAGE OF TOTAL SALES) 


compensation to salesmen 
All other salaries, wages 
(except mechanics) 
Shop tools and supplies 
Rent and expense in lieu of rent 


*Advertising, other than factory cooperative 
building 


Insurance, other than 


TOTAL EXPENSE 


* Includes travel, 





1.10 
2.06 - 


4.52 
35 
97 
-80 
31 

3.20 


13.31 





Industry 
Average 


1.02 


Group IV 
94 


2.30 


3.96 
26 
17 
1.10 
19 
2.55 
12.07 13.44 
—From NADA Survey 


31 
86 
99 
24 
2.74 


81 
3.32 
12.39 


promotion and service training for Ford and Lincoln-Mercury dealers. 





How Dealers Are Faring 


On Expenses, Profits 
First Three Months, 1956 - 1955 


(Taken from report by NADA Business Management Committee) 


New Cars and Trucks 


Trucks 
(Per Truck 
Dealer) 
31 Mar. 31 Mar. 31 Mar. 31 Mar. 31 Mar. 31 

19. 


Cars 
Mar. 31 Mar. 
956 1955 
11.0 
25.3 
36.8 
83.2 


31 Mar. 
1956 
3.5 
6.7 
9.3 
23.2 
Industry 
Average .... 17.2 


15.3 4.3 


Used 

Selling Price 

Per Unit 

3 Mos. 3 Mos, 
1956 1955 
$736 
$770 
$743 
$668 


Sales to 


1956 
2.0 
1.7 
1.5 
1.2 


Group [1 .... $748 
Group III .. $740 
Group IV.... $677 
Industry 
Average .. $715 


$739 1.8 


Ratio Used-Unit Gross Loss Per 


3 Mos. 3 Mos. 
1 


Days’ 
Supply 
Trucks 


Days’ 
Supply 
Cars 

1956 
83.8 
66.0 
50.9 
53.6 


1955 
61.1 
43.7 
36.8 
29.2 


1956 
59.6 
48.3 
35.9 
35.2 
71.0 


49.7 48.9 


Cars 


*Gross Loss Per 
New Unit Sold 


3 Mos. 
1956 
$279 
$368 
$421 
$348 


New Used Unit Sold 
3 Mos, 
1955 
$ 82 
$130 
$161 
$161 


3 Mos. 
1956 
$139 
$214 
$282 
$291 


3 Mos, 
1955 
$141 
$190 
$212 
$185 


955 
1.7 


1.5 
1.3 
1.1 


1.5 $191 $112 $334 $170 


* Includes new-car discounts as well as overallowances for Ford dealers. 


Number Days’ 
Supply in 
Inventory 


3 Mos. 3 Mos. 
1956 1955 


ne Se 43.4 
Group III .. — | 25.1 
Group IV . scicenseow SD 20.9 
Industry Average .. 36.5 36.4 


Pet. of Used 
Vehicles in 
Stock 30 Days 
Or Longer 


3 Mos, 3 Mos, 
1956 1955 
50.8 44.6 
43.3 36.9 
34.0 25.0 
27.9 29.0 
46.5 40.2 


Average Cost 
Per Used Unit 
In Inventory 


3 Mos. 3 Mos, 
1956 1955 
$622 $689 
$692 $743 
$743 $761 
$716 $747 
$652 $705 


Parts 
(Accessories Not Included) 


Average Sales 
Per New Unit 
Sold 


3 Mos, 
1956 


$397 
$306 
$272 
. $207 


$329 


3 Mos. 
1955 
$307 
$245 
$213 
$192 

Industry 


Average $262 


Percentage of 
Gross Profit 
To Sales 


3 Mos. 


Number Mos. 
Supply in 
Inventory 


3 Mos, 3 Mos. 
1956 1955 
7.6 6.5 
5.1 4.9 
3.9 4.4 
3.8 3.8 


Annual 
Turnover of 
Investment 


3 Mos. 3 Mos. 
1956 1955 
1.8 

2.4 

2.7 

3.1 


3 Mos. 
1955 
30.7 
30.2 
30.1 
28.0 

6.2 5.6 


30.3 2.1 


Customer Labor Sales 


Average Sales 
Per New Unit Sold 


3 Mos, 


Percentage of Gross 
Profit to Sales 


3 Mos. 3 Mos. 
1956 1955 
38.7 40.1 
44.0 42.0 
45.4 49.9 
48.1 49.5 
41.6 42.5 


3 Mos, 
1955 
$229 
$183 
$155 
$126 
$193 


Total Service - Sales 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 


Average Sales 
Per New Unit 


Retalled 
3 Mos. 


Industry Average 
* The percentage of operating (or fixed 


3 Mos, 
1955 
$749 
$580 
$493 
$432 
$627 


Percent of *Percentage of 


Gross Profit 
To Sales 


3 Mos, 3 Mos. 
1956 1955 
30.7 32.8 
33.5 35.0 
34.8 37.3 
35.6 35.8 58.6 
32.3 34.2 54.5 


or semi-fixed) expense covered by gross 


54.1 
53.0 
56.3 


profit from all service and pares operations. Officers’ or owners’ salaries included. 


Percentage of Departmental Sales to Total Sales 


New Cars 
And Trucks 


3 Mos. 3 Mos. 
1956 1955 
54.6 56.7 

.. 58.0 61.1 

. 61.4 63.5 

.. 65.8 64.3 


3 Mos. 
1956 


27.0 
25.7 
23.8 
20.9 


.. 57.6 59.6 25.6 


Mercury Offers 
$425,000 in 
Rhyme Contest 


DETROIT. — A $425,000 contest 
—which offers 80 Mercury phaetons, 
200 television sets and 2,400 other 
prizes—was announced last week 
by Joseph E. Bayne, general sales 
manager of Mercury. A separate 
contest will be held each week for 
eight weeks, beginning June 11 and 
ending Aug. 4. 

More than 3,000 Mercury dealers 
throughout the nation are cooperat- 
ing in launching the contest. Offi- 
cial entry forms may be obtained 
from any Mercury dealership free. 
Special provision is made for a 


Used Cars 





Total Service 
And Parts 


3 Mos. 3 Mos. 
1956 1955 
17.6 15.5 
14.3 12.5 
13.3 11.4 
11.9 11.3 


Miscellaneous 
Sales 


3 Mos, 
1955 
26.3 
24.2 
22.4 
20.0 


Mos, 
1955 
1.5 
2.2 
2.7 
4.4 


3 Mos, 3 
1956 
0.8 
2.0 
1.5 
1.4 

24.6 15.5 13.7 


1.3 2.1 





cash bonus of $10,000 to each of the 
top 10 weekly winners who bought 
a@ new Mercury during the contest 
period. 


Prizes are the same for each of 
the eight weeks. In addition to a 
1956 Mercury Montclair phaeton, 
first prize winners receive an all- 
expense trip to New York City for 
two and will be special guests at 
the Ed Sullivan television show. 
The second to tenth prize winners 
each week receive Mercury Monte- 
rey phaetons. 


Another special award of $2,000 
cash, in addition to a new Mercury, 
will be made to any winner of one 
of the top 10 prizes in any of the 
eight weekly contests who pur- 
chased any used car from an au- 
thorized Mercury dealer after June 
10 but not later than Aug. 4. 
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Room for Two— 

His excellency, Dr. Sukarno, president, 
Republic of Indonesia, and his 12-year- 
old son, Mohamad Guntur Sukarno Putera, 
couldn't resist the temptation to take a 
ride in the miniature Pontiac, which Har- 
low H. Curtice, General Motors president, 
presented to the young visitor, The 
battery-powered car was given to the 
youngster when the Indonesian dignitaries 
visited the GM Technical Center in 
Detroit. 
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I Year? 5 Years? Continuing? tee 


GM Dealers Weigh Pacts 


— day of decision is at hand 
for General Motors dealers—the 
day they must decide which of 
three selling-agreement durations 
they wish to live with. 

They may choose a one-year 
or a five-year contract which the 
factory may cancel only for 
cause, or they may select a con- 
tinuing franchise which. contains 
no expiration date but which does 
include a_cancellation-without- 
cause provision. 

The one-year and five-year pacts 
are identical except for duration. 
Personal reasons may lead some 
dealers to choose the one-year fran- 
chise, but it is presumed that the 
five-year agreement will prove 
more enticing to the dealer who re- 
gards his business as a long-term 
proposition. 

ok * - 
Lg CONSIDERING the continuing 
agreement, dealers have been 
urged to pay close attention to the 
Monroney and O’Mahoney bills now 
before Congress. 

Should the Monroney bill become 
law, it would, in effect, nullify the 
cancellation-without-cause feature 
of the continuing agreement. 

It would amend the Federal 


$6 Billion Auto Expansion 
Is Ahead, Newburg Says 


SEATTLE. — William C. New- 
berg, Dodge president, declared last 
week that in the next five years 
the auto industry will probably 
invest six or seven billion dollars 
to get ready for the “tremendous 
markets that are certain to open 
up in the early 1960's.” 

Newberg was addressing the 
Chamber of Commerce in Seattle, 
the city he left 23 years ago to 

come to Detroit. 
He said in the 
past 10 years the 
industry had 
spent about $6 
billion for new 
plants and for ex- 
panding existing 
plants. 
Investment on 
this scale, he said, 
is one of the 

: iid ae surest ways to 
W. C. Newberg keep the country 
prosperous and is also a sure sign 
that businessmen know the poten- 
tialities of the U. S. and are doing 
their part to turn them into reali- 
ties. 

Commenting that the industry 
made about 2.8 million cars in 
the first five months of 1956, 
compared with 3.6 million in the 
same 1955 period, Newberg said, 
“This situation has led some 
people to say there was some- 
thing very abnormal about last 
year’s automobile market. 

“It is my own belief, however, 


Just Published! 


“AUTO COSTS” 


“AUTO COSTS” is a complete, 
concise and accurate book that 
gives you 


FACTORY 
INVOICE 
PRICES 


of all 1956 CARS 
and EQUIPMENT 


(WHOLESALE COST) 
KNOWING YOUR COMPETITORS’ 
COSTS can save many a deal for 
you ...here are the actual facts 
end figures. You'll agree it’s 
worth many times its modest 
price of $5.00. 

Send your check today! 


Dept.1) 
AUTO COSTS 
PUBLICATIONS 


Box 224 New York 1, N. Y 





that in 1955 we got the first clear 
tip-off on the real size of the 
demand for automobiles under the 
conditions of what we might call 
normal, dynamic growth in the 
economy. 

“We may not have another year 
as big as 1955 for another few 
years. But the chances are very 
good that from 1960 on we will 
consider an eight million car 
market as nothing much to shout 
about. 


Newberg cited these reasons 
for his optimisim about the 
long-range potential of the auto 
industry: 

1. The Census Bureau’s estimate 
that by 1975 the U. S. population 
will be about 228 million, a growth 
of about 100 million since 1933 
when the population was 125 
million. 

2. The report that 81 percent 
of our future population growth 
will be in the nation’s 168 subur- 
ban areas, which contain the bulk 
of two-car families. He reported 
that between August, 1953, and 
August, 1955, the multiple-car 
families increased from 3.5 million 
to more than six million. 

3. The scrappage rate will 
probably increase by 1966 to 
about five million cars. He said 
this factor alone makes the pre- 
diction of eight million-car years 
entirely possible. He added 10 
million-car years after 1965 are 
also within reach. 

Newberg continued, “It is possi- 
ble, of course, that the most opti- 
mistic estimates of the future au- 
tomobile market will turn out to 
be low. What would happen, for 
instance, -if the country’s engineers 
should come up with a completely 
new kind of engine smaller, 
quieter, more responsive and more 
efficient than anything we now 
have? 


“A development of this kind 
would make every car on the road 
obsolete, and every company in the 
business would be working under 
forced draft to meet the demand. 


40% Flunk Safety Test 


In Watertown Lanes 


WATERTOWN, N. Y. — Ap- 
proximately 40 percent of the 
motor vehicles that passed 
through the Jefferson County 
Safety Council’s check lanes here 
were found to have at least one 
defect. 

Some 283 vehicles were checked, 
21 of which were trucks. Of the 
total, 117 had at least one defect, 
while some of the vehicles had 
two or three faults. 





Trade Commission Act to prohibit 
factories from cancelling or fail- 
ing to renew a dealer’s contract 
unless the dealer had failed to 
comply with specific terms of a 
selling agreement drawn by mu- 
tual consent. 

The O’Mahoney bill would permit 
a dealer to sue and recover double 
damages from an auto ‘manu- 
facturer who failed to act in good 
faith in terminating, cancelling or 
not renewing the dealer’s franchise. 

* * + 


HE bill’s sponsor, Senator 

Joseph C. O’Mahoney, Wyoming 
Democrat, has been quoted as say- 
ing that cancellation-without-cause 
provisions “would probably be ruled 
a breach of good faith in most cir- 
cumstances if the manufacturer 
utilized them.” 

According to NADA, the GM con- 
tinuing contract may be terminated 
by the factory without cause during 
July, August or September of any 
year by giving the dealer three 
months prior written notice. 

The dealer organization has 
warned its GM members to 
exercise the utmost care in select- 
ing a contract. 

Declaring that there are only two 
basic choices—the five-year or the 
continuing franchise—NADA said, 
“The ultimate choice would be de- 
termined by the balance between 
the difficulty of obtaining a new 
franchise every five years and the 
risk in having the cancellation- 
without-cause provision in the con- 
tinuing agreement. 

“The special factors that would 
swing the balance in each case 
would depend on the circumstances 
and conditions facing the individual 
dealer. No cure-all answer can be 
given.” 


U. S. Charges 6 
With Price Fixing 
In V-Belt Sales 


DENVER. A Federal grand 
jury has indicted six rubber com- 
panies on charges of illegal price 
fixing in the sale and distribution 
of industrial rubber drive belts. 

Indicted were B. F. Goodrich Co. 
and Goodyear Tire & Rubber Co., 
Akron; United States Rubber Co., 
Philadelphia; Dayton Rubber Mfg. 
Co., Dayton, O.; Gates Rubber Co., 
Denver, and Boston Woven Hose & 
Rubber Co., Boston. 

The indictment, under the Sher- 
man Antitrust Act, charged the 
companies unlawfully conspired to 
fix uniform list prices, discount 
rates, terms and other conditions 
for the sale of the V-shaped belts. 

It further charged the defendants 
with agreeing to increase, from 
time to time, the prices of the belts 
by lowering the rate of discount 
from list prices and to fix effective 
dates for the price changes. 

The indictment alleges that the 
six companies sold about $60 mil- 
lion worth of the belts in 1954, 


14% Plan to Buy 
Cars, Chicago 


Survey Shows 


CHICAGO. — Nearly 14 percent 
of Chicago households intend to 
buy a car in the next 12 months, 
according to a survey reported by 
the Chicago Daily News. 

The newspaper said the survey 
disclosed that 75.9 percent of the 
city’s household own cars and that 
11.64 percent own more than one. 

The study covered Cook and Du 
Page Counties and the southern 
half of Lake County. Question- 
naires were filled in at home and 
returned to 12 stations where they 
were reviewed before final accept- 
ance. 

It was said this was the first 
time a market the size of Chicago 
has been incorporated in the Con- 
sumer Analysis Survey, now con- 
ducted in 20 other markets in the 
U. S. and Hawaii. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 


Hunt Sells Warehouse 


BOSTON. — A. E. Hunt Steel Co. 
here has announced sale of ware- 
house facilities and alloy steel in- 
ventories to S A E Steels, Inc., 


PUT YOUR USED CARS IN SHAPE ! 
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Cleveland and Cincinnati. Hunt has 
been New England sales repre- 
sentative of the steel and tube 
division of Timken Roller Bearing 
Co., Canton, O., and will continue 
in that capacity. 


Rubber Trunk Mat No. TM-7 in 
1953-54 CHEVROLET 


Don't miss a sale because you failed to install tailored-to-fit 
rear floor and trunk mats. It takes just a few minutes to clean up 


your Chevrolet trade-ins . . 


. only costs a few dollars. Order 


today from your favorite specialty jobber. 


age a 
UALR 


WITH THE NATIONALLY ADVERTISED 
28 FOOT DUAL PURPOSE 


AND WATER CRUISER 


FOR DETAILS 
REGARDING 
FRANCHISES 


PHONE OR WRITE 


DEPT. 50 
723 SONORA AVE., GLENDALE 1, CALIF. 


™ 


e CHAPMAN 5-6991 
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International Body Moves 


BUFFALO. — International Body | June 1 to the one-story brick build- 

Co. has leased a 10,000-square-foot | ing. Charles A. Haykel, president, 
ilding at 245 New Walden Ave.,| said the move is part of an expan- 
eektowaga and will move about! sion program. 











PROTECT YOUR SHOWROOM FLOOR WITH D & M UNDER CAR COVERS 
NOW 
AVAILABLE 
FOR NEW 
MODELS 













Quick, Easy 
Installation 


© Cannot Be Seen 


© Treated Material Resists 
Oil, Grease, Water and Fuel 


Eliminates Unsightly Drip Pans 
lLerge Buick and Cadillac 


Slightly Higher $13.50 
D & M TRUCK TOP CO. 


12186 Petoskey, Detroit 4, Michigan PHONE: WEbster 3-1613 
Manvtacturers of Stake and Pick-Up Tops 


Standard Models 
F. O. B. Detroit, C. O. D. 
When Ordering, Give Make 
of Car 





Fast-Selling Safety “Extra”... 


Houser’s SAFETY DOOR ele 4 


7 TT eS aad 










100% EFFECTIVE — keeps er Retail at 
children safe while riding ys Me $ 57 
in rear seat! +z, ox HW) : 
D per pair 
: Only 2 Styles 
eee Cash in on growing demand for safety! a . 


DISPLAY 
CARD 


Clever HOUSER Safety Door Locks re- 
place rear door handles, prevent open- 
ing from inside. Just SNAP them on in 
minutes. 





MONEY - BACK GUARANTEE! 





ee CT d aes 
sas — ENGINEERING & MFG., INC, "diane 
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| Carload Sales and $964 Mercurys.. . 


Dealer Ad 


By John K. Teahen Jr. 

| Staff Writer 

| AN OFFER to pay all interest, 

insurance, finance and carrying 

charges for 30 months plus a con- 

| test in,which three persons received 

|new 1956 Mercurys for $964 fea- 

tured the “grand opening sale” of 

Woody Cavnar-Mercury, Denver. 
“Some dealerships have door 

prizes, engraved invitations and 


open,” the firm said in a full-page 
advertisement. “We’re not doing 
this. Instead, we’re combining the 
savings into these buyer bene- 
fits.” 

Persons who placed orders for 
new cars during opening week were 
eligible for the $964 Mercurys which 
|Cavnar said were regularly priced 
|at $3,224. The winners, determined 





25,000 Attendance Seen 


At Minneapolis Show 
MINNEAPOLIS. — More than 
200 firms from 34 states displayed 
about two miles of exhibits valued 
at more than $1 million at the 
Upper Midwest Automotive Trade 
show which closed yesterday 
(June 10) at the municipal audi- 
torium here. 
Attendance at the four-day 
| show was expected to reach 25,- 
000 with admittance limited to the 
automotive and allied industries. 
It was not open to the public. 











CONVENTION HALL, PHILADELPHIA 


0 to 17, 1956 


Bir 


November 1 





FOR FULL 
EXHIBIT 
DETAILS ... 





Party and Gifts 


costly decorations when they | 


Offers 


| by a drawing, received their cars at 
| the reduced figure. 
| * 
[X BALTIMORE, McSweeney Pon- 
tiac advertised a repeat per- 
formance of the dealer’s birthday 
party. 


“It’s my party, but I’m giving you 
the gifts,” the ad proclaimed. “Cake, 


x 





soft drinks and favors for the kid-| © 


1 


dies, and YOU get the car, the price} 
| and the deal that can’t be beat.” | 

Waldorf Motors (Chrysler- 
Plymouth), New York, announced 
a carload sale of 1956 Chryslers 
and Imperials. It mentioned a 
“special purchase of 50 carloads 
of sedans, convertibles, hardtops 
and station wagons.” 

Another New York retailer, Well-| 
ner Motors, Inc., appealed to the 
turf fans with a series of “daily! 
double” used-car ads on the sports| 
pages. Two cars were featured in 


each ad. 

os Spokane dealers also made 
| special offers to spur used-car! 
sales. Kauffman Buick, Inc., pro- 
vided a one-year parts-and-labor 
warranty which, it said, would be 
honored anywhere in the nation. 

Wendle Bros., Inc. (Lincoln- 
Mercury), gave used-car buyers 
10 certificates, each worth $50 to 
the first buyer when brought in 
by a second purchaser. 
| The second buyer also was given 
10 certificates and the first buyer} 
was promised $25 for each of those 
redeemed. 

In San Antonio, Gillespie Motor 
Co. (Ford) “makes your vacation 
dreams come true.” The dealership 
invited: “Take a trip in a ’56 Ford. 
Payments as low as $39.99 per 
month.” 





* * * 


* * 7 


EWIS MOTOR CoO. (Ford) Mar-| 

shall, Tex., announced a spring 
clearance sale and offered 1956 
models for $1,795. The company de- | 
|clared, “Fords are priced lower in 
Marshall than at any time since} 
| World War II.” 
An Augusta (Ga.) dealer, Har- 
| rison-Gulley Chevrolet, boasted: | 
“No car dealer anywhere, re- 
gardless of size or location, can 
| sell you a car cheaper than Har- 
rison-Gulley.” 
| But Ben Medow 
outh), South Bend, disagreed. “Tired | 
j}of misleading claims?” Medow| 
asked. “Listen! Just bring us your 
best deal and we'll beat it.” 


(Dodge-Plym- | 


12% of Cars Fail | 


| 


To Pass Safety | 
‘Check in Seattle | 


SEATTLE. — About 12 percent 
of the autos which went through 
the safety lanes here last month 
had defects, according to John J. 
Hoban, program chairman. 

In a seven-day intensive check, 
8,679 cars were checked and 1,036 
were found to have serious defects, 
said Hoban. He said that 295 car 
owners, whose cars were turned 
|down, had them repaired and 
| returned to receive safety stickers. 

Major defects included: Rear 
lights, 379; tires, 315; front lights 
and faulty exhaust systems, each 
189; brakes, 136; glass faults, 130, 
|}and steering systems, 86. Many 
|ecars have two or more faults. 

Other cars were rejected because 
of windshield wipers, horns or rear 
| view mirrors. “If the voluntary 
| safety check is continued next May, 
|it is hoped that greater participa- 
|tion will be extended with more 
|lanes available to the public,” said 
| Hoban. 

The program was sponsored by 
the Seattle-King County ‘ Safety 
Council with inspections carried 
out by mechanics from auto dealer- 
ships. 








Tickhill Elected 

CAMBRIDGE, O. — O. E. Tick- 
hill of Cambridge Hudson Co. has 
been elected president of the Guern- 
sey County Automobile Dealers 
Assn. Frank W. Schick, a Buick 
dealer, has been named vice- 
| president and Frank Danello, an 
|attorney, has again been named 
secretary. 








| accessory, according to David S. McNally, 


‘corresponding period of 1955. 
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Studebaker Accessory— , 
Airmats that fit Studebaker station n 
wagons will be marketed by Studebaker ¥ 
dealers as a _ vacation, ovutdoor-living 


general manager, Studebaker parts & ‘ 

accessory division. Two. mats used in ri 

tandem cover the cargo area floor space ' 
for sleeping. McNally said a number 

of dealers will use the mat as a sales 

premium with new and used station 

wagon merchandising programs. 

1 

1 

Used-Car Sales : 

emule 

Put at 12 Million | : 

‘ 

Churchill Says Pace a 

9 ' 

Matches Last Year’s : 

i 

SOUTH BEND. — Based on the Sé 

high rate of used-car sales in the ce 


first four months of this year, 
Harold E. Churchill, Studebaker 
general manager, has forecast that 
nine million families will purchase 
used cars during 1956 from fran- 
chised new-car dealers, and another 






three million from used-car dealers. of 
Sales of used units are di 

“bumper-to-bumper” with last m 

year’s levels, he reported, while “ 

new-car sales have “slowed of 
down.” al 

The average used-car buyer will 
spend $800-$1,000 this year, he said. al 

The forecast was made as Wil- m 
liam A. Keller, Studebaker general g! 
sales manager, advised dealers to 
| bring to stress the fact that used- de 
car values and prices are at the U 
| most favorable levels in three years re 
for buyers. ns 

Keller said the high rate of new- 
ear sales for the last 18 months T 
has brought a large number of 
tradeins. Consequently, he said, A 
there is a need te adopt merchan- 
dising and pricing policies which, tie 
in favoring buyers, will keep used w 
cars moving. to 

Keller gave this advice to used- . 
car shoppers: Seek out a rep- ho 
utable dealer, then don’t buy a fig 
used car you haven’t test driven. 

Keller reported that Studebaker FE 
had made an improved showing io 
in resale value in the first four af 
months of the year. th 

Based on NADA used-car guide ve 
books, he said Studebaker 1953, ch 
1954 and 1955 Champion models st 
showed an average depreciation of eo 
$53 for the four months against os 


a national average of $89 on all 
low price cars. 

He attributed this to: Sustained 
public interest in sports styling, 
the relatively smaller supply of 
Studebaker used units in compari- 
son to competitive makes, and an 
upturn in the importance of “econ- 
omy of operation” as a reason for 
buying. 


April Consumption 
Of Rubber Slips 
To 120,652 Tons 


WASHINGTON. — New rubber 
consumption in the United States 
slipped to 120,652 long tons in April, 
according to the Department of 
Commerce. 

The figure compared with 127,928 
long tons in March and 125,697 in 
April, 1955. 

Synthetic rubber accounted for 
73,691 long tons of the April, 1956, 
total, with natural rubber making 
up the remaining 46,961 long tons. 

Tonnage figures for March were 






















77,888 synthetic and 50,040 natural. ; 
The Commerce Department said “— 
consumption in the first four — 





months of 1956 was 506,336 tons, 
compared with 507,241 during the 
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Dealer Legislation Pushed... 


Day-in-Court Bill Goes to Floor 


(Continued from Page 4) 


ment that franchises should be 
tightly set up and policed because 
only franchised dealers can give 
proper service “does not stand up.’ 

Halvorson declared that a revolu- 
tion in distribution was going on 
and pointed to the grocery business 
and discount houses as “harbingers” 
of it. He feared that the bill, if 
passed, “could well mean” higher 
prices of as much as $600 for cars 
for farmers. 

* * * 


H irritation Senator Mon- 
roney denied that his bill would 
mean any such thing, and said he 
wondered if Halvorson had read the 
measure Senator Frederick Payne, 
Maine Republican and a former 
dealer himself, suggested that the 
farm lobbyist spend a few days 
in a dealership and find out how 
the business operated. 

Final witness was Senator Wal- 
lace Bennett, Utah Republican 
and author of a bill to transfer 
warranty issue from the factory 
to the dealer. After questioning 
the subcommittee on _ technical 
portions of the bill, Bennett sug- 
gested that there might be danger 
in legislating for a single industry 
when there are other industries 
with similar or identical problems. 
Monroney said he could see no 
danger at all, but he admitted his 
bill might set a pattern for legisla- 
tion in other industries where after- 
sale service is of importance to the 
consumer. He mentioned private 


Dealer Council 


Of Cadillac Meets 


DETROIT. — The first meeting 
of the newly established Cadillac 
distributor-dealer council with top 
management ended last week after 
“productive discussion on matters 
of mutual interest to management 
and the dealers.” 

Don E. Ahrens, general manager, 
and James M. Roche, general sales 
manager, headed the management 
group. 

Elected by distributors and 
dealers in each of 16 areas of the 
U. S., the council members rep- 
resent all dealers in Cadillac’s 
national retail organization. 


Tire-Sealant Maker 
Agrees to FTC Curbs 


WASHINGTON.—M & M Special- 
ties, Inc. New York, has agreed 
with the Federal Trade Commission 
to stop claiming that “Seal-Tite,” 
a tire sealant, is a thoroughly 
tested product that will eliminate 
flat tires. 

In a stipulation approved by the 
FTC, the company also agreed not 
to claim that the sealant does not 
affect wheel balance adversely or 
that it will not be affected ad- 
versely by temperature or climate 
changes. The agreement also re- 
Stricts claims of amounts to be 
earned by persons selling the 
sealant. 


STUDEBAKER 


os ened 


amet: PITTSBURGH 
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airplanes and electronic devices as 
two examples. 

Bennett said he also wondered if 
the buy-back provision might not 
give manufacturers the idea of 


eliminating franchised dealers en-| | 


tirely. Monroney told his colleague 
that manufacturers themselves had 
testified in favor of the franchised 
system, and that Curtice was the 
first to suggest a buy-back plan. 

Several House members _indi- 
cated support of the Monroney bill, 
and a number of senators have 
joined Monroney as co-sponsors of 
the measure. They are Senators 
Payne, Ervin, O’Mahoney, Duff, 
Daniel, Smathers, Bible and Pas- 
tore. 

The Senate Judiciary report on 
the O'Mahoney “day-in-court” 
bill stated that only in a court of 
law can a dealer be assured of 
adequate protection of his rights. 

“The General Motors hearings,” 
the report said, “revealed the ob- 
vious difficulty of obtaining an im- 
partial decision of a dealer’s case 
on the merits from a board ap- 
pointed and paid by and account- 
able to the manufacturer.” 

The bill permits a dealer to sue 
his manufacturer in Federal Court 
for failure to act in good faith in 
complying with franchise terms or 
in terminating the franchise. A 
dealer who wins such a case could 
collect double damages. 

* - * 

ELL, in his appearance before 

the subcommittee, said that 
NADA did not come to lay its 
problems before Congress until it 
had exhausted every other means 
of “solving those problems . . . by 
the rule of reason within the indus- 
try itself.” 

He said NADA does not seek “any 
form of control by government, but 
rather to rid our members of the 
economic control under which they 
have so long suffered.” 


Bell pointed out that NADA 


asks neither a subsidy nor to | 


ask Congress to “carve out class 
legislation.” He said NADA just 
wants action to abate unfair 
practices condemned by the 
Federal Trade Commission 17 
years ago. 

“This bill,” Bell continued, “far 
from granting special privileges to 
anyone, would place the retail au- 
tomobile dealer in a comparable 
position to other small businessmen 
as being a free competitive enter- 
priser.” 

* * * 


RIBLEY, in voicing support of 





the Monroney bill, quoted AuTo- | 


Statisticians Named 


CHICAGO. 
accountants, has been named de- 
pository of statistical data for the 
Air Compressor Research Council, 
according to H. M. Kidd, council 
president. The firm will collect 
monthly sales data and _ report 
accumulated results to all partici- 
pating manufacturers. 


Pad 
Sal 


- 
7, 


ae 


Studebaker Launches Sales Contest— 


Zone managers meet in South Bend to hear details of the largest dealer and 


salesman incentive contest in Studebaker history. The 90-day “‘Sellection” 


which ends Aug. 31, 


campaign, 


has 80 Puerto Rico-Virgin Islands vacation trips as top prizes 
for dealers exceeding assigned sales objectives. 


The meeting was conducted by 


William A. Keller, Studebaker general sales manager, and Leavitt T. Kouns, at rostrum, 


assistant general sales manager. 


Ernst & Ernst, | 





MoTivE News stock figure of 902,270 
new-cars as of May 1. 

“This is the second highest... 
in history,” he said, “exceeded only 
by the March 1 figure of this year 
. . only 1,519 higher. Such high 
inventories half way through the 
spring season is of grave concern 
to dealers throughout the country.” 

The NADA president added: 

“Such a condition could only 
occur where the dealers consti- 
tute a captive market of the man- 
ufacturers as they have for the 
past fifty years. It is not only 
possible for us to produce our- 

selves into an unhealthy eco- 
nomic situation, but it has actu- 
ally happened in the past year 
and a half.” 

Fribley said NADA’s legal staff, 
officers, directors, state association 
presidents and managers have ex- 
amined the bill. 

“It is their unanimous opinion 
that this legislation is sorely needed 
to restore sanity and balance and 
to insure permanence to the auto- 
mobile industry,” he said. 


Fribley praised the provision re-| 


quiring manufacturers to compen- 


| sate dealers reasonably for war- 





ranty service. 


“The lack of service, both pre- | 


delivery and after delivery, are of 
the utmost importance to the pur- 
chaser of an automobile,” he told 
the subcommittee. “Automobiles are 
not like cigarettes, candy or soft 
drinks. They are not consumed 
immediately, but consumed over a 
long period of time . . . The element 
of service is a vital matter.” 


Obituaries 


Percy Owen Sr., 81; 


Pioneer Auto Leader 
PETOSKEY, Mich.—Percy Owen 


sr., who established a Winton deal-| 


ership in New York City in 1899, 
died here May 31. He was 81. Mr. 
Owen was an auto importer in 1907 
and 1908, and from then until 1915 


| he held the position of vice-presi- 


dent in three firms, Page & Co., 
Chalmers Motor Co. and Saxon 
Motor Co. 


* * 


Carl Johnson, 69; 
Clevite Executive 


CLEVELAND. — Carl Johnson, 
69, senior vice- 
president of Cle- 
vite Corp., died) 
June 5 in Detroit. | 

A veteran of 40) 
years in the auto 
industry, 
Johnson joined 
Cleveland Graph- 
ite Bronze Co. in| 
1916 as 
chanic. Cleveland 
Graphite was a) 
predecessor of 





Carl Johnson 


Clevite and now is a division of | 


that company. 
> a * 


Herman P. Schade, 


Automotive Supplier 
MOORESTOWN, N. J.—Herman 


P. Schade, a pioneer supplier of | 
shock absorbers and oil filters, died | 


here June 4. In 1912, he was resi- 
dent manager of Hess-Bright Ball 
Bearing Co. 

From 1935 through 1945, Mr. 
Schade was engaged in manufac- 
turing safety lighting. 

7 ca * 


Arthur J. Chanter, 69; 


Pierce-Arrow Ex-Head 


BOSTON. — Arthur J. Chanter, 
69, retired Studebaker sales exec- 
utive, died May 29° in Boston. Mr. 
Chanter was associated with the 
auto industry for more than four 
decades and was the former presi- 
dent of Pierce-Arrow Motor Car Co. 

He joined Studebaker in 1912 as 
a test driver and later served as 
general purchasing agent, mana- 
ger of branches and assistant to 
the president before resigning in 
1928 to accept an executive position 
with Pierce-Arrow. He returned in 
1939 as Boston zone manager, and 
in. 1942 was elevated to assistant 


Mr. | 


a me- | 





Truck Show Planners— 


Getting ready to open the doors next Thursday (June 14) of the National Truck, 
Trailer and Equipment Show in Los Angeles, the men in charge of the event are 
shown above standing in front of some of the vehicles to be on display. Left to 
right are Art L. Luvass, special events chairman; Col. L. L. Beardslee, sales chairman; 
John H. Shandorf, general show chairman, and Jerry W. Williams, finance and pub- 
licity chairman. The show closes June 17. 





‘Biggest’ Display Expected .. . 


L. A. Truck Show Set 


LOS ANGELES. — The National 


reserved at a faster pace than 
recorded for any previous year,” 
said John H. Shandorf, general 
chairman and president, Auto- 
motive Council of Los Angeles. 


The show here in 1954, last 
sponsored by the Automotive Coun- 
cil, broke all records. Shandorf 
said he expected this year’s event 
to surpass the '54 display. 

The council was formed in 1918 
as a nonprofit organization to 
further the “cause of the trucking 
and transportation industry.” In 
the 1920s the council made space 
available for exhibit of trucking 
and transportation equipment. In 
1954, it was decided to hold the 
show every two years. 

Shandorf said that approximately 
$3 million worth of equipment will 


Truck, Trailer and Equipment 
Show opens here Thursday (June 
14) in the Great Western Exhibit 
Building and ends Sunday 
(June 17.) 

“The exhibit space has been 





general sales manager. He retired 


in April, 1955. 
= * * 


Asper G. 

GRAND RAPIDS, Mich.—Asper G. Slay- 
man, 56, sales manager for Spitzer Motor 
Sales Co., died unexpectedly from a heart 
attack. Mr. Slayman had been in the auto- 
mobile business in Grand Rapids for 30 


years. be exhibited this year. There will 
*- * * be trailers, accessories, tools, 
Wat Henry special equipment, refrigeration 


TULSA, Okla.—Wat Henry, 55, a retired 


units, tankers, low-beds, vans and 
| auto dealer, died May 28. Mr. Henry for- 


dump trucks. 


}merly operated Wat Henry Pontiac Co. 
| which he sold in 1954. Admission is free. Attendance 
Ek will be limited to those interested 
Claude B. Johnson in the trucking industry. Tickets 

GARY, Ind. — Claude B. Johnson, 60, 


former Willys dealer here, died May 29 in may be obtained from southern 


Fort Lauderdale, Fla., where he had been| California truck dealers or firms 
| living since last fall. ‘He had been in the that sell trucking and transporta- 
automobile business = Gury 30 years. tion equipment. 

The show opens at 6 p. m, Thurs- 
day and closes that day at 11 p.m. 
Hours for other days are: Friday 
| (June 15), 1 p.m. to 10 p.m.; Satur- 
day, 11 a.m. to 10 p.m., and Sunday, 
11 a.m. to 6 pm. 

Wednesday (June 13), the day 
before the show, the council will 
stage a “kick-off” luncheon at the 
Statler Hotel. 

A Tribute Award then will be 
presented to Arthur C. Butler, 
director, National Highway Users 
Conference, for “having done the 
most during the past year for the 
trucking and transportation indus- 
try.” 


Ford and Chrysler 
Feel Stock Options 
Escape Tax Levy 


DETROIT. — Ford Motor Co. and 
Chrysler Corp. said last week they 


Richard Grant Ross 
HAMILTON, Ont.—Richard Grant Ross, 
56, former vice-president and general man- 
ager of City Chevrolet Co., died May 24. 
He had retired last November after 17 
years with the firm. 
* * * 


Mack D. Gregory 
MILWAUKEE.—Mack D. Gregory, 
former Milwaukee auto dealer, died May 
28. He operated a Ford dealership prior to 
his retirement -) years ago. 
* * 


Charles O. Pond 

WASHINGTON. — Charles O. Pond, who 
became an auto dealer in 1913 in Detroit, 
died here May 28 at the age of 65. From 
1913 to 1937, when he came here from De- 
troit, he handied Haines, Graham-Paige, 
Oldsmobile and Cadillac. At the time of 
|} his death he was vice-president of L. P. 
Steuart, Inc. (DeSoto-Plymouth). 

* * * 


Dr. John S. Worley 

ANN ARBOR, Mich.—Dr. John S. Wor-! 

ley, professor emeritus of transportation | 

engineering at the University of Michigan, 

| died May 25. He was 80. 
* * 


73, a 


| 


Clyde Mitchell 
MARTINSVILLE, Va. — Clyde Mitchell, 
49, president and treasurer of Mitchell Mo- 
tors, Inc. (Ford), died May 27. He had 
been in the auto business for 17 years. He 


was also an executive of Mitchell Motor! did not believe their stock-option 

Co. (Ford), Bassett, Va., and Mitchell 

Sracter Ce, here. plans would be affected by a recent 
. 2s Supreme Court decision which held 


that the difference between pur- 
chase and market price is subject 
to Federal income taxes. 


Both said they felt their plans 
came under a 1950 act of Congress 
which exempted restricted stock- 
option programs from the income- 
tax law. 

Among the restrictions are clauses 
which require that the stock be 
offered at 95 percent of market 
price and be held for at least six 
months. 

General Motors earlier said stock 


awarded under its bonus plan is 
issued at full market value. 


Edward J. Boeck 

BUFFALO.—Edward J. Boeck, 69, a de- 
signer of specialized automotive equipment, 
died here May 28. He was treasurer, chief 
engineer and cofounder of Truck Equip- 
ment Co., body and axle manufacturer. Mr. 
Boeck designed more than 50 items of 
equipment on which the company holds 
patents. He reputedly developed the first | 
electrically welded dump body, which is| 
now standard in the industry. 

* * * 


Louis Weiss 

MIAMI. — Used-car Dealer Louis Weiss, 
59, died here May 25. He had been severely 
injured a year ago when three bandits in- 
vaded his home and beat him. Mr. Weiss 
was owner of Knickerbocker Motors, Inc. 
He came here 11 years ago from New York 
City, where he had operated a used-car 
business on Broadway. 























































Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 











Week Week dan, 1 dan. 1 
Ended Same Ended May, To To 
dune 9, Week, June 2, 1956, June ll, June 9, 
1956 1955** 1956* Total* 1955** 1956 
AMERICAN MOTORS 3,549 1,366 7,170 95,730 57,901 
POE * ss nisicssissnves osniens 862 395 2,007 31,534 17,831 
UA. 2 ipavevendeaagigtma te Naine “tee 2,687 971 5,163 64,196 40,070 
CHRYSLER CORP. ...... 17,365 27,336 9,632. 73,757 718,338 429,099 
SOIR sii tissvicicrscusios 2,750 4,005 1,085 9,864 100,055 58,358 
DeSoto 1,880 2,398 874 7,326 73,522 51,102 
Dodge ............ 3,985 5,565 3,702 18,886 163,095 95,665 
Plymouth ..... i 8,750 15,368 3,971 37,681 381,666 223,974 
FORD MOTOR . 31,299 32,393 20,930 141,651 1,011,312 775,049 
Continental ................ 15 eee 12 89 988 
REE Gane cok csulourquecdeonevsee 25,260 26,003 19,920 112,987 788,420 625,676 
Lincoln 753 496 326 4,150 20,661 24,917 
BI icsessscsionyescnssca 5,271 5,894 672 24,425 202,231 123,468 
GENERAL MOTORS 55,949 68,195 45,263 241,577 1,906,819 1,567,573 
Buick . obit 9,552 13,543 7,619 42,166 387,767 295,888 
Cadillac ......... 3,260 3,223 2,660 14,183 75,771 75,600 
Chevrolet 30,100 30,180 24,605 127,470 860,839 790,715 
Oldsmobile . 7,487 11,755 5,970 33,011 296,235 229,851 
Pontiac 5,550 9,494 4,409 24,747 286,207 175,519 
S-P CORP. ......... 1,991 3,055 244 7,376 106,317 56,248 
Packard 620 1,597 244 2,163 38,465 11,858 
Studebaker 1,371 1,458 5,213 67,852 44,390 
Total Cars, U. S......... 106,604 134,661 77,435 471,531 3,844,811 2,885,870 
; penn 
**Totals for 1955 include Kaiser-Willys production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. I Jan, 1 
Ended Same Ended May, To To 
June 9, Week, June 2, 1956, June ll, June 9, 
1956 1955* 1956* Total* 1955* 1956 
CHEVROLET 7,100 8,726 5,673 29,160 173,666 177,165 
DIAMOND T . 110 103 738 451 2,348 2,248 
DIVCO 80 80 64 353 1,610 1,945 
DODGE 1,950 2,936 1,617 8,106 47,126 40,636 
FORD 6,485 5,201 4,832 26,533 173,288 143,475 
GMC 1,850 2,205 1,580 8,155 43,076 46,095 | 
INTERNATIONAL 2,640 3,101 2,128 11,929 62,173 66,119 
MACK . 400 366 328 1,653 5,708 8,722 
REO ......... ies 80 116 62 338 2,335 1,686 
STUDEBAKER 360 288 1,225 10,017 6,174 
WHITE 394 372 243 1,631 6,735 8,582 
WILLYS . sited 910 1,268 581 5,356 36,096 27,228 
MISCELLANEOUS*** 87 63 44 409 1,637 1,121 
Total Trucks, U. S. 22,446 24,825 17,230 95,599 565,815 531,196 
Total Cars, Trucks, 
U.S, . 129,050 159,486 94,665 567,130 4,410,626 3,417,066 
Total Cars, Trucks, 
Canada 13,191 13,442 13,352 57,542 249,076 237,991 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....142,241 172,928 108,017 624,672 4,659,702 3,655,057 








=Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 


Drive, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 





***Autocar, Freightliner and Sterling are included in White Totals. 


Factory and Dealer Sins 


Aired at S. C. Convention 


(Continued from Page 3) 


and the dealer to Siamese twins 
who cannot live separately. 
ever, he said, during the last few 


years one twin has had a feast 


while the other has been under-| 


going a famine. 


“I think this fact finally has |to do something about it. 


How- | 


| 
| 


merchandising or the factory dis- 
tributorship.” 


But Thurmond doesn’t expect this 
revolution to take place. He said: 
“I think they (the manufacturers) 
are big enough and sincere enough 
They 


dawned on the men who make | have already stated that they 


the cars in Detroit,” he declared. 

Thurmond turned to some of the 
“danger signals” the Monroney 
subcommittee found. Among them, 
he said, were four-year finance 
terms, huge inventories and high 
production in the face of lagging 
sales. 

He said the subcommittee mem- 
bers and staff felt these points in- 
dicated a dangerous malignancy in 
America’s number one industry. 

If the present pattern continues, 
he declared, the entire automotive 
distribution system will change. 
First will come supermarket type 
operations — “which won't last.” 

After the supermarkets, he said, 
salesmanship, service and respon- 
sibility again will be required to 
sell cars, “but it will be too late 
for the experienced dealers because 
they will have liquidated, gone 
bankrupt or gone out of business.” 

“So the third stage,” he said, 
“will be the chain-store type of 





would. I believe that they will.” 


Wiles declared the dealers must 
accept the fact that competition 
is the law of the land. “You must 
substitute friendly competition for 
cannibalism,” he said. 


“To do the things that the auto- 
mobile industry has done, a manu- 
facturer must be big. Yet it is 
this bigness that is now under 
attack.” | 


He discussed the Justice Depart- 
ment’s attitude toward such prob- 
lems as price-cutting, bootlegging 
and territorial! security and 
declared: 


“You should begin to realize 
that the manufacturers are 
handicapped by legal limitations.” 
W. E. Hancock jr., Columbia, was 

elected president of the South 
Carolina association. Other officers 
are H. Earl Holley, Aiken, vice- 
president, and Robert F. Pulliam, 
Columbia, secretary-treasurer. 
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620. The latter division assembled 
244 cars the week before last. 

| * * * } 
FINAL breakdown of the 471,- | 
531 May car total showed GM 
| with 241,577; Ford Motor, 141,651; 
| Chrysler Corp., 73,757; S-P, 7,376, 
|and AMC, 7,170. Comparable April 











Wondering how new-car and truck pro- 


‘Car Output Maintaining 
21,000-a-Day Pace 


(Continued from Page 1) 
totals 


Motor, 157,401; Chrysler Corp., 82,- 
978; S-P, 8,168, and AMC, 7,628. 


were: GM, 291,609; Ford 


Truck production for May 


| totalled 95,599, compared to 98,- 
504 in April. 


Last: week’s car production was 


| 84.9 percent of Automotive News’ 
~ | three-year 
the average weekly output during 


index, which denotes 


| duction and sales are making out? AUTO-| the 1953-55 period. 


MOTIVE NEWS gives you the entire story | 
every week throughout the year. 





CLASSIFIED WANT ADS 


Reaching an estimated 150,000 readers engaged in all branches of the nation’s automotive industry. 
7 a8 +) 


TWENTY-TWO CENTS 


TEN DAYS 


- HELP WANTED 





AUTO PARTS SALESMEN. We have a 
very extensive well accepted line of 
parts, hardware and accessories for Ford 
and Lincoln-Mercury dealers—paying top 
commissions. Our expansion into new 
territories requires men who now have 


or can build a following in their own 

area, What have you got to offer? Reply 

to Motor Capital Automotive, 112 Kenil- 
j worth, Detroit 2 


| NEW CAR SALES MANAGER. Approxi- 
| mately 1,000 cars retail necessary to get 
our ‘‘percent’’ in zone of influence. Can 
you do this job—make a profit and build 





Lo ere 


Canadian manufacturers built an 


PER WORD FOR EACH 


POSITION WANTED 





USED CAR MANAGER available immedi- 


ately. Volume operator, reliable, sober 
and dependable—17 years’ experience 
Will consider any good location in the 


southern states. Box 6150, c/o Automo- 


tive News, Detroit 26. 


SALES OR GENERAL MANAGER. Em- 


ployed as top sales executive one dealer 
twenty years. Capable, aggressive new 
and used car merchandiser. Leader who 
can recruit, train and direct hard hitting 
sales group. Strong closer. Prefer loca- 
tion 150 miles New York City—400 to 
1,000 car deal. Box 6204, c/o Automotive 





INSERTION. 
lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 
and address at regular rates. Add One Dollar ($1) per insertion for use of a box number. Replies to | 
Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING: 
IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





AUTOMOTIVE EXECUTIVE. Age 37, mar- 


c/o Automotive News, Detroit 26 





estimated 13,191 cars and trucks 
last week, compared to 13,352 the 
previous week. May 30 is not a 
holiday in Canada. 


x * 


GM Oshawa Assemblies. 


Soar to Monthly Record 


OSHAWA, Ont. — The General 
Motors of Canada plant here estab- 
lished its second production record 
in as many months as it turned out 
27,048 cars and trucks during May, 
according to W. A. Wecker, presi- 
dent. 

The previous monthly high was 
April’s 25,688 units. Wecker said 
the former daily high of 1,284 as- 
semblies, also set in April, was sur- 
passed five times, topped by a rec- 
ord 1,393 on May 14. 






















POSITION WANTED ADS, 











POSITION WANTED 






ried, college, excellent background—sales, 
service, accounting and business admin- 
istration. Take complete charge any size 
deal. Will completely overhaul any size 
deal. All departments including new ac- 
counting system and related management 
controls. Need a rebuilding job in your 
sales department? Do you need a com- 
petent general manager who is presently 
managing a large GM deal in Ohio whose 
salary requirements are 
$9,600 plus bonus? All 
acknowledged 











approximately 
replies will be 
in confidence. Box 6205, 
















































































a pase ~_ a ae "Gate. News, Detroit 26. DEALERSHIPS AVAILABLE 
nia GM dealer? Confidential, Ox 72,,$ ——_—_- -——-— -—-— ——_- — - —__—— 
c/o Automotive News, Detroit 26. SALES MANAGER, WITH 17 years’ man-|‘‘BIG 3°° DEALERSHIP. Eastern New 
| agement and sales experience in Detroit, York, upstate area in an economically - Fo 
desires position in western states. Best stable city. Established 1922. Averaged Au 
| references from top new and used car 75 new and 150 used cars per year. —— 
| WANTED dealers. Young, healthy and ambitious. Death of owner necessitates sale of busi- DEA 
Italian descent and experienced in super-| ness including real estate. Trust Depart- Pi; 
} vising 12 salesmen. Box 6207, c/o Auto- ment, State Bank of Albany, Albany, tov 
Vv 4 S e Pp we EB Ss | D E N T motive News, Detroit 26. is. Be ing 
HELP WANTED oa 
A consumer finance and small loan company _ Fiend eq 
desires to expand and requires a top cali- hes 
| ber executive officer. Applicant must be __De 
| 
| thoroughly familiar in operations and one S | M -G | M HAV 
coeiis aitineen te iieedins Gestion aies anagers enera anagers ait 
but who has the ambition to become a ove 
: . thi ; No 
top executive officer, establishing operating Percentage of profits and salary. on 
policies, financing, etc. En‘ 
. Mi 
R tio ill be by salary, profit sharing, . . . . . ~—— 
a aaa ai en 2 _ Must have chain operation selling experience. Must have a desire to work and DEA, 
s a desire for a high standard of living. Excellent income and advancement = 
This opportunity will provide earnings and ‘ endiins Genel mane iti dead 0 lif pai 
security with all the rewards of accomplish- ini » a eS ee oe oe ee eee bul 
ments Send experience and references to car 
in 
All replies will be strictly confidential. rea 
Box 6193, c/o Automotive News, Detroit 26. SPITZER MANAGEMENT, INC. ire 
Spitzer Building Elyria, Ohio ard 
qua 
Par 
ves 
fici 
**D doz 
Cessna Aircraft Company, ‘‘Pro- $5. 
’ Fi E GM | 
ducers of the World’s Finest Execu- a 
abl 
i tive Air Fleet”’ off | Bos 
f ive Air Fleet’’ offers unusual career Bos 
| e,¢ & h | di ee 
[GENERAL MANAGER Sober, reliable ana | Opportunities in the sales division DEA 
| conscientious. Retail background in sales mat 
and sales management.-: Dealer operations ° es ther 
and sales training experience for one of | Director of Training buy 
the ‘“‘Big Three.’’ Strong on retail sales ° 
| Qovelepanent; Baieve in dealership opera: | Must have experience necessary to set up a complete sales — 
tion on a quality, permanent basis. Wel- | °° .- ° 
come rigid investigation. Box 6174, c/o| training department and administer it. ony 
d ve 2} 8 > 26. oo: 
NS eee Sas a Parts Merchandising Manager 30UT 
: eae renee - ~ Thr 
AVAILABLE—EXPERIENCED automotive | Must develop and administer a spare part merchandising deal 
man. Over twenty-five years’ experience larg 
sales promotion and merchandising. Quali- | program. pro’ 
fied to train and supervise field men. * ° * . 
ikuhdt Sites aauieatbies TAA temietnabuma. Must aid dealers in setting up and operating parts depart- me. 
Reside in Philadelphia area. Box 6195, | ments 
c/o Automotive News, Detroit 26. - . . ba NEW 
7 —_— Must be experienced in supervising warehouse operations. you 
CONTROLLER — TOP FLIGHT executive. . : sore 
Seve Gaciemeued tn benbitie taneee- Must have automotive parts experience on zone manager pap 
ment, finance, accounting. taxes, cost| level. 411, 
control, planning, etc. ‘‘Big 2’’ experi-| 





ence. A profit builder with creative, ana- | 
lytical mind. Pennsylvania or vicinity 
preferred. Box 619°, c/o Automotive 
News, Detroit 26. 


SEVEN YEARS’ RETAIL automobile sales 
and sales manager experience. Seeking 
permanent connection traveling as sales 
representative with manufacturer or. dis- 
tributor. Young, single, college graduate, 
aggressive, honest and not afraid of 
work. Can furnish best of references. 
Presently self employed — available im- 
mediately. Box 6197, c/o Automotive 
News, Detroit 26. 

KNOWLEDGE IS THE ONLY instrument 
in business not subject to diminishing 
returns. Twenty years’ experience—parts 
and aecessory sales—used car manage- 
ment—sales management—manufacturers’ 
representative. Will consider good connec- 
tion in northwest states and can travel. 
Box 6198, c/o Automotive News, Detroit 
26. 











Export Regional Service Managers and Domestic Regional Serv- 


ice Managers 


Travel and headquarter in Wichita. 
Aircraft maintenance background desirable. 


Must be competent pilots. 


Must read and speak Spanish fluently for the export position. 


Cessna 


If you meet these requirements and are interested in an un- 
limited opportunity with the World's Leading Producer of Exec- 
utive Aircraft, send your resume and recent photograph to the 
Professional Placement Supervisor, Cessna Aircraft Company, 
5800 East Pawnee Road, Wichita, Kansas. (No phone calls 


please). 
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DEALERSHIPS AVAILABLE 


eeeenceen chat  E aA 
DEALERSHIPS AVAILABLE IN all parts 
of the country—all makes and sizes. If 
you want to get into the automobile busi- 
ness now is the time. The time to buy is 
when everyone else is selling. Believe it 
or not there are real profit possibilities 
in retailing automobiles if you are will- 
ing to go after sales. Automotive Enter- 
prises, 10600 Puritan, Detroit 38, Mich. 


a a ne SAE 

DEALERSHIP HANDLING Chrysler-Plym- 
outh in fast growing community in north- 
ern California. 100 to 200 new cars per 
year. On fringe of large trading area now 
growing fast. Well established business 
priced for quick sale. No used cars to 
buy. Write to Box 6188, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Chevrolet in 
west Texas. Excellent setup. Sold over 
500 new units in 1955. Box 6162, c/o 


Automotive News, Detroit 26. 


DEALERSHIP HANDLING& Lincoln- 
Mercury-Continental Located in the 
southwest. 250 to 300 car deal, Selling to 
buy larger dealership. Box 6163, c/o 
Automotive News, Detroit 26. 


COMPACT MODERN DEALERSHIP 
handling Nash in prosperous northern 











California community of 125,000. Buy 
parts, modern equipment, fixtures only. 
Owner retiring. Write Box 6154, c/o 
Automotive News, Detroit 26. 

HANDLING CHRYSLER and Plymouth. 
Lower south New Jersey. 200 car po- 
tential. Large farming and _ industrial 
area, Good, continuously growing terri- 
tory. Trading area—75,000. Approxi- 


mately $38,000 equipment and parts. $25,- 
000 in cash will swing deal. No used 
cars or receivables. Keal estate ap- 
proval. Owner wants to retire. Age 63. 
Box 6151, c/o Automotive News, Detroit 
26. 


HANDLING LINCOLN - MERCURY - Conti- 
nental. Located southern state—one of 
the fastest growing towns in nation 








| 429 S. Western Ave. 





(23,000). Expanding industry; 


larger deal. No accounts receivable. Box | 
6199, c/o Automotive News, Detroit 26. 


COMPACT MODERN DEALERSHIP han- | 
dling DeSoto-Plymouth in prosperous col- | 
lege town of 10,000 population plus 6,500 
students. Buy parts, equipment and fix- 
tures only. Reasonable lease on new| 
building and adjoining used car lot or 
will sell real estate also. Clifford & Baker | 
Motors, Athens, Ohio. | 


DEALERSHIP HANDLING Ford—200 car. 
20,000 population. 26 years same location. 
Nice buildings with used car lot across 
street—$25,000 will handle. $16,000 parts. | 
Reason, sickness. Contact Ed ey | 
Connersville, Ind. 





excellent | 
facilities. Walkout $30,000. Moving up to} 
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DEALER SERVICES 


Catchy Jingles Add 
“Oomph" to Your 
Radio Ads 


CUSTOM-MADE AT A_ FRACTION 
OF THE USUAL COST 

You'll have the whole town humming 

your singing commercials written 

especially for you and transcribed 

by professional radio singer. Adds 


impact to your radio and television 


advertising. Easily a $100 value. Vol- 
ume operation enables us to produce 
this for $33. Specify what you want 
featured (used cars, new cars, trucks, 
service or whole operation). Explain 
pronunciation of name if unusual. 
Send no money. We bill you after you 
receive transcription. Shipped within 
a few days. Write A. Lovell Elliott 
Advertising—Automobile Dealer Pro- 
motion, Dept. AN-5, 310 E. Hudson 
St., Columbus 2, Ohio or phone 
AMherst 7-2188. 





INVENTORY SERVICE 


Parts and Accessories | 
© CERTIFIED REPORTS © 
@ Obsolescence Disclosed | 
® Shortage or Overage Established 
® Inventory Investment Evaluated | 
® Analysis of Methods and Procedures 
Full time experts, No pick-up part time help. | 
Call or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-645 | 
Western Dealers Attention 
Los Angeles 5, Calif. 
Du 9-5095 





BUSINESS OPPORTUNITIES 








FOR SALE—AUTOMOBILE sales and serv- | 


Excellent 
w. 


location in rich 
Brown, 216 Main 


ice building. 
farming country. I. 
St., Hillsboro, Il. 


COLORFUL RAISED LETTER business 
cards. Free catalog, large selection, | 
quantity prices, attractive cuts. Easy to 
fill order blank. Scull’s Printing, Dept. A, 
Wildwood, New Jersey. 

TWO PUMP PURE OIL STATION; ga- 
rage; bar-grill (beverage license); pool 

room. Auto repairing, wrecking yard, | 

used parts and property on plot 400'x400’. 

Located on main highway, central West | 





Virginia. Includes 5 rooms and bath. 
Receipts $22,000, can be greatly in- 
creased. Illness compels sacrifice. Priced 


low. Rendlog Sales Co., 1780 Broadway, 
New York City. PL 7-5345. 


MANUFACTURERS’ REPRESENTATIVES 





WELL ESTABLISHED dealership for sale | 
in heart of San Joaquin Valley. 21 years 
in same location. No reasonable offer re- | 
fused. Retirement due to poor health. | 
For further details write Box 6200, c/o 
Automotive News, Detroit 26. | 


DEALERSHIP HANDLING Chrysler and 
Plymouth in good substantial Colorado 
town. Large trade area, very good build- 
ing and used car lot. Established for 10 
years. Will sell or lease. No used cars or 
accounts. Buy parts, fixtures and shop 
equipment. Reason for selling is poor | 
health. Box 6201, c/o Automotive News, 
Detroit 26. 


HAVE EXCELLENT DEALERSHIP, han- | 
dling Buick-Pontiac in good market on 
east coast of Delaware, available. Low 
overhead, good building on rental basis. 
No receivables or used cars. Excellent 
opportunity to get in easy. Automotive 
Enterprises, 10600 Puritan, Detroit 38, 
Mich. | 


DEALERSHIP AVAILABLE handling 
DeSoto-Plymouth. Southern Maine, 40,000 | 
trading area. Real service and body re- 
pair business. Reasonable lease, brick 
building with option to buy. No used 
cars, no receivables, approximately $35,000 
in stock and equipment. Will accept 
reasonable offer. Box 6202, c/o Automo- 
tive News, Detroit 26. 


FOR SALE—DEALERSHIP handling Pack- 
ard-Studebaker, Sarasota, Florida. Ade- 
quate service department and showroom. 
Parts, equipment, furnishings, etc. In- 
vestment approximately $20,000. Suf- 
ficient financial ability to handle one 
dozen new cars. For quick deal, priced 
$5,000. Write Fred W. Williams, Inc., 
2036 Main St., Sarasota, Fla. 


GM DEAL IN FAST growing Safi Fran-| 
cisco Bay area. No used cars or receiv- | 
ables. Good service absorption. Low rent | 
factor. Experienced personnel if desired. | 


= 6206, c/o Automotive News, Detroit 
6. 





DEALERSHIPS WANTED | 


DEALERSHIPS NEEDED. No matter how | 
many dealerships we have available— 
there are never enough to suit all the) 
buyers. Why not get on record with us? 
Non-exclusive listings, low sales fees and | 
the best assortment of prospective buyers | 
anywhere. Automotive Enterprises, 10600 
Puritan, Detroit 38, Mich. | 


SOUTHWEST-CALIFORNIA-Florida — ‘‘Big | 
Three.’’ General manager large New York | 
dealership has finances for medium or | 
large deal with real profit potential. Ap- 
proval assured. Box 6186, c/o Automotive 
News, Detroit 26. 


DEALER SERVICES 
NEW AND USED CARS sell faster when 
you use ‘‘Vacation-Travel Tips,’’ a spon- 
sored travel guide in your local news- | 
Paper. Free sample layout. Austin, Box | 
411, Charleston, Il. 

















MANUFACTURERS’ AGENTS wanted who 
have following among car dealers. To 
sell Scotchlite Dealer Emblems. Please 
list territories covered. Box 6203, c/o 
Automotive News, Detroit 26. 


PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. | 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


PARTS WANTED 


a WANTED 

‘OR SOUTH AFRICA 
Ford modele i907 upwards, unreconditioned 
| sub assemblies suitable for reconditioning. 
Allowing for wear, these sub assemblies must 
be of standard sizes. Engines already recon- 
ditioned are not required. For further infor- 
| mation reply to | 
MIKE APPEL MOTOR CO., LTD. | 
| P. ©. Box 3648 Johannesburg, S. Africa 





CARS FOR SALE 


EX-TAXIS 
PRICED RIGHT 


1955 Plymouths, Fords 
Our great taxi volume assures 
steady supply. 


FUTURE MOTORS 


37-01 Queens Bivd., Long Island City 
ST 4-635! 


Ask for Manny Mouber or 





Harold Peterfreund 





CARS FOR SALE 


NEW YORK CITY'S LARGEST AUTHORIZED FORD 
DEALER OFFERS TREMENDOUS SELECTION OF 
FORMER STOCK CABS 


1954's - 


1955's - 1956's 


Fords, Plymouths, Chevrolets 


Standard and Automatic Transmissions—Some with New Rubber— 
All in Excellent Condition. 
Priced low for quick sale. 


Write, Wire or Call CYpress 2-9400 
George Stone, Manager 


KING FORD MOTORS 


35! Grand Concourse 





New York 


Bronx 5!, 


CARS FOR SALE 





ROBINSON AUTO RENTAL 


FLEET LEASED CARS 
1954 - 1955 
AT WHOLESALE 
CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 


Now available at Hertz Stations in the fol- 


lowing cities: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee Cincin- 
nati, Louisville, St. Louis, Kansas Ci Lin- 
coln, Neb., Oklahoma City, Fort Wo ' Dal- 
las, New Orleans, Atlanta. 
ROBINSON AUTO RENTAL 
DIVISION 

218 S. Wabash Ave. Chicago 4, Ill. 
|. E. Spatig, Used Car Mgr. Webster 9-2144 








‘ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 


Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Séth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 





CARS WANTED 


WANTED! 
‘54, ‘55 CADILLACS 


El Dorados, de Villes, Coupes, 
4-dr. Sedans, Convertibles 


With or Without Air Conditioning 
Write, wire or call 
Mel H. Cummings 


EAST LIBERTY MOTORS 
“Pittsburgh's Auto Palace” 
5001 Baum Bivd. Pittsburgh, Pa. 





CADILLAC SHARP 1952’s-1956’s. All 
body styles. Chrysler, DeSoto eight pas- 
senger sedans only. Prices gladly quoted. 
McClintock-Cadillac, Ivanhve 7-5046, Lan- 
sing, Mich. 


TRUCKS FOR SALE 


WRECKERS. ‘51 Ford F6, 2 spd., 515 
Holmes, towing cradle; 12,000 miles. '53 
Ford F 500, 15-ton Hubbard, 20,000 miles. 
Both trucks have R & H Beacon Ray 
lites, brake locks, twin spot sirens, turn 
signals, 100 amp. generators, rear work- 
ing lites, tow bars and loaded with 
equipment and are positively like new— 
$3,000 each. Lew's Garage, Dayton, Ohio. 

TRUCKS WANTED 

WANTED — 1951, 1952 or 1953 Ford 
wrecker. Must have power winch, Short 
wheelbase preferred. Box 6189, c/o Auto- 
motive News, Detroit 26. 


BUSES FOR SALE 


CONN., MASS., R.I, dealers; Blue Bird 
bodies—supreme in quality. Quickest de- 
livery. Penn Yan, N. Y. assembly. Pete 
Cousins, Hartford, Conn. Jackson 9-3100. 


BUSES WANTED 


WILL BUY USED school buses--36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 6194, c/o Automotive 
News, Detroit 26. 


ACCESSORIES FOR SALE 


- Auto Radios - 


PLYMOUTH 
1956, 8-tube push button includ- 
ing chrome a dash panel 
9.95 


PLYMOUTH 


1955, 8-tube push button includ- 
ing chrome dash panel — $44.95 


LINCOLN 
(Original '53-'54-'55) 


8-tube push button—$44.95 
RAMBLER 
(Original '53-'54-"55)—$32.00 
Free aerials on assortment of 6 set 
orders. 
We stock your auto radio needs. 


Save freight and C.O.D. charges by 
enclosing your check with order. 


Auto Radio Wholesalers 


1780 Grand Concourse 
New York 57, N. Y. 
Ludlow 8-7111 








SHOP EQUIPMENT FOR SALE 


FOR SALE—DeVilbiss spray paint booth. 
12’ x 24’ including fan and lights. Yours 
for $850 at our place of business. Al 
Hetrick, Inc., 323 E. State St., Fremont, 
Ohio. 








AUTOMOTIVE NEWS 
WANT ADS 
BRING RESULTS 





SHOP EQUIPMENT WANTED 





MISCELLANEOUS 


WANTED—USED OR NEW frame align- 


ment machine. 
Rantoul, Ill. Telephone No. 684. 


ANTIQUE CARS FOR SALE 





3 CLASSIC CARS 
2—1948 Continentals 
(One hardtop—One convertible) 
One Model K, 1937 Lincoin limousine, 
All in nice condition. 
JACK BRAUN 
Fort Wayne Motors 





MISCELLANEOUS 


PRIME QUALITY MASKING tape, \”’ 
60 yards, 42c—minimum packing 15. % 
x-60 yards, 


man 3-8873, New York, N. Y. 


ts “How to DOUBLE Your 
i Used Car Sales!" 


@ Our collection of the most successful 
used-car promotions of all time tells how 
an Alabama dealer put up a sign 
that brought 3,000 customers inside in 
5 days; how a postcard sold 700 cars 

8 for a Wyoming lot; how a series of 
unusual classified ads costing $3 each 
sparked a Michigan firm's sales sixfold 

q in 2 years; how an lowa dealer, using 
telephone operators, jumped his turnover 

@ by 40% in one month! And many more. 
New ideas are tried daily. Few succeed. 

‘ These are the "cream" 
stimulating, action- -inspiring, 





sales- produc- 


ing plans that CONSISTENTLY win cus- ‘ 


tomers! Here are merchandising methods, 
publicity plans, “tricks of the trade," 
ls showmanship gimmicks, dramatically pav- 
| ing the way to hit the JACKPOT . to 
g win customer gratitude . . . to sell ‘higher- 
priced units . . . to create excitement 
|g for your cars . . . to save money being 
wasted. These plans are FREE to sub- 
§ scribers for our "Clever Classified" ad 





series, on which WE GUARANTEE IN- 
§ CREASED BUSINESS. Get details today! 
fu. K. Simon Co., Dept, N-2 
|g 48 Fifth Ave. Pelham, N. Y. 
|@ Send details at once to: 
i NAME 
I ADDRESS 

CITY 





Le eeeeseeaeeea 


Automatic BraKinG 


THE ORIGINAL YELLOW BAR 





LEss 
ALL 
CABLES 


ONLY .. $4 


WITH BRAKE HOOK-UP 


ONLY. $5945 


GUIDE 
Meets 1.C.C. Strength Requirements 


CABLES 
cme, 9ueas 
BRAKE HOOK-UP.......... 

Meets ALL I.C.C. Requirements! 
TOW BAR SALES CO. 
Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


Call Collect 13 2003's. 


40 So. Clinton St., Chicago 6, Ill. 


Fort Wayne, Ind. 


28c—minimum packing 25. 
All subject to prior sale. Telephone BEek- 


fFwewesweweswewsewewewe ese = | 


the business- ° 





Rogers Chevrolet Co., 


BLACK BEAUTY TOWBAR 


DRIVEAWAYS USE IT 
FITS ALL CARS 


$45.00 Buys This $60.80 Towbar 
Complete With Steering Cables 


Most Complete Line of 
Towing Equipment 


Whitemule Truck Towbars 
and Truck Saddles 


MARION MANUFACTURING CO. 
Marion, Ohio Phone 2-7594 


The NEW 


BLUE ® CHIP 
‘| TOW-PILOT 


WITH LUBRICATED 
‘ AUTOMATIC BRAKE 


Meets 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


FOUR CLAMPS TO FIT 
98°% OF ALL CARS, PLUS 


2 Large adaptor clamps 
included with each unit. 


SPECIAL (F.0.8. Factory Net) 


$523 FED. TAX 
INCLUDED 

WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


| 
| * 
THE FAMOUS 
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MOTO-MATIC 
| TOW- GUIDE 


Four Clamp Unit 
| SPECIAL (F.0.8. Factory Net) 


q 44* FED. TAX 


INCLUDED 


| Meets 1|.C.C. Requirements 


| € 


“Leaders Since 1939" 
Write for lilustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 


1467 Bathurst Sf. 
TORONTO 10, ONTARIO 











One Year $8 [] 


TO. cccccceee 


ee eee eee eee) 


ND MIR oc cdakavanadandud 


Truck 
Insurance [] 


Car Dealer () 
Jobber [] 


Make of Car........... 





All Other Countries — One Year $12 [[] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 


Re ee ee 


New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


or Two Years $14 [] 


Peewee er eeeeeee 
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Dealer [] 
Financial [) 


Manufacturer [] 
Supplier [] 


OQ. wn nnnrcccesessvesecs 


6-11-56 





Chevrolet’s citation reads: 


‘For year-round plugging of traffic safety on 
nationally popular programs reaching 


_ many millions of radio listeners. ‘Typically, 


in 1955, safety slogans and messages were 
aired 65 times on the Chevrolet CBS News 
program and 24 times on the Dinah 

Shore Show. Additional allocations were 
devoted on Chevrolet network programs for 
such special events as the May Vehicle- 
Safety Check campaign and Safe Driving Day.’’ 


National Safety Council 
honors Chevrolet with 


Alfred P. Sloan award 


The Chevrolet Motor Division was recently named one of the 1955 


winners of an Alfred P. Sloan award—the broadcasting field’s highest 


citation for public service in the promotion of traffic safety. This 


is Chevrolet’s second win.in the eight-year history of the awards. 


Chevrolet continues 
to promote safe driving 


-This newspaper advertisement — praised 
by newspaper editorials across the country 
—is a good example of Chevrolet’s 1956 
contribution in support of traffic safety. In 
addition, almost all current newspaper ads 
and radio and TV commercials include 
an appeal for this very worthy endeavor. 
Chevrolet is glad to be of service, and 
proud to be honored for its contribution. 


Chevrolet Division of General 
Motors, Detroit 2, Michigan 





